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Week’s 113,597 Cars 
Highest in 3 Months; 
Only Chrysler Drops 


By Martin L. Whitmyer 
Staff Writer 
ORPORATE output hikes by all 
makers except Chrysler Corp. 
helped the auto industry turn out 
an estimated 113,597 cars last week, 
marking a weekly high for three 
months. 
Highlight of the week’s opera- 
tions was the assembly of the 
four-millionth vehicle of 1956 on 
Monday, July 16. The correspond- 
ing vehicle of 1955 rolled off the 
line during the last week of May. 
Although last week’s car assem- 
blies were 1.1 percent above the 


112,365 units turned out the previ-| 


ous week, they were 9.5 percent be- 
low Automotive News’ three-year 
index and 32.8 percent below the 
same week a year ago, when the 
industry produced 169,096. cars. The 
previous week’s car output was 10.5 


percent below the index. 
* * > 


ING their daily car output) 
rate to 22,719 units, manufactur- | 


ers now are looking forward to 
(Continued on Page 37, Col. 3) 


Top Cars 


New-car registrations for five 
months, plus 10 states for June: 
1956 Pos. Make 1955 Pos. 

1—677,443 Chev. 618,150— 2 
2—562,432 Ford 620,363— 1 
3—254,411 Buick 321,709— 3 
4—219,253 Plym. 289,180— 4 
5—203,815 Olds. 245,164— 5 
6—164,770 Pontiac 222,724— 6 
7—121,4038 Mercury 147,327— 7 
8— 95,077. Dodge 124,150— 8 
9— 63,243 Cadillac 64,060-—10 
10— 48,942 Chrysler 66,565—. 9 
lli— 45,523 DeSoto 53,152—Al 
12— 38,980 Stude. 45,008—12. 
13— 36,341 Nash 38,113—13 
14— 18,580 Lincoln 12,784—16 
15— 15,874 Hudson 19,826—15 
16— 15,362 Packard 22,220—14 
1j— 4,585 Imperial 5,815—17 
18— 851 Cont’ 
34,053 Misc. 22,015 
Total All Makes 
2,620,938 2,938,325 
Further details on Page 30. 


These Executives Move Up the Lalas as Chrys! 
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ler Legislation 


Enters the Stretch 


With Congress in the adjournment stretch, here is the latest re- 
port on efforts to enact dealer legislation this session: 


O’MAHONEY (GOOD FAITH) 


BILL—Looks like expert steering 


is behind this bill and it is a distinct possibility despite shortness 
of time. Passed by Senate and OK’d by House Judiciary Committee 
in modified form, it now goes on House calendar. If passed by 
House, it will have to go to conference and then must be passed 


again by each house. 
* 


* 


* 


MONRONEY (GROUND RULES) BILL—Little chance for this 
to become a law this session but still being pushed by its backers to 
serve warning to the industry that this is what a considerable num- 
ber of legislators have in mind unless the industry cleans its own 
house. Has progressed to Senate calendar, but probably will be 


licked in the House. 


* 


* 


* 


CONGRESS ADJOURNMENT—New target date is July 24, but 


law makers probably will be held 


over until Aug. 4. 


Auto ‘Ground Rules’ Bill 
Termed a Warning 


i 





ASHINGTON.—Here is a sum- 
mary of the Monroney “ground 
rules” bill which has been modified 
and reported to the Senate by the 
Senate Interstate and Foreign 


| Commerce Committee: 


Little chance is seen for its 
passage at this sessions, but 
Washington sources say it is 
designed to serve as a warning 
to the auto industry to either 
clean its own house or face the 
prospect of Federal controls, 

In general the bill provides that 
certain practices by automobile 
manufacturers and automobile 
dealers are “unfair methods of 
competition” and “unfair acts or 
practices in commerce” and places 
these practices under the scrutiny 
of the Federal Trade Commission. 

: * > 

HE “unfair trade 

specified are: 

1. The forcing of unwanted 
products on automobile dealers. 
2. The “bootlegging” of automo- 
biles by dealers without first 
affording the manufacturer an 
opportunity to repurchase, if the 
manufacturer sets up a plan to 
tepurchase such automobiles. 

3. The requiring of dealers b 
manufacturers to perform w 
ranty and other service withgut 
effeetuating a reasonable sy 
of cempensation for such 
fo ice. / 
4. The cancellation of dealers’ 
franchises unless these form fran- 


practices” 


W. C. NEWBERG 
... supervises vehicle divisions 


chises contain specific standards 
by reference to which the dealer’s 
performance can be judged and 
unless the dealer fails reasonably 
to meet these standards. 4 
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Backers Race Time 
To Enact Modified 


‘Day-in-Court’ Law 


Full Committee Reports O’ Mahoney Bill to House; 
Monroney Measure Gets Approval 
Of Senate Interstate Group 


By William Ullman legislation on the House side, 
Washington Correspondent adopted a series of amendments 
ASHINGTON. — THe House! to the bill as it came over from 
Judiciary Committee last week| the Senate. 
| voted to report to the House floora| These amendments, recommended 
|“day-in-court” bfll considerably! by the subcommittee which held 
| menos to meét criticisms in its| hearings on the bill, included a 
| language voiced by the Department} change clarifying the definition of 
of Justice aflid auto manufacturers. 
' At the”same time, the Senate | conning 
nte and Foreign Commerce | * 
Interstate | voted to report favor- iF actories U rged 


a he Monroney “u r le | 
| pekctices” bin” ™™ "2° \1) Make Dealers 
Warranty Agents 


’ Prospects for enactment of this 

Measure are extremely remote in 

view of the Congressional drive for) 

adjournment this month. The Mon-| ASHINGTON. — Senator Wal- 


(Continued on Page 8, Col. 1) 


In other words, it requireg’the | roney bill has not received public 


(Continued on Page 4, Col, 17 


Heads 
ker 
ales 


e trend of major 


Patterson 
Dodge; M 
Plymout 


OLLOWING 


reorganization in| 


dge a new president, | 


rson, 56; Plymouth a 
vice-president, Jack W. 
Minor, 3% and realigned its corpo- 
rative tup. 
Presfient L. L. Colbert named: 

Up*and-coming E. C. Row, 60 
chigf administrative officer of the 
ec ration. 

. ©. Newberg, 45, to the new 
st of automotive group vice- 
resident. 

Cc. L. Jacobson, 60, dealer rela- 


‘| tions vice-president. 


S. BRIGHT, 44, to the new 
* post of basic manufacturing 
group vice-president. 
Nicholas Kelley jr., 46, president, 
export division. 
Ron W. Todgham, 46, president, 


(Continued on Page 4, Col. 3) 
* * 


Cc. L. JACOBSON 
... dealer relations chief 


hearings on the House side. 

* = oe 

HE “day-in-court” bill, on the 
other hand, has already passed 


the Senate, 75 to 1. But time could | 
run out on this measure also be-| 
cause the House’s floor calendar is| 


crowded with bills of higher prior- 
ity. 

The House Judiciary Commit- 
tee, headed by Rep. Emanuel Cel- 
ler, New York Democrat, and 
sponsor of the “day-in-court” 


lace F. Bennett, Utah Republi- 
| can, in a memorandum sent to auto 
| manufacturers and dealers, has sug- 

gested a way to strike at bootleg- 
| ging without legislation. 

The heart of Senator Bennett's 
plan is that, in the warranty area 
alone, makers and dealers could 
| “execute an actual agency con- 
| tract” under which the manufac- 

turer empowers the dealer to 

issue a warranty to the new-car 

purchaser. 

This contract could require “pen- 
(Continued on Page 4, Col. 5) 


Inside Automotive News... 


Young salesman sees big auto future. Page 6. 


Do labor troubles loom? Hard-hitting series ad- 
vising dealers on how to handle unions begins 


today on Page 3. 


Excise-tax battle to be resumed this fall. Page 10. 
House safety probers plan to prowl auto fac- 


tories. Page 6. 


New-car and truck registrations and prices, Page 30, 31. 


New 


Products, Page 22. Used-car auctions start on Page 26. 


Production by 


Oo 


M. C. PATTERSON 


... top man at Dodge 


makes, Page 37. 


er Corp. Realigns Management 


J. W. MENOR 
... heads Plymouth sales 
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Demand for Late Models Up... 





U.C. Market Resumes Hot Pace 


By Robert M. Lienert 
Associate Editor 
so faltering a bit in the 
first two weeks of July, the 
used-car market is showing signs 
of resuming the torrid pace it set 
in the first half. 

Except for areas hit by local- 
ized setbacks (including steel 
towns), retail sales are reported 
brisk across the country. 

A growing factor in the midsum- 
mer market is a quickening de- 
mand for late models. Earlier in 
the year, activity centered around 
units costing less than $1,000. 

a * + 


— scarcity of sharp cars 
among units more than two 
years old is responsible for the 


Bosch Fuel Injector— 


American Bosch Arma Corp. believes auto engines of the future may look like 
this one equipped with a Bosch fuel-injection system. The company has signed a 
licensing agreement with Thompson Products, Inc., for further development, promo- 
tion and manufacture of fvel-injection systems. 

* 


swing to late models, says one 
dealer. More buyers are willing 
to make a step upward in price 
to get the quality they want, he 
says. 

When the ’57 models reach the 





Light Buckles Down 
On Motoring Safety 


LAKE WALES, Fla. — Dick 
Pope, promoter of Cypress Gar- 
dens, offers a glimpse into the 
future with his car. 

On the instrument panel is a 
light which goes on when the 
motor starts. It reads: “Fasten 
Your Seat Belt.” 








Bosch, Thompson Combine 
To Push Fuel Injection 


SPRINGFIELD, Mass. — Ameri- 
can Bosch Arma Corp. and Thomp- 
son Products, Inc., have joined 
forces in the development, promo- 
tion and subsequent manufacture 
of an automotive fuel-injection sys- 
tem, the companies have an- 
nounced. 

The licensing agreement was 
disclosed by Charles W. Perelle, 
Bosch president, and J. D. 
Wright, Thompson president and 

manager. 

The firms will work together in 
perfecting the injection system 
developed by American Bosch divi- 
sion at its plant here. The licens- 
ing pact also authorizes Thomp- 
son to manufacture and market 
the system. 

Perelle and Wright said one of 
the purposes of the agreement is 
to cooperate on the tooling re- 
quirements for volume production 


Personal Income 
Hits Record of 
$232 Billion 


WASHINGTON. — The Depart- 

ment of Commerce last week 

that Americans earned 

incomes in May at an annual rate 

of $232 billion, more than a billion 

higher than in April, to set a new 
record. 

For the first five months of the 
year, the rate was at more than 
$319 billion, or 7 percent more than 
for the like period of 1955. 

Preliminary calculations for June 
showed that private payrolls in- 
creased by $1 billion. Estimates in- 
elude wages and salaries, net in- 
come of partnerships, and proprie- 
torships, both farm and non-farm, 
dividends, interest and rents. 

The annual rates, which are used 
to make comparison easier, the 
department said, represent the sea- 


sonally-adjusted dollar totals for|/and development vice-president, | 


the month multiplied by 12. 


which ultimately will reduce the 
cost of fuel injection. 

The cost factor is known to be 
the greatest obstacle in the adop- 
tion of fuel injection by auto 


makers. 
It is estimated that fuel- 
injection systems would cost 


about $100 a car compared with 
about $28 for the dual four-jet 
carburetors used on the highest- 
priced cars. Carburetors on the 
low-priced cars are said to cost 
the manufacturers only about $2 
or $3. 

Bosch and Thompson and most 
automotive men agree that the 
sports car or the specialized high- 
priced auto is the best bet for the 
first application of fuel injection. 

There have been rumors in De- 
troit that Cadillac and Continental 
have been seriously considering in- 
jection systems for their 1957 
models, but experts now bet that 
neither will use it next year. 

It’s also said to be highly dubi- 
ous that the innovation will appear 
in 1958 models. 

A Thompson representative sees 
a possibility of another develop- 
ment on 1957 models which may 
speed use of injection systems. 

He said an intermediate device 
called a “pressure carburetor” 
may be introduced soon. Such a 
step would stimulate competitors 
to go in for complete fuel injec- 
tion, he believes. 

The truck field offers another 
area of injection speculation. Mack 
Trucks, Inc., soon will receive some 
Bosch units for testing and it is 
reported that International Har- 
vester Co. and other makers have 
shown interest. 

Economy would be vital here. 
Many of the big trucks are diesels 
and many experts believe that fuel 
injection cannot beat diesel 
economy. 

According to A. T. Colwell, 
Thompson engineering, research 


(Continued on Page 35, Col. 1) 











| row (July 24), the AMA said. 


market, bringing a new crop of 
buyers into the showroom, more 
clean cars may show up among 
the tradeins, says another dealer. 

For that reason, he anticipates 
a trend back toward cheaper units 
in the used-car market this fall. 

The difference in marketability 
between clean and rough cars has 
never been more pronounced than 


it is this summer. 
*” * * 


Awe operators report that 
rough cars won’t move at any 

price, and that bidders go hammer- 

and-tongs for nice offerings. 

In general, say these whole- 
sale operators, there just aren’t 
enough creampuffs to go around. 
One said demand was approxi- 
mately three times greater than 
the supply. 

Several auctions report business 
right now is at the peak for the 
year. An operator in Minneapolis 
said his last sale was one of the 
best he has had so far in 1956. An 
auction in Jenison, Mich., reported 
last week’s sale “one of the finest 
of this or any year.” 


Some indication of the demand 
being expressed by wholesale 
buyers was expressed in a report 
from an Omaha auction, which 
said that a Western buyer had 
purchased 23 units at one auction. 


“The. late models sold like hot 
cakes,” the Omaha operator re- 
ported. 

* « = 

ENEWED enthusiasm in used 

cars has been reflected on the 
price index compiled by AvutTomo- 

tive News. While the trend is still 
downward, it was slowed apprecia- 
bly last week. 

The overall average wholesale 
price was trimmed $2 to $845 
last week, compared with losses 
of $7 and $10 in the previous 
two weeks. 

Even so, the overall average last 
week was only $18 below the aver- 
age established six months ago in 
mid-January, when the used-car 
picture was the bleakest it has 
been this year. 

After last week’s adjustments, 
prices were: ‘56s, down $8 to $2,- 
156; '55s, up $22 to $1,546; ‘54s, 
up $4 to $1,089; ’53s, down $4 to 
$735; °52s, down $13 to $472; ’5i1s, 
down $10 to $337; ’50s, down $11 
to $245, and °49s, down §$2 to $178. 

An idea of used-car price per- 
formance for this year can be 
gained by comparing last week’s 
prices with the following lows 
established this year: ’49s, $171, on 
Jan. 16 (equalled Apr. 9); ’50s, 
$230 on Jan. 16 (equalled Apr. 16); 
"Sls, $318 on Feb. 13; '52s, $452 on 
Jan. 16; '53s, $716 on Jan, 23; ’54s, 
$1,062 on March 5; ’55s, $1,524 on 
July 16, and ’56s, $2,140 on June 11. 


National Show 


Space Is Drawn 
By Auto Makers 


DETROIT. — Representatives of 
automobile manufacturers met last 
week to draw for exhibition spaces 
in a National Automobile Show. 

The show, first of its kind since | 
1940, will be held Dec. 8-16, in 
New York City’s recently com- 
pleted Coliseum exhibition building, 
under the auspices of the Automo- 
bile Manufacturers Assn. 


Prior to the war, for 41 years, 
the show was an annual event. 


All American passenger car 
makes will be exhibited, the AMA 
announced. Space was allocated to 
Buick, Cadillac, Chevrolet, Chrys- 
ler, Continental, DeSoto, Dodge, 
Ford, Hudson, Nash, Rambler, Lin- 
coln, Mercury, Oldsmobile, Pack- 
ard, Plymouth, Pontiac, and Stu- 
debaker. : 





More than 100 corporation and | 
divisional executives attended the | 


meeting, which also included a 
general briefing of promotion, ad- 
vertising, decoration, rules and | 


other show plans. 


A similar meeting for truck ex-| 
hibitors has been scheduled tomor- 











New ‘Mule’ Joins Army— 


The “Mechanical Mule,” four-cylinder version of the Army's traditional four-legged 


hay-burner, is going into production at 


Willys Motors, Inc., Toledo. Designed by 


Willys under supervision of Army ordnance engineers, the new Mule is the first 
lightweight tactical vehicle to ‘join’ the Army since the Jeep made its bow during 


World War Il. The four-wheel-drive unit 


can carry more than its own weight and 


can easily be carried by helicopter or dropped by parachute. 





To Reflect Excise Tax Boosts .. . 


Car Prices Adjusted 


NCREASED Federal excise taxes 

on tires have resulted in a boost 
of $3.20 to $5 in the factory sug- 
gested retail prices of 1956 model 
automobiles. 


The tire excise hike was among 
the tax items in the Federal 
Highway Act which became 
effective July 1. The tire tax 
was raised from five to eight 
cents a pound. 

Passenger-car tires weigh from 
20 to 33 pounds apiece. Thus a set 
of five will scale anywhere from 
slightly more than 100 pounds for 
the lowest-priced cars to about 165 
pounds for the luxury models. 

* - * 


IGHTEEN of the 20 U. S. 

makers figured in the price in- 
crease. The exceptions were Pack- 
ard and Clipper which had finished 
their 1956 model runs before the 
tax boost took effect. 

Smallest increase in the indus- 
try was the $3.20 per car added 
by Rambler. At the other end of 
the scale were Cadillac, Conti- 
nental and some Buick, Oldsmo- 


Business 
Barometer 


Auto Production — 135,062 cars, 
trucks in week vs. 196,044 year ago. 
Business Failures — 251 in week 

224 year before. 

Department Store Sales — Up 
3 percent from year before. 

Freight Loadings — 478,297 cars 
in week, a decline of 170,695 cars 
from year before. 

Gasoline Stocks — 178,549,000 
barrels, a decline of 2,897,000 bc.rels 
in week. 

Jobless Claims 316,700 
week vs. 215,400 week before. 

New-Car Registrations — 2,- 
620,938 in 1956 to date vs. 2,938,325 
year ago. 

New-Truck Registrations—3385,- 
242 in 1956 to date vs. 355,795 year 
ago. 

OW Stocks — 273,286,000 barrels, 
a decline of 1,391,000 barrels in 
week. 

Steel Output — 14.6 percent of 
capacity estimated vs. 12.9 percent 
week before. 

Used-Car Prices — $845 aver- 
age in July to date vs. $864 in June. 

Wholesale Prices — 114.1 per- 
cent on 1947-49 index vs. 113.9 per- 
cent week earlier. 


vs. 


Common Stocks 
July 
18 


6% 
63%, 


1956 
High 
8% 
87 
63% 
49, 
10% 


July 
i 
6% 

66% 

59% 

47% 
7% 


Low 
6% 
60 
51% 
404%, 
7% 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


Average 37.25 








bile and Pontiac models with 
suggested hikes of $5. 


Following is a complete list of 
| the increases in the factory sug- 
gested retail prices: 


Buick—$4 on Special; $5 on Cen- 
tury, Super and Roadmaster. 


Cadillac—$5 on all models. 


Chevrolet—$4 on all models. 

Chrysler—$4.50 on Windsor; $4.75 
on New Yorker. 
> * * 

LIPPER — No increase, 1956 

model run completed. 

Continental—$5, 

DeSoto—$4.50 on all models. 
Dodge—$3.75 on Coronet 6; $4 

on Coronet 8 and Royal; $4.50 on 
Custom Royal. 

Ford—$3.72 on all models ex- 
cept four-door, three-seat 
Country Sedan and Country 
Squire which are $3.96, 
Hudson—$3.70 on Wasp 6 and 

Hornet Special 8; $4 on Hornet 
Super 6 and Hornet Custom 6; 
$4.30 on Hornet Custom 8. 

Imperial—$4.75 on all models. 
Lincoln—$4.50 on all models. 
Mercury—$4 on all models. 
Nash—$3.70 on Statesman Super 

6 and Ambassador Special 8; $4 
on Ambassador Super 6; $4.30 on 
Ambassador Super 8 and Ambas- 
sador Custom 8. 
= 





= * 


(CpLDEMOSILE—-% on 88; $5 on 
Super 88 and 98. 

Packard — No increase, 1956 
model run completed. 

Plymouth — $3.75 on all models 
except Belvedere convertible and 
Fury which are $4. 

Pontiac—$4 on all models ex- 
a station wagons which are 
Rambler — $3.20 on all models. 
Studebaker — $3.39 on Champion 

6 series and Pelham 6 station 
‘wagon; $3.89 on Commander series, 
President four-door and two-door 
sedans, Parkview and Pinehurst 
station wagons and Flight Hawk, 
Sky Hawk and Power Hawk; $4.22 
|on President Classic four-door 
|sedan and Golden Hawk. 


‘Retail Sales Gain 
But Autos Drop 
From ’55 Level 


| WASHINGTON. — Sales of retail 
| stores totalled $16.6 billion in June, 
|} according to the Department of 
Commerce. 

Of this amount, $3.3 billion was 
accounted for by the “automotive 
| group,” the department said. 
| The retail total was up slightly 
| from the May figure of $16.3 billion, 
and was about 4 percent above total 
sales of $15.7 billion in June, 1955. 

Automotive-group sales were up 
from $3.2 billion recorded in May, 
but down from the $3.5 billion of 
June a year ago. 
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By John 0. Munn 





HIS week I am on a train bound 

for the Automotive Trade Assn. 
Managers convention at Seattle. 
These manager meetings have al- 
ways been a high spot in my experi- 
ence. I have learned to love and 
admire dealer association managers 
and respect them for their quality 
of leadership and for their able 
handling of the varied ramifications 
of their calling. 

These meetings are really a clinic 
or, as it were, a college extension 
course in revealing and in finding 
means and methods to better serve 
their members. I compliment the 
dealer organizations who have au- 
thorized the expenditure for their} 
managers to attend. 

I personally benefit greatly. It 
is almost like bringing me dealer 
feelings regarding problems, 
hopes and ambitions as revealed 
in thousands of trade meetings 
these managers conduct through- 
out the year. It is both instruc- 
tive and illuminating. 

Readers who know my love. for 
touring to the coast at least once a} 
year by automobile might be sur- 
prised by my mode of travel. My 
good wife cannot accompany me 
this time so I have returned to the 
railroads. I am sure to enjoy the| 
company of fellow travelers, as well | 
as the scenery from the windows of | 

two of our great transcontinental 
trains. | 

It will be a pleasure to meet | 
again true friends at the meeting. | 

veterans with whom I have worked | 
since the beginning of the trade) 
assoc‘ation movement in our field} 
as well as enjoy the companionship | 
and inspiration of the latest re-| 
cruits. 


* * * 
Important Influence 
ETHER we stop to realize it| 


or not, trade associations have | 


Dealer Tivestens } 


To Sue Ohio City © 
Over 20-Car Bid | 


COLUMBUS, O. — Mae Rife, who 
operates Rife Motor Equipment Co. 
(Dodge - Plymouth), Asheville, O., 
south of this city, has threatened 
to sue the City of Columbus if the 
city refuses to honor her bid on 20 
police cars. 

A check of the city records show 
that the board of purchase awarded 
her the contract one day and re- 
scinded it the next. 

It was reported here that the 
reversal was caused by “tremen-| 
dous pressure” brought by local 
auto dealers against going out of 
town to get the cars. 

Miss Rife said she has retained 
two attorneys to check into the 
matter. She said she was informed, 
in the presence of Mayor M. E. 
Sensenbrenner, that she had been 
awarded the contract. 

Later the mayor said he took 
“full responsibility” for cancelling 
the contract for the 20 cars. Mean- 
while, Miss Rife said she did not 
know what she would do with the 
20 cars she had ordered. 
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Dealers tell me 


become an important influence in 
our nation’s economy. Associations 
are necessary as we evolve from the 
pioneering frontiers to highly con- 
centrated and specialized fields of 
activity. 

Being a trade association man- 
ager has become an important 
vocation. The executive must 
work with his officers and board 
of directors in serving members 
to the end that their profit op- 
portunity may be enhanced. ; a . 
In serving members, his leader-| Experiment With Movies— 

ship is also necessary for contact 


=| 











James Hummel, Hummel Motor Sales | 


| with local and state legislators as| (Hudson), Clearwater, Fla., turns movie | 


well as support and receive support | porjectionist to increase floor traffic in his | 
from the national association. He) saiesroom. He drew about 50 persons to | 


| works with the public, too. Whether |, showing of vacation films produced by | 


the association or its members get! the Michigan Tourist Council and the 
a good press or not depends largely 
upon the leadership and diplomacy 
of the association manager. 
Because our trade is made up of 
many small individual business men 
is another reason why our trade 
associations are so valuable. A 
dealer is not always an expert in 


Michigan Department of Conservation. 
Hummel reported the experiment proved 
worthwhile in sales and prospects. 


How Dealers Can Meet 


| trade association he gets the best 
| advice for his entire operation. 


(Eprror’s Nore: 


| all phases of his business. He pl Ch ll f U : 
| the rest by ear, bet thee ‘his | a enge O nions 


| bership 





Registrations, Cars, Trucks .... 
Turnings 

Used-Car Auctions 
Washington Column 


A numb 
If a problem is facing the a 


group, an association sets up a 
committee to seek solutions. This 
committee is made up of men who | 
have met the problem success- 

fully or have ideas with which to will publish a series on problems 
lick it. Saying it another way, a | and situations that will confront 


sources report that union drives 
to organize the nation’s auto 
dealerships will be stepped up 
this fall. To help dealers pre- 
pare for this, Automotive News 


dealer who belongs to an associa- Te ial lied b 
tion, alway h th aterial was supplie y 
a eee » ee Arthur Stringari and Richard 


brains in the business working for 
him. 

I do not intend to outline a sum- 
mary of the benefits of joining or 
keeping your membership in auto-| 
mobile dealer associations. I only! 
want to urge each dealer to do so. 
As a summary of the rewards of) jnc.) 
association membership I am in- *_ * * 
debted to Ralph Caverlee, manager By Joseph M. Callahan 
of the Dayton (O.) association, for) . oeast Writer 
the following outline. AT should a dealer do when | 

wae his employes strike? 
Rewards of Membership The following 11-| 


HARACTER—Trade association point program to) 
membership is a measure of meet such a situa-| 
CHARACTER, because it shows a tion has been pre-| 


Fritz, labor consultants for 400 
Michigan dealers and editors of 
AUTO DEALERS LABOR RE- 
LATIONS GUIDE, a publication 
issued biweekly for _ dealers 
across the country by Manage- 
ment Labor Relations Service, 


man’s ability to get along with ge a. ats 
thers. , 

eee aes labor consultant: 
INTELLIGENCE -Trade association; 1, Keep a log of all activity 

membership is a measure of IN-| connected with the strike. 


TELLIGENCE in the business methods,| 2 Seek an injunction against 
because it is the most successful | picketing if the situation warrants 
method now known to eliminate | jt. 
the waste of outmoded business 
practices. | picketing. 

JupGMENT — Trade association; 4. Personally contact the strik- 
membership is a measure of Jupc-| ing employes and explain the 
MENT, because it offers a choice} company’s position. 
between unnecessary individualism,| 5. Tell the company’s story to 


3. Ask the pickets why they are 


now quite out-of-date and coopera- | the public. 

tion, as a means of economical 6. Don’t waste time asking the | 

growth. factories for help, but an appeal 
Insurance — Trade association | to other unions might succeed. 


membership is a business Insur- | 7. Ask for an election if the 


ance. The free exchange of busi- | Union does not represent a major- | 
ness information by a group en- | ity of the employes. 

gaged in the same business cuts | 8. Keep other workers on the 
down credit losses, cuts out | payroll as long as possible. 


wasteful practices, avoids useless | 9. Notify the police. 
experiments, saves the high cost | > &, 2 
of using original ideas only. l NOTIFY the Federal and) 
Protection — Trade association | ® state mediation services. 


|membership is a measure of Pro-| 11, Talk to the union leaders— 
| TEcTION. Bankers lend more readily | 


but be cautious. 

to businessmen who distribute the| Amplifying his recommendation 

risk of business judgment. on keeping a log, Fritz said, “Dele- | 
Crepir — Trade association mem- | gate someone in your organization 

is a measure of Cnreprr.| to keep track of the picket line and 

Banks lend more readily to a NEE O05 Sys ey ES 

nessman who has enough standin « 

in his industry to be entitled to ond Dealer Fined $250 

sociation membership. 


SporTSMANSHIP—Trade association | In Ohio Title Case 


membership is a Test or Sports- | TOLEDO, — Grand Motors, Inc. | 
MANSHIP. The bad sport drinks al-| (Chrysler-Plymouth), convicted of | 
ways on the other fellow. The good | selling a car and failing to deliver | 


Sport ‘declines to accept benefits ,cettificate of title, has been fined 
that come to his business through = — J. — er | 
the cooperation of his fellow busi- | °° - so ”s ee O.. Rich 
ness men without paying his share. | eanwhile, in Weat’U; tt 2 | 
TRADE ASSOCIATION MEm- |2°¢ Hollington, a West Unity (0.) | 

| dealer has pleaded innocent on two | 
BERSHIP IS A MEASURE OF ' similar charges. Hollington will | 


THE WHOLE SOUNDNESS OF ' face trial in September and is free | 
THE INDUSTRY AS A WHOLE.| on $1,000 bond for each charge. ' 


| too, will be subject to the same 


|}are quite meaningless, 


+t E CONTINUED, 


Dealers Warned of Illwill 


o 








Chain Bird 


COLUMBUS, O.—Applications of | 


| hundreds of “chain bird dog” ama- | 


teur salesmen for licenses are 
swamping the Bureau of Motor Ve- 
hicles here as they rush to conform | 
with the law in a “fission” referral | 
scheme that has mushroomed across 
Ohio. | 
Ohio auto salesmen have been 

under a license law since 1938. 
They, and dealers, are supervised 
by the state Automobile Dealers 
and Salesmen’s Licensing Board. 

The plan, supposedly a West 
Coast phenomenon like the Pyra- 
mid Club craze which swept the 
nation a few years ago, is keyed to 
the idea of buyers being able to pay 
for their cars by corralling other 
buyers at $100 apiece. Better Busi- 
ness Bureaus warn that the plan 
leaves a crop of illwill for dealers. 

The similarity to the chain letter 
or Pyramid Club idea enters by the 
promise to the original buyer of $50 





its activity. If violence occurs note 
the persons responsible, the date 
and the time. 

“Then, immediately notify 
those persons responsible of their 
dismissal from employment and 
forfeiture of all employe benefits. 

“Notify all other persons present 
on the picket line that unless they 
disavow the unlawful action, they, 


forfeiture. Such action also will 
provide the dealer with additional 
bargaining power.” 

Fritz asserted that individual in- 
cidents on a picket line usually 
but that 
collectively they could be very| 
helpful in getting injunctive relief 
from picketing. 

* * * 


Curbs on Picketing 


“In general, 

picketing must be peaceful and 
truthful, otherwise it is_ illegal. | 
That is, they can’t ‘put the arm 
on anyone.’ Also, their signs must | 
tell the truth and the pickets must | 
be truthful. 


“For instance, it would be illegal 
for a picket to say, ‘You'll never | 





| get good service in this dealership.’ 


Of course, the pickets are entitled | 
to inform customers of the dis- 
pute. 

“It is definitely illegal for 
pickets to say that ‘This man- 
agement refuses to recognize us’ 
unless the union represents a 

(Continued on Page 35, Col. 1) 


| 





Vast majority 


the Chicago-area 





Wemhofft 


did not.... 


blind, the farmer said: ‘Nope, he 


opportunity.’” ... 


the House” will not appear for a 
a vacation. See ya later. 


On the House .. . 





Dog Plan 


Spreads in Midwest 


for each customer sent in by his 
customers. 

Ohio Better Business Bureaus 
have opposed the plan saying that 
sales are likely to be made to buy- 
ers who cannot afford to buy and 
buyers are obligated to pay the full 
list price of the car at a time when 
dealer discounts are general. 


In Akron, the local automobile 
dealers association has been cred- 


jited with chasing the scheme out 


of town. E. John Lehman, associa- 
tion secretary, said that he had 
“followed the Cincinnati operation 
for six or eight months and warned 
local dealers.” 

Lehman said the plan is “vi- 
cious and deceptive.” 

A Barberton (O.) dealer reported 
that he was approached to take part 
in the scheme but, as he had been 
warned by the association, he re- 
fused to take part. 

The Akron BBB said the scheme 
was “shady” and that it is “mathe- 
matically impossible for more than 
a few to ever pay off a car on com- 
missions.” 

Lehman said the seemingly elu- 
sive and always unnamed promot- 
ers have left Akron. 

Meanwhile, in Detroit, the Bet- 
ter Business Bureau has warned 
buyers to beware of the same 
scheme which gives an indication 
that it has spread further afield 
than Ohio where it has been 
flourishing for some time. 

William Carrico, Detroit BBB, 
said the promotion is worked by 
high pressure operators who sign 
up a dealer and install telephone 
salespeople who offer new cars free. 

When a prospect enters a sales- 
room, he is offered a deal with 
promises that he can earn car pay- 
ments by sending in other prospects, 
said Carrico. 

The buyer is required to make a 
substantial downpayment and si 


'a time payment contract. e 


dealership agrees to credit him with 
$100 if a prospect he sends in buys 


|a car and $50 for each buyer his 
| prospect sends in. In other words, 


(Continued on Page 35, Col. 3) 


‘Peoria Adopts 


Sunday Closing 


PEORIA, Ill.—New and used-car 
dealers have mutually agreed to 


|close up on Sunday here, although 


there is no law requiring them to 
do so. 
Some 55 dealers attending a spe- 


| cial meeting to discuss Sunday sales 


voted unanimously for the closing. 
Dealers at the meeting signed a 


| pledge not to show or demonstrate 
|ears on Sunday or in any other 
manner 
sales. 


to consummate Sunday 


of dealers pay the national rate 


on advertising in local areas, it is shown in a sur- 
vey of 50 dealer associations. Reporting on the poll, 


Ford dealers group said 24 asscci- 


ations responded that their dealers pay the national 
rate, while three associations said their dealers 
were charged the local 
said their dealers are charged the national rate 
on new-car advertising and the local rate on used- 
ear and classified ads. . 
that 39 areas give discounts to insurance companies 
on parts used in repairing insured autos and. 11 


advertising rate; eight 


.. The survey also showed 


Ivan Wiles, GM’s executive v-p in charge of 
dealer relations, is telling this story at dealer conventions: “Some- 
one in GM, wondering why on earth I took this job, wanted to 
know if I was like the mule which persisted in running headlong 
into the side of a farmer’s barn. When asked if the mule was 


just don’t give a damn. My GM 


friend added that no one in his right mind would take the job I 
hold, unless he just didn’t give a damn. I said: ‘Quite the contrary. 
I took the job because it represented both a challenge and an 


Semon Knudsen, Pontiac’s new chief, has lots of the lovable traits 
of his father, “Big Bill.” He prefers his intimates to call him 
“Bunky,” a nickname applied by his father in the pre-World War I 
days when military bunk-mates called each other “bunky”.... “On 


few weeks while this mugg takes 


—Pete WemMuorr, Editor, 
Automotive News. 
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Chance for Passage Dim ome 





Trade Warning Seen 


In ‘Ground Rules’ Bill re 


(Continued from Page 1) 


franchise to be specific as to the 
duties of the dealer, and imposes, 
a standard of ‘reasonableness,” not | 
upon the terms of the franchise it- | 
self, but upon the dealer’s compli- | 
ance with those terms. 

5. The termination or failure to} 
renew a dealer’s franchise without 
effectuating a “reasonable system” 
for the fair liquidation of the| 
assets of the dealership. 

+ * * | 
HE bill is the result of the 
most extensive study of the au- 
tomobile industry ever conducted 
by Congress. Commencing in 
March, 1955, the Monroney sub- 
committee staff interview hundreds 
of automobile dealers, representa- 
tives of automobile manufacturers 
and other interested groups, com- 
piled data from previous studies 
by the Federal Trade Commission 
and Justice Department and sent 
a questionnaire to the approxi- 
mately 40,000 franchised dealers. 
Nearly 20,000 of the dealers 
polled replied, and they favored 

Federal study of legislation with 
regard to their problems by a 
margin of 7 to 1. 

Subcommittee hearings began 
Jan. 19, 1956. The bill was intro- 
duced May 28, and again witnesses 
were heard. Modifications were 
considered and some were adopted. 
Hearings closed June 21. 

During the study, numerous re- 
forms were voluntarily made by 
automobile manufacturers in their 
relations with dealers. The provi- 
sions of this bill, its backers say, 
closely parallel these reforms and 
consolidate the recent gains in 
factory-dealer relations without 
requiring any major revisions of 
present marketing patterns. 

> x a 


CCORDING to legislative pro- 

ponents of the bill, “The 
central reason for the need for this 
legislation stems from the follow- 
ing fact: “There are five manufac- 
turers of automobiles, three of 
which have captured 95 percent 
of the market; there are 42,000 
independently owned, independ- 
ently financed automobile dealers 
who own single-purpose, single- 
supplier dealerships which can be 








Pontiac Unveils | 
New Application 
Of Prime Coat 


PONTIAC. — Pontiac’s two new 
“flow coat” systems for applying| 
prime coat to sheet metal parts | 
represent another important step in 
insuring the customer a long last- 
ing finish on his 1956 Pontiac, ac- 
cording to S. E. Knudsen, general 
manager. 

The priming systems, completed | 
in a new 25,200 square foot addition 
to the car assembly plant, incor- 
porate the latest developments for 
preparing automobile sheet metal 
parts to receive and hold color) 
lacquer, Knudsen said. 


When high-gloss lacquer is ap- 
plied directly to bare sheet metal, 
it has a tendency to crack or peel | 
under adverse weather conditions, 
Knudsen said. 

Pontiac’s new system first 
“bonds” the sheet metal parts with 
a chemical cleaning solution and 
then applies a prime coat of special 
charcoal grey paint that gives the 
metal a flat, rust-proof surface to 
which lacquer readily adheres for a 
permanent finish, he added. 


The new “flow coat” systems, re-| 
placing the old method of dipping | 
sheet metal sections in a giant tank! 
of prime paint, subject each part to 
a smooth flow of prime paint from 
80 nozzles. The sheet metal parts, 
carried by overhead conveyors then 
pass through a drip area and into 
1,000 foot long ovens where they 
are baked at 375 degrees for 75 
minutes. After prime coated parts 
leave the oven, they are inspected 
for flaws and conveyed into the 
paint area for application of lac-| 
quer coat, Knudsen said. 





sold only to buyers approved by 
the manufacturers. 

“As a consequence, there exists 
a tremendous disparity of bar- 
gaining power. This disparity 
has given rise to the coercion, 
intimidaton and other unfair 
practices which every study of 
the industry made in the last 18 
years has disclosed. Also, the 
public has been victimized by 
sharp practices resulting from 
the deterioration of the factory- 
dealer relationship, 

“In fairness, it should be noted 
that these practices are many 
times forced upon manufacturers 
because of competitive conditions. 
This bill seeks to establish a mini- 
mum set of ground rules to con- 
solidate the gains made in factory- 
dealer relations and to prevent re- 
currence of these abuses in the 
future. 

° * sa 


ee IN no way interferes with 
the day-to-day operation of 
factory-dealer relationships. It is 
contemplated that, with regard to 
the provisions of the bill affecting 
their form selling agreements, 
manufacturers will merely submit 
their form contracts to the Federal 
Trade Commission for review, prior 
to the submission of these con- 
tracts to the dealers. 

“It should be noted that the pri- 
mary contractual provision, Section 
4, does not require that the com- 
mission pass on the fairness of the 
form selling agreement, but merely 
whether or not it is specific. This 
is in order that the dealer may 
know precisely what is expected of 
him before he enters such contract. 
Dealers can, of course, seek in- 
junctive relief from the abuses 
specified by applying to the Federal 
Trade Commission. 


Dealer Sentenced 
As Tax Evader 


MIAMI.—Sydney Ginsberg, presi- 
dent, Nash Miami Motors, has been 
sentenced to a year in Federal 
prison for income-tax evasion. He 
also was fined $5,000. 

A jury decided Ginsberg had 
evaded $38,069 in personal taxes in 
1948 and $26,333 in dealership taxes 
in 1947-48. He was sentenced to a 
year on each count, the terms to 


| run concurrently. 


Judge Seybourne Lynn ordered 
Ginsberg to begin serving his sen- 
tence Sept. 4. The dealer’s attorney 
was given until that date to argue 
a motion for a new trial. 





For Driver Convenience— 


Studebaker’s seat belt anchored to the 
car door is unique in the auto industry. 
Company engineers designed the new 
method of attachment for driver conveni- 
ence while providing the same safety 
factor as with the conventional belt at- 
tachment to the floor. With the new sys- 
tem, belts are not shoved down behind 
the seat since the storage clip is handy 
to driver and passenger getting in or 


| out. 
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Metrepelites Wins Styling Award— 


The American Motors Metropolitan was awarded first prize at the styling show 


held in Casablanca. The event, 


which attracted numerous visitors from Africa and 


Europe, provided the first public showing of the Metropolitan in French Morocco. 


Patterson to Head Dodge; 
Minor, Plymouth Sales 


(Continued from Page 1) 


Chrysler Corp. of Canada, Ltd. 

Charles B. Gorey jr., 36, to the 
new post of director of the cor- 
poration’s manufacturing staff. 

Emlyn Lloyd, 56, director of pur- 
chasing. 

Patterson formerly was Dodge 
manufacturing vice-president. As 
president, he succeeds Newberg who 
had headed the division since 1951. 
Newberg now will supervise all the 


corporation’s vehicle divisions and| 


MoPar division. 
> > * 

INOR moves to Plymouth from 

Dodge where he was general 
sales manager and earlier director 
of advertising and merchandising. 
His Plymouth predecessor, William 
J. Bird, 46, has been appointed to 
Newberg’s new staff. 





W. J. Bird 


K. S. Bright 


For Row, the assignment as ad- 
ministrative vice-president was 
the second promotion in a month. 

President of Chrysler’s Canadian 

subsidiary since 1951, he was 

named Export president in June, 
succeeding the late C. B. Thomas. 

Row will relinquish both posts. 

Jacobson has been sales vice- 
president and will continue in that 
capacity for the present. 

It is likely, however, that a suc- 
cessor in sales will be named soon 
since an objective of the dealer re- 
lations post throughout the industry 


Replacement Tires 
Help Ease Sag 
In May Shipments 


NEW YORK. — Despite a 10 per- 
cent increase in shipments for the 
replacement market, May tire ship- 
ments for passenger cars were 12 
percent under the same month a 
year ago, the Rubber Manufactur- 
ers Assn. disclosed. 

Replacement shipments climbed 
from 4,705,414 to 5,202,656, but orig- 
inal-equipment shipments dropped | 
from 3,957,972 to 2,413,865, a decline | 


of 64 percent. Monthly totals were | 


7.616,521 in 1956 against 8,663,386 in| 
1955. 

Original-equipment shipments | 
also dropped 14 percent below the! 
April, 1956 total. Replacement ship-! 
ments were 4 percent ahead of 


April, resulting in a net falloff of 3) 


percent. 
Shipments of truck and bus tires 


for May totalled 1,263,694 units,| and leading department stores in key cities. 
lower than the 1,271, 262 | Jerry Gilden and Coronet luggage by Wings furnish the central theme for the 


slightly 
units shipped in April. 








has been to divorce this function 


from sales and distribution ac- 


tivities. 


* * * 


| penced formerly was vice- 
president in charge of the en- 


gine and transmission group. Re- 


porting to him now will be the 


latter group plus automotive com- 


ponent manufacturing which in- 


| cludes the stamping and general 


manufacturing group. 





Nicholas Kelley jr. R. W. Todgham 

Kelley, a corporation vice- 
president, was corporation secre- 
tary from 1950 to 1955 and more 
recently was organization vice- 
president and was in charge of 
dealer relations. He relinquishes 
both posts. 

Todgham moved up to the presi- 
dency of the Canadian firm. from 
the executive vice-president’s chair. 

Gorey formerly was special staff 
assistant to the late Carl J. Snyder, 
corporation vice-president and 
operating manager, and Lloyd, new 
purchasing chief, had been opera- 
ting head of the department since 
April. 


Warranty Urged 


For Dealer Issue 


Senator Calls Plan 
Bootlegger Curb 
(Continued from Page 1) 


alties to be imposed on a selling 
dealer for failure to report a sale 
without a warranty” and also pro- 
vide that no dealer could pay any- 
thing or give anything of value to 
anyone in connection with issue of 
warranties. 

Last March, the senator, a forme 
Ford dealer, introduced a bill 
permit dealers to issue factory war- 
ranties instead of the manufac 
turers. 


o4 


* * * 


N THE memorandum, he noted 
that “early this year I felt that 
this problem (bootlegging) could be 
solved by an approach that empha- 
sizes the warranty and _ service 
aspect rather than ... one that 
attempts to impose limitations on 
the sales relationship which might 
be in violation of the basic spirit of 
antitrust legislation.” 

The bill he introduced, he said, 
was brought up with this thought in 
mind. However, he said, he has felt 
that there must be a solution to the 
problem which would not involve 
or require new legislation. 

“By further study of the war- 
ranty and service aspects,” he 
commented, “I have finally ar- 
rived at a specific program which 
it is the purpose of this memo- 
randum to describe.” 


Rather than to introduce a new 
bill, which he thinks unnecessary, 
Senator Bennett said that he was 
sending the memorandum to auto 
makers and dealers “in the hope 
that it will provoke a discussion” 
which may lead to a voluntary 
adoption of the idea in one form or 
another. 

The idea behind Senator Ben- 
nett’s earlier bill and in his new 
suggestion contained in the mem- 
orandum is to develop a plan to 
offer advantages to car buyers who 
trade with franchised dealers. 


Philadelphia’s Autorama 
Opens Office in Detroit 


DETROIT. Carl G. Sedan, 
former manager of the Detroit 
Convention Bureau, has been ap- 
pointed Detroit representative of 
the International Autorama to be 
held Nov. 10-17 at Commercial 
Museum in Philadelphia. 

Sedan, who headed the Conven- 
tion and Visitors Bureau here for 
more than 20 years, will set up 
Autorama’s Detroit office in the 
Penobscot Building. Autorama — 


| first auto show to be held in Phil- 


globe. 


adelphia in recent years, will fea- 
ture American production and ex- 
perimental models as well as for- 
eign cars from other parts of the 


‘Fashion In Motion’ by Packard— 


Newman & Altman, Inc. (Packard), South Bend, used mannequins and special dis- 
Play techniques to present a fashion-travel educational program to women in its 


area. 
tion is part of a nationwide 


program. 


Cooperating with Frances Shop and Harper's Bazaar magazine, the presenta- 
“Fashion In Motion" 


program by Packard dealers 
Automobiles by Packard, dresses by 


Ee 
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The Young in Heart Remain Undaunted ... | Used-Car Bulletin from Detroit . . . 


Auto Sales? Future Unlimited! | Latest Auction Prices 


|| (Aptco Auto Auction. Sales every Wednesday and Friday. ) 











Eprror’s Note: Last week Av- | business,” said Danyluk, now on {here is about 30 times greater. | 
tomotive News published, as an | the sales force of Ray North, | You've got 30 more chances to sell July 18 $980. '54 Main (6) Ranch Wagon, §$ 
interview, the views of a car | Inc. (Ford), in suburban Fern- (a car here than there.” |] puggl 94 ears out of 130 entered.) ay San Gb, Wek, tb Caen ae 
salesman with 46 years experi- | dale,Mich. — | How does he like selling cars? |} PSiGhs. 3, ppc FY age: en sedan, $695, $685, $600; 2-dr., $6: 
ence who felt that selling autos However, he is fully aware that “op, Riviera, $1,705: Super Riviera, §2,- Main (8) 2-dr., $555. '52 Custom | 
in Saud : I’m making a good living. I | , $1,705; Supe iera, $2, 2-dr., $510. ‘61 Custom (8) 4-dr 
today does not hold much of a |it isn’t going to be easy. think it’s terrific,” he said. “It | 010* (ps). '54 Special Riviera, $1,- son’ ) 4 
“yp t ‘ ink 108 Uerrilic, le . 300°. °53 Super Riviera, $1,040*; 4- $165. 
future for a young man. Here m a stranger in a strange 7 KAISER—'53 4-dr., $550 
. | try.” is th h to 7 has a lot of prestige and you | dr., $900; 2-dr., $840*. ee as +, $990. i 
are the views of a young man | country,” is the way he puts it,! meet a lot of people. Lots of CADILLAC—'53 (62) Hardtop, $1,750* LINCOLN—'55 Capri Hardtop, §2,275° 
who has been selling autos for I came into a strange country| 4; le help y every. (ps). '52 (62) 4-dr., $1,260* (ps). 4-dr., $2,085* (ps). °53 Capri 4-dr 
four weeks land I didn’t know anyone and its| Smes People help you sell, every | ‘51 (62) 4-dr., $880*. 51.006" (ps). ' 
ee « ‘up to me to win business with| P0dy down in his heart wants to || cHEVROLET—'s6 Bel Air (8) conv., a age te og emg 
‘ | a og : a. be a salesman.” $2,070*. '55 Bel Air (8) Hardtop, $1,- 955°. "54 Montclair Hardtop, $1,270° 
By W. C. Lockwood good will and friendship. : ae 558 25° >. a : "51 2-dr., $390. 
How is he doing 655%, $1,625*, $1,610*; 2-dr., $1,295; NASH—’53 Rambler Hardtop, $650. ° 
mak ‘wetter pie ie: “Well let’ : it thi ” Two-ten (8) 2-dr., $1,330; Corvette, ” erin ca $405 a 
ETROIT. — Joe Danyluk, 31-|\Y/HY, then, would Danyluk wish |. ‘Said “Right now I'm tops on|| $1.11; Hardtop, $900¢; 2-ar., soso"; | OLDSMOBILE "53 98) ‘conv., $3,000 
year-old former manager of a| to start fresh in a new busi- the soasd aaa I'm going ro tr Bel Air conv., $1,170*, $880°: Hard- =. oe aeee aoe hl 
. e « om elux -dr., ‘ ° S); ay 
Canadian clothing store, after four|ness in a new country? to stay that way.” y top. ie", $965, $955°. '53 Two-ten $1,375°. a ao ie - 
weeks experience as a car sales-| “I was limited,” he said. “I had y qi | BB--we ee Ee PP Oo ‘51 (88) 4-dr., $460°. 
man, feels there is an “unlimited|a good job, but I was limited. I . Carryall, $205 ee. 04 Cheper a 
future” for him in selling autos at) came from Canada because the| PpANYLUK said that he felt || conTINENTAL—'56 Mark 11 Hardtop, 175" (ps). ‘55 Belvedere (8) station 
retail. field here is so huge. Selling cars there was a place for him in| $6,050. — wagon, $1,525, $1,475. '54 Belvedere 
“I firmly believe that I can | over there is limited, too. You sell | auto selling and when he had met —— 52 Fire Dome (8) sedan, eceny., $1,050°; Plaza 4-dr., oes. 
rn . : | at PON "—'55 Chieftain (8) atalina 
become a wealthy man in this |cars to people. The population | all the requirements for entry into|| popge—'52 Coronet Diplomat, $390. $1,620*; 4-dr., $1,315*, '54 Chieftain 
the U. S. he visited a couple of | '51 Coronet 4-dr., $245. (S) Catalina, $1,440*, $960*, $915 





+ dealerships. || FORD—'56 Fairlane (8) Victoria, $1,- Star Chief (8) conv., $1,300*; Cata- 
“ : ’ ” 7 975*. '55 Thunderbird, $2,215* (ps); lina, $1,280*; 4-dr., $1,150*. '53 Chief- 
I didn’t answer an ad, he ex | Fairlane (8) Crown Victoria, $1,700*; tain (8) conv., §830*, $825, $650* 

plained, “I just went into dealer- | Victoria, $1,670, $1,425*; Fairlane ‘51 Silver Streak (8) 4-dr., $230°. 


ships and talked to the men. I (6) Victoria, $1,050; Main'(8) Ranch STUDEBAKER—'54 Commander _ sta- 
Wagon, $1,275; sedan, $975; Main tion wagon, $900*. ‘53 Champion 2 
had one offer and then I happened (6) Ranch Wagon, $1,525; 2-dr., dr., $455. "52 Champion 2-dr., $215 


to hear about this place (North). Fi 

“The first day, I just nosed Indicates automatic transmission or overdrive and (ps), power steering. 
about,” he continued. “The first Other Auction Reports are on Pages 26, 27, 31, 32. 
place I stuck my nose into was 
the service department. It was | 
efficient, you could tell that. You | fy 
know, they say a dealer is no | Week-Long actory Tour 
better than his service. I liked 
the looks of the place. The next 
day Teame back and ake 1 Planned by House Probers 
asked for a job and got it.” 

He said that he was fortunate in 
that Ford division was starting a WASHINGTON. A week-long, phatically” feels that the present 
two-week school for new salesmen. | inspection trip to all the auto man- | tendency is toward too much em- 
Factory representatives of the fac- | ufacturers next month is being phasis on speed, power and beauty 
tory spoke to the class. |planned for the special House, in autos rather than safety. 

“It sure helped,” he said. “They | Subcommittee on highway safety Douglas said that a big difficulty 
showed films, outlined selling fea-| Which is considering legislation jn building safety into cars is that 
tures, told us what kind of people| that would establish auto safety no one manufacturer can afford to 
we'd meet. We've got a good prod- | design standards. alter design all at once because it 
uct. Why, Ford has had 25 years Chairman Kenneth Roberts, might lose sales to rivals. 

of experience in building V-8| Alabama Democrat, said that But, Senator Douglas added 
Chrysler's Training Center— engines. That means something.”| Whether the trip will be made in | }i.-emeal improvements will not do 
‘ ae! o- a ee the last of August or the first : : 

Chrysler Corp.'s new training center, shown above, last week was formally opened. HAT is Danyluk’s goal in the| of September will be determined the job. He suggested three possi- 
lt was announced that the new service training program for dealers will be inaugu- , > : atiee thn eaiisemetites tenn’ bilities: 
rated immediately after the introduction of the 1957 models. P. B. Hopkins is director auto industry? Would he like aioe a Suby 98) a 1. An individual manufacturer 
of service training and executive service staff at the center. | to become a dealer? : D y : y ° might “take the plunge” or the 

* | “Yes,” he said emphatically, “I| Although the subcommittee ad-| whole industry might do so by 
would like to be a dealer. Some-| journed its hearings last week, it joint agreement, if exemption 
day, I'll go to a place and — just;}was decided to hold at least’ from antitrust laws were provided 


> * * * > 
ee 
Chrysler Training Center | like when I came here — I'll know | another day of hearings to permit | to cover the agreement. 


|that this is it and I'll try to get| more members of Congress to tes- 2. Some fact finding body might 


it. tify. Among those invited are Rep. | ,,.; . 
7 D l Pl ] ld “Look,” he leaned forward in Edith Nourse Rogers, Massachu- wih Government ceommagemen*, 
Opens; ea er ans O his chair, “this is a higher type setts Republican; Rep. Harrison A. promulgate safety standards which 
. one : the manufacturers then would 
= | sales job. I felt it presented a Williams jr.. New Jersey Democrat, |, qopt 
DETROIT. — Chrysler Corp, last} ment for repairing sheet metal and) real challenge. Competition and Senator Margaret Chase Smith, ™ : 

week formally opened its new /| interior trim. Here, Hopkins said, | sharpens the mind. Selling au- | Maine Republican. Sa might set the stand- 

training center in suburban Cen-| the men will be instructed in sheet tos — as a salesman or a dealer Testifying before the subcommit- ards and enforce them. 

















terline, Mich. metal construction, sheet metal) — gives you a good prestige. You “Manufacturers, themselves, by 
The service training program |>umping, sealing and painting.| learn something new every day. Songien Wits “Witeana “caae their action or inaction, will largely 
for dealers will be inaugurated There is @ spray booth with obser-| J learn from the customers and gested that Congress eatabliah outs determine what is done,” said the 
at the center immediately after | V@tion windows through which stu-| the other salesmen.” safety design standards and re- senator. 
the -1957 models are introduced, | dents can watch automobiles being, What about today’s market? quire manufacturers to comply He recommended to the sub- 
according to P. B. Hopkins, | Painted automatically, then dried| “Sure,” Danyluk said, “I came) with them committee studies by Dr. Charles 
director of service training and | with infrared lamps. |impo this business at a slow time, Th , 2 a Hunter Shelden, a Pasadena 
executive service staff at the | Other first-floor facilities include | but people are buying. People are e senator said he “most em- | (Calif.) neurosurgeon. Senator 
center. a oe tye cafeteria | always buying. —aa Douglas quoted the doctor as say- 
ini he center id Hop- | 2” itchen, conference rooms, a “Times change and you've got ing that head and neck injuries 
ina wilt ee or ~ a flat rate study room for conducting |to keep changing with the times, | La ce and Lake account for about 70 percent of 
“Master Tech” program, started in and timing service and mainte-/| otherwise you're in a rut,” he said. ° auto fatalities. 
1947, which is designed to pro- (Continued on Page 38, Col 2) (Continued on Page 38, Col. 1) Elected b Buick He said Dr. Shelden has suggested 
vide specialized instruction in | ° better anchored seats, seat belts, 
dealerships with training ma- | Dealers Council overhead protection, steering wheels 
terials furnished by factory. designed to cushion rather than 





FLINT. — H. H. Lacey jr., Dal-| pierce and other possible im - 
las, and E. Peerce Lake, Cleveland,| ments. » , _* 
last week were elected chairman; fp a statem : 

; ent read b 
and secretary, respectively, of the| Louis § Rothschild, underseere: 
National Buick Dealers Council. tary of commerce for transporta- 

The 12 council members, two from| tion, said design and engineering 
each of Buick’s six regions, were/ alone cannot solve the highway 
chosen by 3,500 fellow dealers as| safety problem. 
their representatives in discussions | H ; 

. . | uman psychology, he said, 
with Buick management. ; | which makes everyone careless at 

The two-day council session was|times, is a fundamental contribu- 
concluded with presentation to Ed-| tor to accidents 
ward T. Ragsdale, general manager, : 
of the;council’s suggestions for im- 
plementation of the Buick Quality 
Dealer program. 


“The council session reviewed nu- | 


Hopkins said the training center 
has been set up for the specific 
benefit of dealers. Instruction for 
service personnel will enable 
dealers to provide improved serv- 
ice to customers which in turn 
will increase sales and profits, 
said Hopkins. 

“To assure a steady flow of 
skilled and trained technicians 
for servicing Chrysler Corp. au- 
tomobiles,” said Hopkins, “the 
center will devote half its facil- 
ities to training service person- 
nel at factory and dealer levels.” 

On the first floor, each passen- 
ger car division and Dodge truck 
has a training room, equipped for merous phases of the retail business 
its exclusive use. ; j : Z from a national standpoint,” Rags- 

Equipment includes hydraulic fe , i Golo cai, “4 ten certain that we at 

ra ce e - . 
a t 


He added that human inertia 
is also a primary cause of acci- 
dents and it makes its deadly 
contribution all the way from 
the well-meaning person who 
fails to repair his faulty brakes 
to the “government administra- 
tors and legislative bodies who 
may be slow in modernizing our 


a testing = . rk Buick, as well as our dealers, have 

nches, service tools and class- rofited from the interchange of : 

room area with chairs and chalk- ideas.” ; ee motes veliste laws, eur driver 

ceed re = ; i aeaat J examining programs, or our de- 
i ee OS Sr. ae : ; ational council members attend-| ficient highway system.” 


Each room has a door leading to 2 rae ie ; : oe | 
} g the meeting, in addition to! 
the outside of the building so that Buick Dealers Council— Lacey and -Lake, were. Daniel B. He suggested that the subcom- 


vehicles can be driven directly into iB ; . +), | mittee might consider: 
the workshop. The 12 members of the National Buick Dealers Council assembled in Flint to | en hacen NST > 1. The need for greater knowl- 
A utility room, available for all | discuss the retail aspect of the automobile business with Buick management. Front | Huckabee Macon Ga : J Sexton | edge through research of the psy- 
divisions, is equipped with larger | row, from left, are C. E. Childers, Chicago; Albert H. Belfie, Buick general sales man- | Lloyd, Daytona Beach, Fla.: Russell| Chology of driving. 
facilities for testing and servic- | ager; E. Peerce Lake, Cleveland; Edward T. Ragsdale, Buick general manager; H.| G. Milne, Detroit; C. A. Gilbert, St.| 2. The changing of traffic laws 
ing. These include a chassis dy- | Mead Norton, Oklahoma City; J. B. Nash, executive assistant to the dealer relations| Louis; C. E. Childers Chicago: H. so they would be more uniform 
namometer, hoists and a pit large | general manager; Fred J. Fletcher, San Jose, Calif.; and Daniel B. Brooks, Baltimore.| Mead Norton, Oklahoma City; and so that they would reflect 
enough to accommodate an | Bock row: George B. Wallace, Portland, Ore.; Walter W. Stillman, Englewood, N. 4.3] George B. Wallace, Portland, Ore.. more of the physical and psycho- 
entire class. ; Russell G. Milne, Detroit; C. A. Gilbert, St Louis; J. Saxton Lloyd, Daytona Beach,| and Fred J, Fletcher, San Jose, logical factors in accidents 
The body room contains equip-/| Fia.; H. H. Lacey jr., Dallas; and Leo B. Huckabee, Macon, Ga. Calif. 3. Better enforcement procedure. 
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sk him if he was 
born on a farm 


Next time you see a salesman who has an outstanding sales record 
in the South, ask him where he hails from. More than likely, he will 
tell you he was born on a farm. Any salesman does a better job of 
selling the 16 Southern states when he talks the farmer’s language. 
And the reason why is vitally important to you as an advertiser. 


The South is predominantly rural in population and trade — far more 
rural than the rest of the country. 85% of the South’s counties are 
rural counties where most of the people live on farms or in rural 
communities of less than 2,500 population. 
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WS 
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Your advertising in urban media misses most of your best cus- 
tomers in the rural South. Southern rural families read and prefer 
The Progressive Farmer. In the South’s rural counties, The Progressive 
Farmer has more than 2% times as much circulation as LIFE or The 
Saturday Evening Post. 


The Progressive Farmer has been talking the farmer’s language to 
the rural South for 70 years. Added to any list of media which carry 
your advertising, The Progressive Farmer fills a big gap in your 
coverage of the South. 

Responsible for more than one fourth of all U. S. retail sales, 
the South gained 13% in retail sales, 1955 over 1954, as 
compared to a gain of 8% for the rest of the U. S. 

Big gains in farm income are one reason for the South’s big gains in 
buying power. Farm income in the South today is greater than it was 
for the entire U. S. in 1939. Some Southern states enjoyed their 
highest farm income in history in 1955, with the whole South showing 
a gain over the previous year. 


Leading advertisers recognize the powerful influence of The Pro- 
gressive Farmer in the rural South. More money was invested in 
advertising in The Progressive Farmer in 1955 than in any previous 
year ... and the first six months of 1956 are ahead of 1955. 


es 


Start now to aim your advertising at the heart of the prosperous South — the 
more than FOUR MILLION rural readers of The Progressive Farmer. Your Southern salesmen 
will tell you The Progressive Farmer is their choice for your advertising. 


The South Subscribes to 


The Progressive Far 


PAUL HUEY, V.P.and Advertising Manager OSCAR M. DUGGER, V.P.and Western Advertising Manager DON CUNNINGHAM, Eastern Advertising Manager Other Offices: RALEIGH « MEMPHIS 
Birmingham 2 « Phone: 54-2571 Daily News Bidg., Chicage 6 » Central 6-3400 250 Park Ave., New York 17 » Yukon 6-7520 DALLAS » SAN FRANCISCO » LOS ANGELES 
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thiheney Nemure Reported | to House... 





‘Day-in-Court’ Bill Races Clock 


(Continued from Page 1) 


what constitutes “good-faith” per-| 


formance. 
The bill now reads: 
“The term ‘good faith’ shall mean 


the duty of each party to any fran- | 
in a fair and| 


chise to act 
equitable manner toward each other 
so as to guarantee the one party 
freedom from coercion, intimida- 
tion, or threats of coercion or in- 


timidation from the other party,| 
provided that recommendation, en-| 
persuasion, | 


dorsement, exposition, 
urging or agreement shall not be 
deemed to constitute a lack of good 
faith.” 
* + * 
HIS was a concession to the fac- | 
tories, which claimed during} 


tween an express provision of this 
act and an express provision of 
state law which cannot be recon- 
| ciled.” 
| . + + 

HE Senate committee approved 

the Monroney bill without fur- 
ther modification than that which 
was made by its auto marketing 
subcommittee after hearing from 
| Government and industry witnesses. 

The bill, authored principally by 
Senator A. S. Mike Monroney, 
Oklahoma Democrat,, gives the 





‘State Share of Road Cost 





Federal Trade Commission super- 
vision over a number of prac- 
tices deemed “unfair.” 

They include a dealer’s action in 
bootlegging a car without first 
giving the factory a chance to re-| 
purchase it—if the factory has a} 
buy-back plan. -; 

Originally, the buy-back provision | 
made it mandatory for the factories | 
to repurchase unless it worked | 
financial hardship. 

This w 
however, following strong ieeteael 
objections. 
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To Be $969 Mi 


WASHINGTON, — Funds to be 
contributed by the states under the | 
new Federal-aid highway program | 
will rise to $969.7 million in fiscal 
1957, according to compilations by | 
the National Highway Users Con- 
ference. 

State contributions for fiscal 
1956, which ended June 30, were 


hearings on the bill that the lan- | 
guage of the Senate measure would | 
ban them from exercising normal 
sales efforts on dealers. 

Another amendment adopted 
strikes out the dealer’s right to re- 
cover “compensatory” damages in 
event he wins a court test on the 
“good-faith” issue. 

Instead, the new wording limits 
the dealer’s recovery simply to 


| Federal 


llion in °57 


over several years following the 
year of authorization. 


The increase in state contribu- 


| tions will be comparatively low in 


relations to the magnitude of the! 
| road construction program. A prin- 
cipal reason for this is that the 
Government, under the 
1956 law, has assumed 90 percent of 


































Auto-Lite oattery Display— 


“80 times around the world without a single battery 
this Auto-Lite display made its debut in the lobby of a Toledo theatre. 
The display features model cars on a ring around a four-foot transparent plastic 
globe of the world. Suspended in the globe is a huge model of the company’s 


Dramatizing the theme of 
failure," 


“damages” sustained. This in- 
cludes the cost of suit, but not 
“reasonable attorney’s fee,” as 
provided in the Senate version. 


In other amendments the commit- 
tee: 

1. Specifically limited the legisla- 
tion to manufacturers of cars, 
trucks or station wagons, making 
it cear that makers of such items as 
bikes or tractors are not included. 

2. Specifically limited the bill’s ap- 
plication to dealers operating in the 
US. and its territories. 

3. Specifically limited action under 
the bill to cases involving alleged 
breaches of “good faith” which arise 
after passage of the measure, Fac- 
tories had expressed fear in their 
testimony that a dealer might be 
able to sue for past actions, 
creating retroactive liability for the 
manufacturers. 

> = * 


HE House committee also added 


three new sections to the Senate | 
bill. The first section imposes a sta- | 
tute of limitations, stating that the| 


dealer or manufacturer must initi- 


ate court proceedings within three| 
years after the cause of action or| 
the redress granted | 


lose “forever” 
by the bill. 

The second section says that no 
provision of the bill shall in any 
way “repeal, modify or super- 
sede” existing antitrust laws—a 
clarification for which the Justice 
Department pressed. 

The third new section provides | 
that the act “shall not invalidate” 
any provision in state laws except 
where there is a “direct conflict be- 








Dealers in Northwest 


See English Fords 


SEATTLE. — Redesigned English | 
Fords were displayed at a meeting 
last week for dealers from Wash- 
ington and Oregon. 


Dealers heard H. O. Lund, man-| 


$745.7 million. 


billion in fiscal 1959, NHUC esti- 


mated. 

Federal-aid grants are available 
for commitment for two years after 
the year for which authorized, 
NHUC explained. Customarily, 
funds apportioned are expended 





Chrysler Expands 
Air Conditioner 
Production Line 


DAYTON.—The Airtemp division 
of Chrysler Corp. is enlarging its 
air-conditioner production facilities 
here with addition of a new $1,500,- 
000 machine line, expected to be in 


A special reinforced foundation 


pleted and machines are now being 
set in place. At the conclusion of 
the installation, Airtemp will start 
manufacturing three new air-condi- 
tioner compressors: One for the 
company’s car air conditioner and 





|feet in length. Chief components 
| will be a preparatory machine and 


operation the latter part of August. | 


for the equipment has been com-| 


| the cost of the interstate system. 
The states’ share will rise to $960.3} 
million in fiscal 1958 and to $1,015) 





The 41,000-mile interstate net- | °°"*'- 


work is the heart of the building | 
project. It will link 42 state capi- | 
tals and 90 percent of U. S. cities | 
with populations of more than 
50,000. The 13-year program will | 
cost more than $25 billion in Fed- 
eral funds. 
The states will match Federal 
outlays for primary, secondary and | 
urban roads on a 50-50 basis. This | DETROIT.—One of this country’s 
part of the program has been problems is that its labor force is 
charted through fiscal 1959 and fur-| increasing at only half the rate of 
ther authorizations probably will be} the general population, Louis C. 
made before the end of that period. | | Goad, General Motors Corp. execu- 
During the first three years of the| tive vice-president, last week told 
interstate program, Federal funds| GM’s fifth annual conference for 
will be apportioned on the basis of | engineering educators. 
population, area and rural road| He said this means that both 
mileage. Subsequent apportionments| engineering and manufacturing 
will consider needs and revised es-| must be stepped up in the future 
timates of completion costs. | if the U, S. is to maintain or 
The following table, issued by| Taise its living standards. 
NHUC, gives figures on state match-| Goad said in April the total labor 


From left are D. B. Seem, Auto-Lite, advertising director, and Robert Price, 
merchandising manager, Auto-Lite batteries. 





GM Meets Engineer Profs... 


Labor Force Lag Told 


technology applied to manufactur- 
ing processes has resulted in a 
wholesome upgrading among our 
hourly rated employes,” he said. 
GM employes classified as skilled 
has increased from 11 percent in 
1941 to 13 percent today, he said. A 
major influence on the national pro- 
ductivity improvement factor is the 
level of technical education which 
the nation is able to reach through 
its educational system, Cronin said. 


s 


ing requirements under the 1957 ap- 
portionment and the following two 


| years’ authorizations. 


|Approximate Amounts of 


| sors for home air-conditioning units. | 
| The automated line will be 100) 


transfer machine which together | 


will perform more than 80 opera- 


tions on compressor crankcase cast- | 


ings. 
The machines will do precision 


milling, drilling, tapping, boring, | 


reaming, honing, perform several 
|finishing operations and automati- 


| cally check their own work, Air- | 


|temp said. 


Crankcases, when fully machined, | 
will move to a new compressor as- | 


|sembly section which Airtemp also 
| is adding. As part of the overall 
expansion step, the company said 


|inecrease more rapidly along with 
| those not yet entering employment,” 


State Matching For Federal- 


two hermetically sealed compres-| 


N.Y. Prepare 
To Start New 


Inspection Law 


ALBANY. The State Motor 
Vehicle Bureau next month will 


force was 65 million and of these 
2,600,000 were unemployed. It is this 
64-million force which is increasing 
slowly “while those in retirement 


said Goad. 
He pictured today’s “composite 


Aid Programs 


(Millions of Dollars) 
Fiscal Years, ending June 30 


American” as 30.2 years old and the 
“national health is so favorable he 
may be expected to live another 42 


begin mailing application forms 
for inspection stations under the 
new auto inspection law. 

The forms first will go to 3,824 
applicants under the previous law, 
repealed before it became effective. 
These applications and the $25 fees 
that accompanied them, still are 
on file as only 836 out of 4,660 
original applications were with- 
drawn after the previous law was 
repealed. 

Plans for administering the new 
law, effective Jan. 31, 1958, call 
for staggering inspections over a 
10-month period. 

The first inspections, to avoid 
a backlog once the law becomes 
effective, are slated to begin a year 


ager of foreign products for Ford | it is installing a pair of new auto- 
International, and Don H. Smith, | matic coil making machines which 
manager for merchandising and|will turn out car air-conditioner 
advertising. 


cooling coils. 


ahead, on Feb. 1, 1957. 

With all vehicles four years and 
older required to be inspected, the 
schedule is for 1947 and earlier 
fessional area of engineering are| models to be inspected first, proba- 








Rootes Unveils 1957 Hillman Minx— 
The new 1957 Hillman Minx, produced by Rootes Motors, Inc., Coventry, England, is 


described as being larger, lower, roomier and faster. Featuring a new 50-horsepower 


engine that delivers 35 miles per gallon, 
400 Rootes dealers throughout the U. S. 
the convertible is $1,940. In addition to 


the car is on display in showrooms of the 


The deluxe sedan is available for $1,765; 


the Minx line, Rootes produces the Hillman 


Husky, Sunbeam Rapier,-Humber and Singer cars. 











* As provided in 1954 Federal-aid High- 
way Act and addition under Federal- 
aid Highway Act of 1956. 

** As provided in Federal-aid Highway 
Act of 1956. 


New Look for Dealership— 


An artist's conception of the new quarters to be occupied by Don Allen Chevrolet 


State 1956 1957* 1958** 1959** years.” 
Ala. 16.6 21.4 20.8 22.0 - 
Ariz, 4.0 5.3 5.2 5.5 “Since half of those past 65 report 
— 12.1 15.7 15.3 16.2 | themselves as retired and because 
Cue a0 ign =o tes «© $48 | the young, of course, require par- 
Conn 1.5 9.8 9.7 10.3 | ental support,” said Goad, “it is en- 
ae. 28 5.0 4.8 5.2 | tirely appropriate that we show the 
— 130 2k onde) one | 1956 composite American as will- 
Id. . 5.0 6.5 6.6 7.1 | ingly bearing the extra burden of a 
- . be =; by os child on his left arm and an older 
nd, . le ° ° . ; ; ” 
Ia. (17.1 «228 += -22'2~—s«23.4 | Person on his right. 
Kans, 16.8 21.2 20.7 21.9 He said this 30-year-old man 
Ky. 14.6 19.1 18.7 19.9 | has too much work to do and “it 
La. 12. ; ; eb coke ee 
Me. ; o2 ‘ne 2 7 isn’t likely that he'll get much | 
Md. . 88 11.4 11.5 12.2 help from others than engineers, 
Mass. . 15.1 19.8 19.8 21.0 can mak 
Mich, 27.9 36.5 36.1 38.0 who o his muscies and 
Minn (19:4 25.1 24.5 25.8 | Mind more usef . 
Miss . 13.1 16.9 16.5 17.4 Another GM executive, John J. 
Mo. s = 7. os 2 Cronin, manufacturing staff vice- 
3 "431 16.7 16.8 178 | President, told the educators that 
. ae 2.3 2.5 2.8 | skilled jobs which support the pro-| 
3.8 5.1 5.0 5.4 
‘63 «| 820 8 wep | increasing. 
. 52.0 68.1 67.6 171.7 “The application of advanced! 
19.6 25.5 25.3 26.7 
. 9.5 12.3 11.8 12.5 
.. 32.6 42.4 42.2 44.4 
. 14.0 20.0 19.6 20.7 
7.5 9.6 9.6 10.2 
39.0 51.1 51.2 54.1 
4.5 5.9 5.9 6.3 
10.6 13.8 13.3 14.1 
8.0 10.4 9.9 10.5 
. 8 22.1 21.9 23.2 
. 49.1 63.2 62.2 65.7 
a 3.6 3.6 3.8 
« os 4.8 4.7 5.0 
. 15.7 20.3 20.2 21.4 
11.4 14.7 14.7 15.6 
9.0 11.6 11.6 8 12.1 
18.7 24.0 23.8 25.0 
4.4 6.0 5.9 6.3 
3.2 3.8 3.9 4.0 
4.8 6.3 6.3 6.6 
4.8 5.7 5.9 6.2 
— 2 1.3 1.4 
Totals ....745.7 969.7 960.3 1,015.6 


Malloy Takes Dodge 





wego is 12 miles. south of Portland. | | pleted by Nov. 1. 


at Albany illustrates the building's unique facade and modern design. 
Don Malloy has taken over Os-| room features display space for 12 to 14 cars, and a streamlined service department 
wego Dodge Co., Oswego, Ore. Os-| utilizes 30,000 square feet of the building. The building is expected to be com- 


| bly during February and March 
of 1957. 





The show- 



















In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more people 


every seven days in Greater Philadelphia than any other newspaper 


Motor-minded families in Greater Philadelphia spend the tremendous 


sum of $1,252,000,000 a year on automobiles and accessories. Buy- 

a ing decisions are started at home by the family newspaper—The 
and Evening* and Sunday** Bulletin. 

The Bulletin packs selling power throughout a market noted 

for its buying power. Philadelphians like The Bulletin. They buy 


it, read it, trust it and respond to the advertising in it. The Bulletin 


is Philadelphia’s home newspaper. 


* Largest evening newspaper in America. **R.O.P. editorial and advertising color. 


Advertising Offices: Philadelphia, 30th and Market Streets * New York, 342 Madison Avenue 
Chicago, 520 N. Michigan Avenue. Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta * Los Angeles * San Francisco 





In Philadelphia nearly everybody reads The Bulletin 
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AUTOMOTIVE WASHINGTON 


Scrutiny of Excise Tax 


Due in Fall Hearings 


By William Ullman 


Washington Correspondent 


HEN first created, the Forand excise tax subcommittee | 





the most obstinant, horse-and- 
buggy congressman had to admit 
that the family car is a necessity. 


When that fact was driven 
home in Congress, lawmakers 
responded, not by dropping the 
tax, but by dropping the word 
“luxury.” These days, it’s just a 
plain old exicse tax. 

During the past few years, no 
one in or out of Congress has 
offered any justification of the auto 
excise tax, other than making the 
obvious point that the Govern- 
ment needs the money. The only 
concrete move in the area has been 


was denied the right to consider reductions in current |to raise the tax on trucks, trailers 
tax rates. Its powers were limited to recommending techni-| and buses to the same 10 percent 
cal changes in the tax laws, particularly in areas where reg- 
ulations were unfair or unworkable. 


This limitation on the 
scope of the House investi-| 


gations left the auto industry 
out in the cold, for its principal 
complaint is that taxes are too 
high. 

Now, however, lawmakers have | 
voted to extend the life of the! 
Forand tax hawks and finally have 
granted the subcommittee power to 
look into lowering excise tax rates, | 
Hearings are expected to begin 


this fall on this important prob- | 
industry witnesses will ' 


lem, and 
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again tread the well-worn Path to 


Capitol Hill. 
As most dealers 
but few cus- 


tomers know, 
a flat $200 in 
Federal excise 


taxes is levied on 
a $2,000 automo- 
bile. This is the 
same old levy 
which used to be 
called a “luxury” 
tax, until even 
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te 
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for the finest, 


latest, 


tire valve products 
for all types of 
vehicles 


A. SCHRADER’S SON 


Division of Scovill Manufacturing Company, Incorporated 


470 Vanderbilt Avenue, Brooklyn 38, N. Y. 


ESTABLISHED IN 1844 





FIRST NAME IN TIRE VALVES FOR 


rate as passenger cars. 
* * * 


A Game of Roulette 


i FACT, practically everyone 

who has studied the pattern of 
excise taxes admits that there is 
no rhyme or reason to them at 
all. Some commodities just were 
unlucky enough to get taxed at one 
time and some slipped by. The 
whole business was more like a 
game of roulette than sound tax 
theory. 

The industry has asked for 
lower excises before, of course, 
without getting any response 
from Congress. But the coming 


hearings offer the first real hope 
for relief since the war. The 
reason? The Administration has 
a budget surplus. If the Govern- 
ment is collecting more money 
than it needs, the last justifica- 
tion for a back-breaking levy 
on cars has evaporated, 


Lower excises alone, however, 


won't get at the root of the excise | 


|tax problem. Even if the car tax 


were dropped 2 percent, a num- 
ber of articles would still escape 
taxation. Taken as a whole, ex- 
cises would still be a patchwork 
of discrimination. 


Only one serious proposal has 


been made to end this discrimina- | 
tory pattern. That is the perennial | 


plan of Rep. Noah Mason, Illinois 


Republican, to slap a flat 5 percent | 


tax on all end products that are 
manufactured. 

It is very possible that a 5 
percent levy would bring in more 
revenue than is now needed by 
the Government, and that 4 
percent would do as well. 
Nevertheless, the thinking be- 
hind the proposal is sound. It 
would end this futile bickering 
over what is a luxury and what 
is a necessity. It would not dis- 
criminate among products. And it 
would lower the price of a family 











ORIGINAL EQUIPMENT AND REPLACEMENT 





car by a couple of monthly pay- 


ments. 
* oe * 


Alcohol to Burn 


As DEALERS may have 
observed, the only consumer 
witnesses to appear during all the 
congressional hearings on auto re. 
tailing bills have been spokesmen 
for farm lobbies. To a man, they 
opposed any sort of legislation 
designed to help dealers. To a 
man, they were champions of non- 
interference by Government. 


Now, however, the farm lobbyists 
have a plan of their own to force 
motorists to use alcohol in their 
gasoline. Introduced by a mi 
western representative and a s¢ 
|ator, the new bill would make 
it illegal for anyone to sell motor 
|fuel in the U. S. which did not 
|contain at least 5 percent alcohol, 

The idea behind this surpris- 
ing suggestion is to burn up the 
nation’s crop surpluses in the 
nation’s cars and trucks. 

Senator Karl E. Mundt, South 
Dakota Republican, claims that 
the entire U. S. corn and wheat 
surplus would vanish within two 





years if his bill became law. But 
it would vanish at a high price. 
Alcohol processors would have to 


pay farmers $1.50 a bushel for their 
corn, and processing and transpor- 
tation costs would raise the final 
cost of a gallon of alcohol to 60 
cents. 

It is possible that alcohol may 
be just the thing for a family car. 


G. E. Hilbert, director of utiliza- 
tion research for the Department 
of Agriculture, has testified that 
alky-gas is “an excellent motor 
fuel either as a blend or by direct 
injection into the motor.” 
A New Bootlegger? 

F PROPERLY blended, he 


added, a fuel containing up to 
25 percent alcohol can be used 
by engines of current model cars 
and tractors without loss in gen- 
eral performance, 

3ut Hilbert also testified that to 
produce alcohol competitive with 
| gasoline, grain would have to sell 
at from 30 to 45 cents per bushel. 
A far cry from $1.50 corn! 

Furthermore, many congress- 

men are not convinced that agri- 

culture knows enough about 
alky-gas. Senator Homer Cape- 
hart, Indiana Republican, has 

offered another bill to set up a 

new research program to inves- 

tigate the use of alcohol as a 

fuel, 

Capehart, no mean scientist him- 
self, thinks the problem deserves 
|some more study. But whether it 
is a good fuel or not, it is still 
more expensive than gas. 

The bill might have a big impact 
on the age-old American custom 
of bootlegging and we don’t 
mean bootlegging cars, Mundt says 
all the alcohol producers of the 
ination would benefit, and _ that 
might mean that those tough old 
boys with a still in the mountains 
|would start working for Texaco. 
On the other hand, a new breed of 
| bootlegger might spring up, selling 
pure, high octane gasoline in a 
eae alley. 


* te * 


_Auto Men Named 


_ motor industry executives 
have been named members of 
| the National Defense Executive Re- 
serve, Secretary of Commerce Sin- 
|clair Weeks has announced. They 
| and-79 other management men from 
private industry will serve with the 
| Business and Defense Services Ad- 


ministration during any future 
| mobilization. 

Named by Secretary Weeks 
| were Raymond O. Bell, Allis- 


Chalmers Mfg. Co.; Robert Cass, 
White Motor Co.; Joseph W. 
Eskridge, American Motors 

Corp., and William J. Jones, 
Chrysler Corp. 

In addition to the 83 executives 
already approved, 223 others are 
now being checked for security 
classification. In time of emer- 
gency, the industry representatives 
would be available for full-time 
duty with BDSA. Until that event, 
none of the reservists will be 
government employes. 


McLennan Takes Dual 
Strathcona Motors (Dodge- 
DeSoto) has opened at 5711 104th 
| St., Edmonton, Alta. Kenneth Mc- 
|Lennan is president and general 
| manager. 
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Meeting the Practical Problems... 
Case Histories of a Salesman 


Epitor’s Note: This is one of a 


series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

a * * 
Dear Ed: 


ae ae auto salesman you talk 
4 to today will tell you things 
are tougher now than they were 
a few years ago. Well, I would 
say the same thing. Yes, I'd say 
it was tougher to make a decent 
deal today than 
it was a year @@ 
or two ago. 9 

But there's 
something I 
discovered that 
makes me feel 
a whole lot 
easier about 
selling auto- 
mobiles today. 

Yesterday I 





i¢ 


got myself in- 
volved with Mr. Bert Simons 
and Mrs. Gilbert Parker. These 


two wanted to buy a car, my 
kind of car, and they wanted to 
buy it today. To make my story 
more interesting they had no ob- 
jections to buying my kind of 


Rubber Inventory 
Sufficient, Says 


Head of Goodrich 


AKRON. The U. S. has suffi- 
cient quantities of all types of 
man-made rubber to. supply 
domestic needs, provide a larger | 
share of world requirements and 
permit accumulation of sizeable in- 
ventories, according to W. S. Rich- 
ardson, president, B. F. Goodrich | 
Co. 

He said world inventories have: 


increased about 55,000 tons during 
the past years. Further increases 
are expected in inventories of both 


crude and man-made rubbers, in 
addition to accumulations that 
may occur in Russia and China 
over actual rubber consumption in 
those nations, Richardsen said. 
“During the first half of this 
year the U. S. consumed approxi- 
mately 747,000 long tons of new 
rubber, about 27.00 tons less than 
during the first six months of 


1955,” he said. 

Outlook for consumption during 
the second half of this year, he 
said, indicates a total of 683,000 
tons, a decline of about 64,000 tons. 

His forecast is based on an esti- 
mated decline of about 12 percent 
in new car and truck production, 
and a lower rate of tire production 
for automotive manufacturers now 
holding high tire inventories. 

“Shipments of replacement tires 
during the first half of this year 
are believed to be higher than 
normal due to advance buying in 
anticipation of higher excise taxes 
as the national highway program 
gets under way,” he said. 





Plant Safety Mark 
Set by Cadillac 


DETROIT.—During the first six 
months of 1956, Cadillac registered 
the most outstanding safe produc- 
tion record for 
the first half of 
any year in its 
history, it is an- 
nounced by Don 
E. Ahrens, gen- 
eral manager. 

“Injuries from 
lost-time acci- 
dents averaged 
less than one per 
million man hours 
worked at Cadil- 
lac,” Ahrens 
pointed out. “In fact, there were no 
lost-time injuries during the entire 
months of March and June. Our 
division employs some 11,000 per- 
sons.” 


Reynolds Starts L-M 
D. V. Reynolds has opened Rey- 
nolds Lincoln-Mercury in Mel- 
bourne, Fla. 


Don E. Ahrens 


car here and now, today, from 
me. 


When I started working on the 
Parkers I knew, or at least 
thought I knew, I had a couple 
of real hard-boiled sharpie shop- 
pers. I handled these people just 
about the same as any others and 
soon found I wasn’t getting any- 
where. I showed the car, I demon- 
strated it and I used all of the 
sales procedures to get an order 
from them. 

& * * 
FINALLY got to a point in this 
matching of wits where I 


Reo’s Offices in Atlanta 


Move to New Quarters 


ATLANTA. — The Atlanta offices 
of Reo Motors, Inc., is moving to 
new and larger quarters at 724 
Memorial Dr., S. E. 

The offices house the southeastern 
region and in the Atlanta branch 
operations. 





started to think about how much 
tougher it is today to sell cars— 
and with this thought in mind I 
said, “Mr. and Mrs. Parker, I’ve 
done everything I could to try to 
Sell you here and now and I know 
you want to buy yet I can’t get 
together with you. I wish you 
would tell me why. Give me your 
viewpoint on this entire situa- 
tion.” 

“OK,” said Gil Parker, “here’s 
the whole thing as I see it. You 
as a salesman feel you’ve done 
your job well today. Well, you 
have done a good job. Yes, a 
good job for 1953 or 1954 or 
even 1955. But not for 1956. 

“Markets change and men in 
those markets have to change 
with them or they are lost. In 
your case, Mr. Simons, as I ob- 
served you today, I would have 
had the same treatment from you 
in 1954 and I would have bought 
from you then and would have 





*New high-ratio cruising axle gives up 
to 17.8% better gas mileage — three gal- 





lons’ worth of bonus miles in every filling. 


Now-GMC Dealers 


a bonus’ 


hn 





felt two things had happened: 
“One, that I had made a good 
deal and, two, that I had a com- 
petent salesman. But today, by 
your doing the same old things 
the same old way in a new mar- 
ket, causes you, Mr. Simons, not 
to be the competent salesman you 
were two years ago.” 
* * * 


E TOLD me to think over | 


what he had said and left 
promising me he’d be back the 
next day. 
Well, Ed, Gil Parker told me 
what he thought and got me to 


thinking about my supposed bag | 


of tricks and ways that I’d been 
using and after a while I could 
realize how right this Gil Parker 
was. 


Certainly I must consider new 
angles new methods and, above 
all, new life and lots more ef- 
fort applied with lots of ambi- 
tion and finally, new enthusiasm. 


When Mr. and Mrs. Parker re- 
turned the next day I tried out 
my new perspective on them and 
discovered that today’s market 
was not so much tougher. I was 
getting weaker. But now, thanks 
to the Parkers, I am much more 
prepared for today’s market. 

-Bert SIMons. 


give ~ 





Wins Chrysler Trophy— 


Fred M. Harris, right, Chrysler Dallas 
regional manager, presents the revolving 
“Biggest Chrysler Dealer in Texas’ trophy 
to George Ramsey, general sales mana- 


ger, C. S. Hamilton Co., Dallas, while 
Clifton Dennard, dealership president, 
looks on. This marks the second time 


the Hamilton organization has won the 
trophy. 





of up to 3 gallons 


in every tanktul | 


HALK up another clincher for low-cost GMC 
ownership! With its new high-ratio cruising axle, 
this Blue Chip GMC now gives up to 17.8% better 


gas mileage! 


And it makes far better road speed, too, from an easy- 
stroking, unstrained engine. In short, from a mere 
$10.50 axle option, GMC now gives the advantages 


of a $125 overdrive. 


Add this new gas-stretching ability to the super- 
efficiency of a GMC 180 hp V8 engine—to the money- 
saving advantages of Hydra-Matic Drivet—and an 


important fact is clear: 


The Better You Know GMC-—-The 


The operation and maintenance savings of Blue 
Chip features can bring the over-all cost of a half- 
ton GMC down to the level of — or below — the 
cheapest stripped-model truck on the market. 


That’s why GMC dealers have a big competitive edge. 
It’s one more clincher on top of famous Blue Chip 
features— boulevard styling—unsurpassed V8 power— 


stamina to spare. 


Put them all together, and you’ll see why it’s GREAT 


to be a GMC dealer! 


Optional at moderate extra cost 


GMC TRUCK & COACH 


A General Motors Diviston 


Better The Truck Business Looks 














12 
(Established in 1925) 
Member Published Every Monday by Member 
“ SLOCUM PUBLISHING COMPANY, INC. @ 
@ DETROIT 26, MICH. 
z Cable Address—AUTNEW, Detroit 
2666 Penobscot Bidg. Telephone WOodward 3-0495 
New York Washington Chicago Los Angeles 
51 E. 42nd St. 912 Colorado Bidg. 360 N. Michigan Ave, 1800 W. éth St. 


State 2-6273 Dunkirk 3-0303 


Murray Hill 7-687) National 8-4303 


Publisher—George M. Slocum (1889-1949) 
Chairman of the Board—Mrs. George M. Slocum 
Editor & General Manager—Pete Wemhoft Editorial Director—Robert M. Finlay 

Service & Truck Editor—J, C. Weed; News Editor—Maynard M. Gordon; Associate 
Editor—Robert M. Lienert; Engineering Editor—John T. Benedict; 

Advisory Editor—John O. Munn; Washington Bureau Chief—William Ullman. 
Editorial Associates—Martin L. Whitmyer, Joseph M. Callahan, W. C. Lockwood, 
Frank Gawronski, John K, Teahen jr., Agnes Stewart, Eileen Parsons. 

Business Manager—Richard L, Webber 
Advertising: Eastern—Edward Kruspak, Advertising Manager; Ray Billingham and Howard 
Bradley jr., Midwest—J, Goldstein, Manager, and William Gallagher; Western— 
Robert H, Deibler; Michigan-Ohio—William R. Maas and Roy Holihan. 

Promotion & Research Director—Jared W. Finney, Advertising Production—Carol LeVeque, 
Manager; Donna Fowler, Assistant. 

Office Manager—Eleanore Whalen; Circulation Dept. Manager—Lucy Matney, 
Classified Advertising Dept. Manager—Theresa Abraham; Mechanical 

Superintendent—Samuel Pinkus. 





RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—Veda Conner: Atlanta— 
E. C. Bash; Atlantic City—F. W. Schwarz: Austin, Tex.—J. R. Hornaday; Balitmore—Kate 
Savage; Birmingham, Ala.—Stuart Riddle; ston—Harry Stanton, Guy Livingston; Buffalo— 
G. E. Toles; rlotte, N. C.—W. F. Stewart; Chicago—Wm. M. McCarty; Cincinnati— 
Frank Kappel; Cleveland—Sanford Markey; Columbus—Bert Strang: Dallas—C. K. Cates; 
Denver—ira Alexander: Des Moines—F, W. Lazell: Harrisburg—George Shelley; Houston—Ruby 
Fenoglio; Indianapolis—C. L. Kern; Jefferson City—L. H. Houck: Little Rock—Iinez McDuff: 
Los Angeles—Slim Barnard: Louisville—A. W. Williams; Lowell, Mass.—Charies Sampas; 
Madison—John Wyngaard: Manchester, N. H.—Guy Langley; Marthaville, La.—E. E. Gentry; 
Miami—G. S. Connell: Milwaukee—Theodore R. Adams; Minneapolis—Donald Lyons: Mont- 
_—t, Ala.—William Lynn; New Jersey—Bethune Jones: New Orleans—Gordon Hebert; New 
ork City—Ed Brown: Oakland, Calif.—Steve Still: Oklahoma City—M. L. Risen; Omaha— 
A. R. Oleson: Pawtucket, R. 1.—T. L. Forbes; Philadelphia—Norm Shigon; Phoenix—Sheldon 
A. Engel; Pittsburgh—L. M. Leffingwell; Portland, Ore.—E. W. Peterson: Providence—Ruth 
M. Eddy; Richmond, Va.—J. K. Cardwell; Rochester, N. Y.—William Hackman; Salem, Ore. 


—F. K. Haskell: Salt Lake Ci M. S. Harmer; San Antonio—J. H. Reed; San Francisco— 
Leon Pinkson- ttie—Martin Trepp; South Bend—L. E. Dunkin; Spartanburg, S$. C.—L. D. 
Bray: Springfield, |i.—C. C. Hall; St. Louis—Sam X. Hurst; Tacoma—Robert E. Sconce; 


Toledo—Pau! Hayes; Wamego, Kans.—G. M. Hunholz. 


FOREIGN CORRESPONDENTS: European Correspondent—George L. Glaser; Brussels, Bel- 
gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—F. C. Livingstone; 
Mexico City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Ottawa—M. L. Schwartz; Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; 
Tokyo—Stuart Griffin; Toronto—James Montagnes; Vancouver, B. C.—F. H. Fullerton. 





Subscription: United States and Canada, one year $8, two years $/4. 
All other countries one year $12, two years $20. No Free List. 
Copyright, 1956, Slocum Publishing Co., Inc. Ali Rights Reserved. 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
Member of Audit Bureau of Circulations and the Associated Business Publications. 
Advertising Rate: See Standard Rate and Data, or write for rate card. 








AUTOMOTIVE NEWS PLATFORM 
1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of gasoline and oi! taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 


1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Proper Dealer Perspective 
Urged as Loss Cure 


— dealers are seeking to take some of the fiction out of 
the auto business. They are fed up with all the tricky 
thinking that turns dealers into confidence men and cus- 
tomers into shoppers or suckers. 

They start out by putting the various elements of their 
business into what they consider a proper perspective. 

They think that there has been too great a tendency to 
take one element of a dealer’s business and build a lopsided 
business concept out of it. 

For example, in dollar volume, financing and insurance 
represent a minor part of an auto dealer’s business. Yet in 
recent years many dealers have found finance reserve and 
insurance commissions representing most of their profit. 

They have no objection to working for a fair share of the 
profit potential of financing and insurance, but they ask 
themselves: “Should we give away new cars so that we can 
make a small profit on financing and insurance?” 

And then there is the theory that dealers should build up 
service profits so that they can lay cars on the street for a 
$10 bill. 

Service, of course, represents more than profits and 
its importance cannot be overemphasized. 

Yet, these dealers say, that does not gainsay the point 
that sales of new cars represent the major portion of a new- 
car dealer’s business, and that he should look to that depart- 
ment for the major share of his profits. 

And so, just as factories have promoted the idea of service 
absorbing the fixed overhead, these dealers promote the con- 
cept of a fixed minimum gross profit on new cars. 

They urge dealers to keep their eyes on the point where 
trading in new cars swings between profit and loss. 

They contend that most dealers can keep in the black by 
adding to the factory invoice a fixed minimum gross of $200, 
plus a handling charge ranging from $25 to $40. 

This, they say, gives the dealer a reasonable profit and 
also allows a trading margin of several hundred dollars. 

And, they point out, many of the evils of the trade would 
vanish if dealers would put their business on a stable basis. 
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Dealer Conventions 


July 26-28—Annual Summer Meeting, Au- 
tomotive Trade Assn. Managers, Benja- 
min Franklin Hotel, Seattle, 

Aug. 26-27—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah, 

Aug. 26-29—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 7-9 — Maine Automobile Dealers 
Assn., Marshall House, York Harbor, 
Me. 


Sept. 17-18—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 18-19—South Dakota Automobile 
Dealers Assn. Mitchell, S. D. 

Sept. 23-25—Colorado Automobile Deal- 
er's Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 


Assn., Hotel Schroeder, Milwaukee. 
Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 

Sept. 30-Oct. 2. — Tennessee Automo- 


tive Assn., Gatlinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 


Oct. 3-4—25th Annual State Convention, 
Kansas Motor Car Dealers Assn., Baker 
Hotel, Hutchinson, Kansas. 

Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 

om. Fort Harrison Hotel, Clearwater, 
a. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 -— Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. !1-13—Kentucky Automobile Dealers 
Assn., Seelbach Hotel, Louisville. 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 


San Francisco. 
* * . 


Auto Shows 


Nov. 10-17—International Autorama, Com- 
mercial Museum, Philadelphia. 

Dec. 8-lé—National Automobile Show, 
Coliseum, New York. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National uard Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, State Fair 
Coliseum, Detroit. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-16—Albuquerque Auto Show, Coli- 
seum Blidg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show. 

* * * 


General 


July 26-28—Automotive Trade Association 
Managers Meeting, Benjamin Franklin 
Hotel, Seattle, Wash. 

Aug. 19-24—l0th annual convention of 
National Congress of Petroleum Re- 
on. Shoreham Hotel, Washington, 


Interna- 


Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 

Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 

Oct. 1-3 — National Electronics Con- 
ference, Hotel Sherman, Chicago. 
Oct. 414 — Paris Auto Show, Grand 

Palais, Paris, 


(See CALENDAR, Page 13, Col. 1) 


30 Years Ago... 
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NO OFFER 
“TURNED 


Automotive Cartoon 


Of the Week 


Mave Your 


N.howwen 


“Ever since | found out my credit is no good, 
I've been looking for a place like this." 








Letterbox 


letters but you may sign your name 


Chrysler Only 


A number of articles have ap- 
peared in Avtomotive News con- 
cerning single and dual dealerships, 
and we wish to relate our experi- 
ence with a single dealership. We 
were a Chrysler-Plymouth dealer 
and asked our factory to set us up 
as a Chrysler only dealer. After 
quite some delay, the Chrysler fac- 


tory agreed and deleted Plymouth | 


from our contract about two 
months ago. 

We have tried to operate on 
quality instead of quantity, and 
although nearby dealers advertise 
and sell some cars a few hundred 
dollars over cost, we have made, 
what we think, an excellent profit 
each month. We are going to con- 
tinue to follow this line of think- 
ing and operating, until we are 
proved wrong. 


Our factory road men are not too 
happy as they are looking for vol- 
ume, but we firmly believe that the 
long-range answer for Chrysler 
would be fewer and better dealers, 


The Big Stories 


In June, General Motors dealers sold 117,176 cars and trucks, com- 
pared with 75,864 in June, 1925, and 65,224 in June, 1924. Sales in June 
of this year were 54 percent better than a year ago, and 80 percent 


better than in 1924. 


Chevrolet Motor Co. rose to new production heights during June 
when it built 77,241 cars and trucks. The aggregate production for 
the first half of 1926 was 384,573 cars and trucks. 

Automobile output is continuing on an enormous scale, well above 
the record-breaking figures of last year, and with good prospects 
for large outputs and high profits for the coming six months, accord- 
ing to Col. Leonard P. Ayers, vice-president, Cleveland Trust Co., 


Cleveland. 


The United States Patent Office has rendered a decision holding 
that Henry Ford is not entitled to the exclusive names of Lincoln 
or Ford. It was ruled that a corporate name may be registered as a 
trade mark when used on goods of different descriptive properties 


from that of the corporation. 


—From the files of Automotive News. 





‘Quality, Not Quantity . . . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 











with the assurance that it will not be 






the 


|who would believe and sell 
Chrysler and Imperial cars as qual- 
|ity merchandise. This would im- 
prove our used-car values, to the 
benefit of both dealer and owner, 


thereby resulting in more and prof- 


— Truman R. Fries 
Bethlehem, 


itable sales. 
(Chrysler - Imperial), 
Pa. 


* * * 


Likes Articles 


I would appreciate a reprint of 
your article on June 18 by Joseph 
Callahan, entitled “Service Chief, 
Diplomat, Juggler, or Magician,” 
which is very good. I would like to 
pass it around my service organi- 
zation. 

You certainly have been having 
a very good number of articles and 
have been keeping us dealers in- 
formed as to progress with the fac- 
tories and Washington. Keep up 
the good work. — Wm. H. Stan 
(Chevrolet), Southampton, Pa. 


* * * 


Sorry, and Congratulations 


Your issue of June 11, page 48, 
shows a picture of our Hudson 
dealer in Salt Lake City, Harry 
E. Luff Motor Co. The caption 
states Luff opens Hudson dealer- 
ship. 

Please be advised that this pic- 
ture was taken for the celebration 
of Harry E. Luff Motor Com- 
pany’s 28th year as a Hudson 
Dealer in Salt Lake City—R. D. 
GALLACHER, zone manager, Denver. 

= * . 





Thanks! 


Now that our convention is over, 
I would like to take this oppor- 
tunity to thank you for your very 
fine cooperation and wonderful cov- 
erage of this affair. 

From our observation and from 
comments by those in attendance, 
we feel that the program was very 
constructive and well received.— 
Gutpert L. Harey, executive vice- 
president, Michigan Automobile 
‘Dealers Assn., Lansing. 





SS ee ee a eR 


I w ee 
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Lawsuits Affecting Dealers... 


Court Decisions 





By Leo T. Parker tions and held Grif Co. not liable in| 
Attorney at Law damages to — 
| ae to a late higher . -* 
semnnien court decision, an automobile| Case of Deitie Seller 
dealer who intends to sell a repos- PURCHASER who knows de- 


sessed automobile at public auction 
can bid on the car without includ- 
ing this information in his adver- 
tisement of the intended auction 


tails of the law very often may 


not know the law. The following 


| 


| recover ordinary damages plus spe-| 
| cial damages from a seller who does | 


sale. : Grif Co.,| ©45¢ illustrates why sellers should | 


For instance, in Toy v. 
70 N. W. (2d) 726, the testimony | 
showed Grif Co. sold an Oldsmobile} mentary law. 
on a conditional sales contract. | In_ Grandeson v. International 
The buyer defaulted in the pay- | Credit Corp., 61 So. (2d) 550, testi- 
ments and after repossession, Grif = 
Co. advertised the sale of the | 
automobile in a newspaper. The | 
advertisement stated the date and 
place the automobile would be 


| keep themselves informed of ele- 


—~ 


reer 


$2,200 he could have the car. How- 
ever, Toy bid $1,600 and Grif re- 





mony showed that a purchaser pur-|tion to the removal of the equip- 
chased certain motor equipment on| ment. 
the installment plan. A chattel} The purchaser sued the seller for 
| mortgage was retained by the seller | a damages, claiming that due 
to secure payment. o his past practice of not making 
The note signed by the pur- | hts monthly payments exactly on 
chaser called fer payment of the the dates specified in his contract, 
balane f th h » | the seller exceeded his normal legal 
a e purchase price in | rights to repossess the equipment 


24 installments of $12.26 each. 
The purchaser made some pay- on default neta a payment. 


ments but he became in default | 

at various times without demand Laws Often Change 

by the seller that all payments be (He higher court held that the 
made on dates specified in the | seller must pay the purchaser 
contract. the full value of the repossessed 
One day the seller's collectors | equipment, plus $200 for humilia- 

went to the purchaser’s home and| tion and embarrassment, although 


repossessed the equipment. At the|the testimony shows plainly that} 


time of this incident the purchaser| there was not undue ostentation or 
was absent from his home and his| publicity given when the seller re- 
wife, who was present, neither evi-| possessed the equipment. 

denced acquiescence in nor objec-' The essence of modern law es- 





Cash in on what car owners want: 





ae 2B 


tablished by this new higher court 
decision is this: Although many 
buyers and sellers now use the 
same tactics as they have used in 
the past, they should not do so 
because modern higher courts 
have changed many aspects of old 
law. 

Hence, automobile dealers will do 
well to become familiar with new 


| higher court decisions and thereby 


avoid adverse decisions and allow- 
ance of unusual damages accorded 
by late higher courts. 

For example, in the above case 
the seller apparently believed that 
he was fully justified in repossess- 
ing the equipment because, under 
the same circumstances, he had 
done so many times in the past 
without any liability. However, new 
higher courts often change old law. 





sold at public auction. | 
A prospective buyer named Toy 

attended the sale. He was informed 

by the auctioneer that if he bid 


fused to complete the sale, advising 
Toy of its intent to bid on the car 44 99 
itself, and further telling Toy that 
j if no further bids were received he| s 
i : 


would be so advised. 

Toy claimed he was not so ad-| 
vised and that Grif Co. refused his | 
tender of $1.600 and sold the car to| 
another party. Toy sued the com- 
pany to recover damages in the| 
amount of $1,500, the difference be- 
tween the market value of the car 
and his bid. Toy contended that in 
a sale of a repossessed automobile 
at auction, the seller has no right 
to bid unless such right is expressly 
reserved in the notice advertising 
the car for sale. 

The higher court promptly re- 
fused to agree with Toy’s conten- 


Montreal Ducks 


Hours Decision 


MONTREAL. — For the third 
time in a year, the City Council has 
failed to reach a decision on a pro- 
posal to exempt auto dealers from 


t 
a6 p.m. closing ordinance. The issue 
was sent back to the executive 
Calendar | 


committee. | 

Council was asked to permit deal- 
ers to set their own hours, but a 
councilman sought to amend the 
measure by imposing a 10 p.m. cur- 








the 
qual- few Monday through Thursday. 
iua- The proposal was sent back to) 
, the the committee after a discussion} 
ner arose over the meaning of the word | 
’ “o 
prof- pen.” 
“RIES | 
hem, 
‘Continued from Page 12) 
General 
Oct. 10-12 — _ National Transportation 
t of Meeting, Society of Automotive Engi 
seph neers, Hotel New Yorker, New York. 
hief, Oct. 17-27 — International Motor Show, 
ian,” Earls Court, London, England. 
e to Oct. 21-26—Twenty-third annual conven- 
ani- tion, American Trucking Assns., Waldorf 


Astoria Hotel, New York. 


and Artillery Armory, Detroit. 


in- Oct. 22-26—44th National Safety Congress 
f and Exposition, Conrad Hilton, Con- | 

ac- gress, Morrison and LaSalle Hotels, 

up Chicago. ; 
AHL Oct, 23-25—I ith Annual National Protec- 


tive Packaging and Materials Handling 


heavy 
duty 


Se 


~~ 





picture-window clear 


MR 


double 
polished 


woe ee OE Bocoet’ Geta, See | AMERICA'S FIRST—-FINEST—AND ONLY CLEAR VINYL PLASTIC 





Exposition, Kiel Auditorium +t. Louis. 

Oct. 29-31—Annual Convention and Ex- e 

hibit, Truck Body & Equipment Assn., 

Sherman Hotel, Chicago. L e O e Car: 


48, Nov. 1I-12—National Diese! Engine Meet- 
son ing, Society of Automotive Engineers, 
rry . Prag Drake nag a 
‘ion ov. 7-9—American nance onference 


Convention, Hotel Commodore, New | 
ler- York, | 


Nov. 8-9—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 








Cash in on today’s tremendous demand for clear plastic seat covers! Only Southbridge 


VINALON assures trouble-free performance...stay-sold sales... profits you can keep in 
your pocket! Because—only road-tested, laboratory-tested, consumer accepted VINALON 





vic- neers, The Mayo, Tulsa. 
ion ike Sictadak omad Aas Gad tbc: — satisfaction for the life of the car! No color or pattern wanes problems for 
ve cee nal ven mags eR a ou...and seat covers of VINALON fit better, too! 
D. tributors Assn.. Inc., Membership Meet- * cracking , , . : 
rer. SES See See e splitting Sensational Sales Promotion Aids—like the exclusive Southbridge 
nnua er idwes ss # i i 
i tee, tome ues pias e discoloration VINALON “Patchbook”, supplied with each set of covers made 
= ctinnespalis = ee e deterioration of VINALON...Permits instant, invisible repairs of accidental cuts, 
A 5 nnua eetin ociety o 
ee See eng veer The Sheraton: | punctures, burns. Also: Guarantee folders! Window streamers! 
dillac and tatler otels etroit. 
4 Jan.—Sixteenth Annual Convention, Truck Protects upholstery from Newspaper Mats! Get yours now! 
oo tn ta sun and freeze! grit and grime! 
sidan Feb. 4-7—Nationai Automotive Acces: | soil and stains! grease and oill Call, wire, write your seat cover supplier or jobber for details today! 
> ian teu Yam Calletum, ew Yon. | wear and tear! rain and water! 
March 11-12—Annua!l Convention, Cana- af 
.— ian utomotive olesalers’ n- | 
ss Sa, Astomahe “wicker Hee | SOUTHBRIDGE -@vkco 
Montreal. | 


ile 
March 13-14—National Automotive Serv- 
ice Show, Show Mart Bldg., Montreal. 








Division of Golding Bros. Company, Inc., 241 Church Street, New York 13, N.Y. 
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| 
| forces, photographic records, and 


| time-distance data. 

Analysis of these data now are 
being made to determine any basic 
| differences attributable to the 
| variations in body construction of 
| the test cars. 

Although it is too early in the 
program for any conclusions per- 
taining to safety of unitized versus 


John T. Benedict Z | separate frame type of construc- 
P | tion, some significant differences 
are reported to have shown up. 


TURNINGS 


by 





Engineering Editor 





fe @ 
| VEHICLE safety engineers and 
Crash-Test Evaluation | another batch of 12 new cars. | * others in the industry un- 


Barrier impacts at 25 m.p.h, and |doubtedly will be anxious to see 


| ; : the results of these tests when 
car-to-car crashes were included | jata are published. So far as is 
in the original 


series of tests. | ; 

| Complete instrumentation was in-| a o pg gyn acai 
| stalled for a multitude of measure-| Co o+ thus far made 7 obtain | 

|ments. Available data include de- | scientific data on the integral- 
|flections at various points on the} , 2 
ing automotive safety research | car permanent deformations, frame versus ee a ae ee 
group. |localized “G” values of impact | Scar aaeieeiien aw ew 

Vehicles for the first series | ———— $e ——— 4 : 

of tests were three late-model Bosch Names U.S. Rep 


Despite the claims and 
io counter-claims for one or the 
cars and one having a separate | sruTTGART, Germany.—Robert 
frame. All four cars were sup- 


other type of construction, engi- 

|Bosch GmbH has announced the} neers in both camps generally 

plied through a contract agree- | anpointment of Foster N. Perry,| admit that most of what we 
ment with American Motors. | Suffield, Conn., as its special repre-| hear in this regard is opinion 
Tests are continuing with | sentative in the U.S.. not impartial conclusion 


Under Way on Unit Body 


OMPARATIVE crash evalua- 
tions on the unitized body ver- 
sus separate frame-body construc- 
tion are being conducted by a lead- 


| _— 









I don’t depend 
on automobile 
sales alone — 







Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 
You who have the proven ability 
to sell... and with practically no 
increase in personnel or facilities 
---Can now gain extra profits from 
selling STEWART Mobile Homes. 


ACCEPTED LINE 


Stewart Mobile Homes....seen and 
bought everywhere ... are accepted as 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 


VAST 


one of the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 


Be a franchised 





For details, write, 
wire or call today. 


Department AN 


“There’s no slack season for me!” 


Nearly two million Americans are residents 
of mobile homes. In 1955, approximately 
96,000 coaches were sold at a retail 
sales figure of nearly $400,000,000. 
Why don’t you share in this great market? 


in on plus profits month after month. 


STEWART COACH INDUSTRIES, INC. 
Bristol, Indiana 
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drawn from objective analysis of | utive vice-president, said that gq i 


such 
aluminum cylinder blocks, 


test data. |\large number of parts, 


There is the further question | 


as 
might 


that one type of construction|e Produced from basic materials 
quite possible may be superior for | in such a condition that ‘inal 
crashes in the low-speed range, machining may be almost elimi- 


| nated. 


Described as a hot metal] 
pressure-molding process, or a 
“high-pressure die-casting” oper- 
ation, the technique was said to 
offer promise for eventually cz t- 
ing complicated parts to finished 
shapes and sizes. 


while the other may have the ad- 
vantage of being “safer” for high- 
speed impacts. 

In any case, the work now under | 
way does represent an honest | 
attempt on the part of several | 
organizations to work through an | 
unbiased testing agency for the| 


purpose of resolving some of these Although the new process now 
questions if possible. |is restricted to zinc, aluminum and 

Whether the results finally credit | ™48nesium, Harder indicated that, 
one type of design with clear-cut | in the future, it also might be 


made applicable to iron and steel, 
* * * 


Fuel, Combustion Chamber 


Discussed by GM Expert 


OMBUSTION chamber § studies 

show that short combustion 
time resulting from rapid burning 
of the mixture may be the funda- 
mental considera- 
tion allowing 
some designs to 
operate satisfac- 
torily on low oc- 
tane fuels. 

This significant 
remark was made 
by Darl F. Caris, 
head of automo- 
|} tive engines de- 
partment, GM re- 
search laborator- 
|ies division, in a 


superiority, or whether the data 
prove to be inconclusive, the fact | 
remains that an attempt finally is 
being made to “find out” — and get 
the answers on this vital point of 
controversy. 


* * 2 


High-Pressure Die Casting 


For Future Production 


HINT that an _ important 
4 new development in processing 
techniques may be in the offing 
was given at the Ford Engineering 
Forum. In referring to this ad-| 
vanced idea, Del S. Harder, exec- 


D, F. Caris 
| recent talk on “what’s happening to 


automotive engines.” In his dis- 
cussion of the effects of combus- 
tion chamber design on detonation 
and mechanical octanes, Caris pre- 
sented data summarizing the in- 
fluence of chamber design on end 
gas pressure, end gas temperature 
and total combustion time. 

Tests indicated that combustion 
| chambers which have a low octane 
}requirement exhibit somewhat 
|higher end gas pressures and tem- 
| peratures (as expected from faster 
| burning rates), but show a substan- 
|tial reduction in combustion time. 


Additional associated factors 
| mentioned by Caris include flame 
| travel, turbulence and mass dis- 
tribution. Laboratory studies led 
to the conclusion that flame 
travel length should be measured 
from ignition point to the most 
remote point in the chamber with 
the piston in the position it 
actually occupies when the last 
part of the charge is burned. 
| Moving the spark plug toward 
the center of the bore, which ef- 
fectively shortens flame travel and 
| combustion period, reportedly aided 
in reducing fuel octane require- 
ment. 
| The important influence of piston 
j|design on turbulence (and hence 
octane requirement) was empha- 
sized in data cited by Caris. In in- 
| vestigations of the effects from 
|“piston coverage” (shaping piston 
so that it partially “nests into” the 
head at top dead center), one pis- 
ton design change showed an 
amazing 19-octane number reduc- 
tion in fuel requirements. 

* * = 

yas piston design, which distri- 

butes clearance volume around 
the spark plug and concentrates 
charge mass as close as possible to 
the ignition point, was referred to 
as “the ultimate objective of 
chamber design.” 


Another design variable which 
was found to have an important 
effect on octane requirement is 
the clearance between head and 
piston at top dead center. This 
factor sometimes is referred to as 
“quench thickness,” implying that 
quenching is the beneficial attri- 
bute. 


GM researchers, however, found 
no substantiation for this conclu- 
sion. They are of the opinion that 
quenching action is unlikely to be 
effective, since the piston. already 
is on the down stroke when the 
last part of the charge is. burning. 
Their conclusion was that a reduc- 
tion in clearance must result in a 
significant increase in turbulence. 

Caris said that, in his opinion, 
another important factor is the 
rapid change in mass distribution 
(due to piston motion) of the last 
portion of the charge to burn. As 
the piston moves down, the flame 
front is accelerated toward the 
cylinder wall, resulting in shorte: 
combustion time. Both increased 
piston coverage and reduced 
quench thickness are believed to 
accentuate this effect. 








MARKET 


Stewart dealer and cash 
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Planning for tomorrow « Producing for today! 


For a third of a century Bendix Products Division has — Products Division may well be expected to make auto- 
demonstrated time after time its ability to not only motive headlines on future new car models. 

meet current production demands, but to actually That this Bendix program of constant progress will 
anticipate future automotive requirements. continue is a certainty because looking ahead plays 
For example, Bendix* Power Braking and Power Steering such a very important part of the job at Bendix. 
are today two of the industry’s most. popular new car *REG. U. S. PAT. OFF. 


ay »s hecause Bendix starte anni 2m vears ; PRODUCTS 
features because Bendix started planning them years ago. BENDIX proreSs SOUTH BEND wormana 
Likewise, new products now being developed at Bendix _ Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


Tat ; : 
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Bendix Power Brakes Bendix Power Steering 


BRAKES e POWER STEERING e POWER BRAKING e CONSTANT VELOCITY UNIVERSAL JOINTS e- HYDRAULIC REMOTE CONTROLS 
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How They're Pushing Sales 
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Dealer Ad Ideas 


IM WHITE CHEVROLET, Ko- 


komo, Ind., placed 68 used cars’... 


and eight used trucks on “whole- 
sale” sale for a limited time. 

At the end of the event, out-of- 
town wholesalers bought the re- 
maining units at the prices posted 
for the hometown sale. 

* * + 


Free Paint Jobs 
AKING full-page color ads, 
Dunham Motors, (Cadillac-| 

Oldsmobile), Eugene, Ore., has 

spurred sales by offering to paint | 

any used car any color desired by 
the customer at no extra cost. 


The advertisements have fea- 
tured a caricature of Win Dunham | 
pointing to the “color offer” which | 
shows new Oldsmobiles in varying | 
two-tone shades. 


“Visit our Rocket Room ... to) 
see the latest color ideas!” the | 
ad says. 


“You can usually find the make, | 
the model and the price you like! 


| employes. 


in our huge selection of used cars 
Now you can find your favorite 
color too! At no extra cost, we'll 
put a glowing new finish of ‘your 
choice’ on any used car selling for 
$500 or more! Compare our prices. 
You'll find they’re already low .. . 
and now you have color choice be- 
sides!” 
* * + 
It Makes Good Sense 


HE Great Falls (Mont.) fran- 
chised dealers have sponsored 
an advertising campaign stressing 
that “It makes good sense to trade 


| included: 


with your. Great Falls franchised | 


new-car dealers.” 

Questionnaires were sent to all 
the dealers and to all dealership 
These were used by 
Wendt Advertising to draw up the 
series of advertisements. 

Each was headed: “Your neigh- 
bors at your Great Falls fran- 
chised new-car dealers make up 


More 
than 


I25 





| Chevrolet, Oswego, Ore., 
| its 


| 


one of your town’s biggest busi- 
nesses.” 

Then such information as “big 
population 1,216 men, women and 
children in (dealership) families” 
was carried in the ads. Other facts 
“138 homes owned for 
1,331 years; $2,698,850 value” 
“property taxes paid in 1955, $54,- 
057 . “49,120 hours community 
work in one year” . “long time 
residents in Great Falls. Total: 
6,009 years” and “$1,547,079 spent 
in Great Falls in 1955.” 

* : 


Tradin’ Wagon 
OMY HAMMES, Ford dealer in 
South Bend, uses a station 
wagon dubbed the Romy Hammes 
Tradin’ Wagon to contact prospects 
at their homes. 

The wagon has a mobile tele- 
phone so that deals and finance 
arrangements can be approved on 
the spot. 


* * 


9 Wonderful Years 


_o new General Motors Corp. 
five-year selling agreement was 
used in an advertisement by Lake 


“nine wonderful years” 
auto business. 


“For nine years we have been| 








celebrating | “ 
in the| 





Dealer’s Flagpole-Sitter 


Comes Down to Earth 

SPRINGFIELD, IIL “Sena- 
tor Foglight,” who defied several 
thunderstorms in the course of a 
32-day stint atop a tower at R. E. 
Broe Co. here, has bowed to a 
heat wave and got his feet back 
on the ground. 

The auto dealer hired the 
flagpole-sitter as a promotional 
stunt. “Senator Foglight” spent 
his 32 days aloft on a platform 
measuring four by six feet. 





making friends and building cus- 
tomer coinfidence,” the ad 
read. “Now—for our ninth anniver- 
sary we have signed a new five- 
year selling agreement contract 


with Chevrolet. We have the finest 
Chevrolet ever built. For the thrill 
of a lifetime see it—drive it-—-com- 
pare it.” 

é‘ > 


A Birth Day Sale? 

E JUST had a baby girl, and 
I’m so weak, this is the time 
|to make a deal,” was the way Dick 
Duel, Walton Motors, Moab, Utah, 








hydraulic valve lifters in use... 


oo get your shat of this vast 
replacement market with 


““NO- LASH”’ 


HYDRAULIC | VALVE LIFTERS 


AVAILABLE PROMPTLY FROM YOUR 
\ A ss 


‘ 
\ 


) 
* 


The replacement market for 


hydraulic 


valve lifters gets bigger every day as tens 
of thousands of new cars equipped with 


them roll off the assembly lines. 


half of these new cars have “‘No- 


And over 
Lash” hy- 


draulic valve lifters as original equipment. 


Today, over 125 million hydraulic valve 
lifters are in daily operation in cars and 
trucks. They must operate efficiently and 
quietly or be replaced. You can service this 


vast market with one line of 


hydraulic 


valve lifters — ““No-Lash” — precision-built. 
The nationally advertised, pre-sold ‘“No- 
Lash” line covers 95% of the total replace- 
ment market. And for customer satisfaetion, 


replace them in sets. 


Get set now to handle this profitable re- 
placement market with the proven line of 
hydraulic valve lifters — ‘‘No-Lash.” 


SUPPLIER 





by Diesel Equipment Division 


mareiceay 
stributed by AC SPARK PLUG fee 


THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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|} announced the birth of his daugh- 
ter. 

‘I'm kinda weak and going 
around in circles,” the ad said, “s9 
right now is the time to see me. but 
I'm going fast, so don't wait too 


long. If you let me talk about my 
little girl, I'll give you a 10-cent 
cigar. Of course, if you buy a car, 


you can have two ten-cent cigars,” 


‘Warehouse’ Emptied 
NEW-CAR warehouse sale of 
+ 1955 Hudsons proved protfit- 
able for L. E. von Schultheis, San 
Francisco. The entire stock of 168 
units was sold in 10 days. The 
sale featured certification by the 
Hudson zone manager that each 
car was new and purchased from 

the factory. 


Moon & Green Cheese 


i*“@*URE, the moon is made of 
} & green cheese,” an advertise- 
ment by Bill Dalrymple Ford, inc., 
Vickburg, Miss., started off. 
“You don't believe it? Why 


shame on you! Just listen to the 
wild shouts of some car dealers, 
You'll learn a lot of things you 
didn’t know before! You'll be 
bombarded with statements like 
‘bargain basement prices’ 

‘pay only 75 cents a week’ and 
| other ridiculous claims, 


| “You'll find we sell fine cars,” 
the ad said. “Quality cars. At a 
fair price. You'll like our business 
methods. Come in look around 


we're glad to answer your ques- 
tions. No obligation. Helping you 
is our purpose. Coming in?” 
= > = 


What's in a Name? 


ttre biggest mail-count 
tion in the history 
TV, Philadelphia, occurred when 
Vice Potamkin (Chevrolet) gave 
away a new Bel Air sedan 
The winner offered the 


promo- 
of WFIL- 


best 





| mame for a lion cub born at 
| the zoo. Entries totalled 70,128 
month-long contest and 


| in the 
| the station said it broke all their 
mail-count records. 
The contest was plugged through 
|the month of May. Newspaper 
j}ads and spot telecasts also main- 


tained public interest in the con- 
test. The wjnning name? It was 
|“Prince Bandy.” 

* > 


|Art in Showroom 
HE showroom at Oden Motor 


Co., Inc., (Chevrolet), Albuquer- 
| que, N.M., is doubling as an art gal- 
| lery. Sales Manager W. K. Smart 


| has given local artists permission to 
display a limited number of their 
paintings in his showroom in con- 
junction with Albuquerque's 250th 
anniversary celebration. 
2 


Dealers Accent Used Cars 


7 special promotions by auto 

dealers attracted unusual atten- 
tion in Manchester, N. H. 

Cavanaugh Brothers 

(Hudson) held three weekly draw- 
|}ings, with used cars as prizes, in 
| connection with the firm's 35th an- 
| niversary observance. 

Dobles Chevrolet staged a “Vaca- 
tion Special” used-car sale in which 
buyers were given $100 cash to help 
pay for vacation trips. 

* * * 


Dealer Pickets Himself 


HE three-day sale of 200 Dodges 
and DeSotos staged by Ken 
Halnan Motors in Toronto’s Mutual 
Arena was picketed. But the pickets 
were supplied by Ken Halnan him- 
| self. 

The pickets carried signs com- 
plaining that the sale was unfair 
to automobile dealers since it 
offered such low prices. 

Halnan closed his showroom and 
moved his staff to the arena for the 
three days. The event drew 1,500 
persons which Halnan called a 
| “phenomenal reaction.” 

* * 


A Precious Guess 


OWELL-Cantrell, (Chrysler- 
Plymouth), Dayton, O. at- 
| tracted interest and traffic with a 
money-guessing contest. 

The firm covered the entire body 
|of a new Plymouth with dollars 


Motors 





| pennies, nickels, dimes and _ half 
| dollars. 
The “Money-Mobile” traveled 


|about the city, with a large over- 
|head sign instructing persons to 
|secure their free entry blanks at 
| the showrooms. The closest guess 
| won all the money attached to the 
car. 
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been 


has 
lot of things 


HE automotive 
blamed for a 
juvenile delinquency, 
attendance and, of course, “the 
slow strangulation of our cities.” 
But now it seems that traffic 
congestion may credit the auto- 
mobile age with being a major 

spur to slum clearance. 

A distinguished national commit- 
tee, spearheaded by the American 
Bar Assn., has finished its study 
of the most urgent problems of 
American urban life. Traffic, they | 
decided, headed the list. Parking | 
was the aumber one traffic prob- | 
lem 

Th 
ing 
neers, 
perts 
officials, 
officials 

They 


age 


low church} 


committee, made up of lead- 
lawyers, bankers, civil engi- | 
town planners, traffic ex- 
and transit and public 
talked directly to local 
and local citizen groups. 
are the ones who must 
initiate action. That's true whe- 
ther they receive State and 
Federal help or whether their 
projects are carried out by a 
municipal authority, privately, or 
by a combination of private and 
public enterprise. 

Few of our communities were 
planned at all and none for the 
autcmotive age. But growing con-|} 
cern about the traffic situation 
along with the increasing aware- 
ness of the social and economic 
benefits of urban redevelopment 
higher property values, easier 
transaction of business, more ef- 
fective fire and police protection 
and the reduction of public health 
hazards through traffic control 
make communities act now. 





Garages Are Tried 

“OME cities have resorted to| 
parking meters and charging} 
monthly fees for overnight park- | 
ing in densely populated sections. 
But since on-street parking slows 
up traffic flow by one-third, off-| 
street parking is the only solution. 

In big cities where land values 
are high, multiple garages were 
the first thing tried to meet the 
need for off-street parking. And 
the success of San Francisco's 
underground Union Square ga- 
rage, plus the Federal govern- 
ment’s interest in underground 
garages as bomb shelters, pro- 
moted the building of this type 
of parking facility. 

Chicago's program to do away} 
with blighted areas includes a pro- | 
posal to raise a street one story 
above the ievel of the present street 
to provide parking for 6,000 auto-/| 


mobiles below the new level. 
The Cafritz Building in Wash- | 
ington, D, C. features parking on} 


the same floors as offices. In Ann| 
Arbor, Mich., a municipal garage | 
has cleverly used the ascending | 
grade of a street on one side SO | 
that cars can enter directly from 
the street on two floors. The Gen- | 
eral Petroleum Corp. garage, in| 
Los Angeles, of corkscrew design— | 
a spiral ramp 60 feet wide with two | 
lanes of traffic and parking on 
both sides—saves about 30 percent 
in construction costs. 

A garage in Minneapolis uses the 
staggered-floor system, said to give 
more parking space than any level 
floor design. In Des Moines a Bow- | 


N.Y. Seeks to Tighten 


Truck Safety Controls 


ALBANY. — Gov. Averell Har- 
riman has called a meeting to 
consider tighter safety controls 
for tractor-trailer trucks, which | 
he termed “particularly danger- 
ous vehicles.” 

State officials and trucking | 
industry representatives will take | 
part, The governor said possible 
action would include _ special 
driver licensing standards; for 
installation of speed-recording | 
devices in trucks, and action | 
within the industry on checking 
equipment and hiring only quali- 
fied drivers with good safety 
records. 
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' | 
| ser System parking garage has ele- | block recently got busy making | 


vators that move both vertically | 
and laterally. 

The Beverly Medical Center in 
Beverly Hills has a prefabricated 
steel garage with 400 parking 
spaces for doctors, nurses and | 
patients. It is constructed so it | 
can be dismantled and relocated 
on a different site. 

If you’ve ever had anything 
stolen or a fender smashed or found 
your car late at night moved to an 
alley or untended on an unlighted 
parking lot, you'll be glad to know 
that large cities have ordinances 
that protect the parking-lot user. 

* * * 


Slum Gets Busy 


SURVEY of smaller cities 
showed that many of them do}! 


|! not regulate privately-owned park- 


ing lots—a number wrote to the 
committee to say they intended to 
adopt legislation in the future, but} 
not now. | 

Women York slum 


in a New 


Vether Buys Johnson 
Robert Johnson has sold his in- 
terest in the Independence (Ta.) 


Oldsmobile dealership to his part- 
ner, Calvin Mether. 


Almost Half 
the Cars On 


the Road Have 
Automatic 
Transmissions 


Cash in on servicing with Sicap-on 


17 








bright curtains while their hus- 
bands painted and repaired an old 
store to be used for the head- 
quarters of the Twenty-Seventh 


Street Council, The council — | 


tenants, landlords and representa- 
tives of city agencies — decided 
to clean up the block. 

There were many housing viola- 
tions. But that was not the only 
problem. Trucks, standing on both 
sides of+ the street, blocked side- 
walks so that mothers with baby 
carriages took the middle 
street dodging other trucks. 


Even before they got the curtains | 
| up, 


the License Department and 
police were getting after the 
truckers and a parking lot operator 
who leaves cars in the street. 

Even tenement dwellers can do 
a lot. But the real solution to the 
traffic dilemma—urban redevelop- 
ment—will mean the end of slums, 
through the Automotive Age. So 
let’s capitalize on it now. 

P.S. So-ooh, perhaps the fact that 
three out of every four automobiles 


in the world are in the U. S.-—better | 
than one for every three persons in| 


the U. S.—means that the automo- 
bile is making another tremendous 
contribution to progress. 


of the} 








| Buys Lucky Valve Grinder— 


Tony Turco, center, of Central Auto and Truck Co., Harlingen, Tex., was declared the 
winner in a contest sponsored by Albertson & Co., Inc., Sioux City, la., when he pur- 
chased the 150,000th Sioux valve face grinding machine. He won the machine as a 
| gift, plus a $500 savings bond. Making the presentation are J. B. Richardson, left, 

salesman, Motor Supply Co., Harlingen, who sold the machine to Turco, and Bill 
| Gray, Motor Supply manager. 
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Automatic Transmission Tools 


Yes, the trend is to automatics — and the 
servicing profits are going to shops with 


special tools like this Snap-on set. 


It’s 


quick work, too, because an estimated 70- 
75 percent of all transmission adjustments 
can be done externally with these tools — 
with transmission right on the car. Tools 
handle adjustments on Hydramatic, Dyna- 
flow, Powerglide, Fordomatic, Mercomatic 
and Powerflite transmissions. 


Simple with 


Snap-on Illustrated Booklet 


With this Snap-on set and the easy-to-fol- 


*Snap-on is the trademark of Snap-on Tools Corporation. 


SNAP-ON TOOLS CORPORATION 


8082G 28th Avenue e 


Kenosha, Wisconsin 


low Snap-on instruction booklet, included 
free, your mechanics can make the adjust- 
ments quickly, profitably. They simply 
follow the photographs and clear, simple 
directions. 


Get this automatic transmission set and 
special tool stand from your Snap-on man 
the next time he stops. 


ONLY $4.03 A WEEK 


Just $10.60 down and $4.03 a week 
puts the illustrated 2026-ATS set 
plus stand to work for you. 
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division of Olin Mathieson Chemi- 
cal Corp. Williams also will direct 
the company’s brass mills opera- 
tions at New Haven, Conn, 











*” ak * 
Millett and Bigelow Named 
Maynard R. Andreae, former zone manager at San Francisco. W. H. Millett has been appointed 
| executive vice-president, has been Robert H. Daneke has been sales manager and M. A. Bigelow 
| named president of Syncro Corp. named Buick district manager § Jr., has been appointed assistant 
Other appointments at Syncro are: in Portiand, Ore., succeeding sales manager, Ucon products, for } 
Richard F. Eberline, executive vice- Thomas Mason, transferred to Carbide and Carbon Chemicals Co, | 
president; Wayne A. Andreae, Los Angeles. a division of Union Carbide and 
secretary -treasurer; HoWart D. re ae Carbon Corp. ' 
Andreae, vice-president, and T. L-O-F Promotes McAnally ea ad sion Le 7 re- | 
' on vicnenraside ? search an evelopment on ( 
Frazer Carmichael, vice-president, Don McAnally, sales promotion * thetic fuide : fouiios on 
| research and development. anager L-O-F Gil Fib C syn ic fluids and lu cants 
* * * con te r, bU~ ‘ a i ibers of since 1946. Bigelow joined the com- 
. . nas been promoted to manager of pany in 1944. 
Shallway Names De Matteo distributor sales. He will head- ?*™ Se Ag 
Appointment of Frank De Mat-j| quarter at the general offices in : 2 
teo as controller and chief account- | Toledo, Avis Promotes Charmat:z 
ant of Shallway Corp. has been Pa Avis Rent-A-Car System has an- 5 
| announced. Goodrich Picks Morrison nounced promotion of Frank B. 5 
.| De Matteo was employed as an > a J i 7 Charmatz, Boston, to general man- 
accounting supervisor with Ford W. Scott Morrison, jr., has joined ager of the licensee division. Char- 
Motor Co.. Berea, O., before join- the sales staff of the associated matz will direct franchised 
ing Shallway. oe tire and SeConeun tee division, B. F. operations of the worldwide car 
* * * Goodrich a as oh district field rental system. He replaces Fred A, 
| ° , rs manager in the southwestern zone. Mudgett, Wellesley, promoted to 
Tops in Parts, Service Volume— | Pontiac Names King; —— joined Goodrich in Avis vice-president in charge of 
| tok: tod: 1946. ; ey i 
San Gabriel Valley Motors, San Gabriel, Calif., is the top Lincoln-Mercury outlet in Buick Picks Daneke : a oe car ope rations. oe 
i i i ; ing, P lane . 
parts and service volume thus far this year, according to R. E. Henderson, Los Thomas L, King, Port al ba 3 ae 
Angeles district sales manager. From left, Gene Scott, parts and service manager,, (Ore.) zone manager for Pontiac, Williams Is Appointed Carlson, Smith and Hecht 
and Eddie Abbott, service manager, explain the operation of a dynamometer used has been transferred to head the J. E. Williams has been appointed Elected by Twin Coach 
in tuneups to Henry Kearns, dealer; Roy E. Sutherland, manager, Mercury technical Los Angeles zone, Replacing him vice-president and general mana- Twin C — fin: tee aed te | 
service department; and Henderson. is Charles L. Keyes, assistant ger of the Western Brass Mills win Coac o. has elected three 


aoactesatin : new vice-presidents, W. H. Carlson, 
regional manager in Washington, 
and Stuart N. 
Smith and George 
R. Hecht, execu- 
tives of Twin 
Coach aircraft 
division, Buffalo. 
Carlson has 
been affiliated | 
with Twin Coach 
since the com- 
pany’s’ establish- 
ment in 1927 
Prior to his 





See, feel the lubricity! 





cool operation 


Micro-Torc sealing lips look and feel different, W. H. Carlson Washington post, 
too! Appearance is smooth finished; their he was Coast engineering manager. 
; : a His experience also includes serv- 
cool-running, high lubricity, no-seepage char- ice with Fageol Motors Co. of Cal. 
high lubricity acteristics are instantly apparent to the touch! predecessor of Twin Coach. Smith ® 


was works manager of the Buffalo 
plant. He joined Twin Coach in 
1946. Hecht was in charge of con- 
tracts and will continue to super- 
F vise their administration. He 
long life ~ joined Twin aoe - 1946. 
Rockefeller Joins Goodrich 
Election of David Rockefeller, 
New York, to the board of B. F. 
yoodrich Co. has been announced. 
Rockefeller is executive vice- 
president of Chase Manhattan 
Bank, with which he has been 
ee - associated since 1946; a director of 
positive sealing the Punta Alegre Sugar Sales | 
i Corp.; a director of Laboratory for | 
Electronics, Inc.; a _ director of 
Rockefeller Center and president 
of Morningside Heights, Inc., of 
New York. 


Clark Moves Up in Sales 


At Standard Pressed Steel 


Standard Pressed Steel Co., Jen- 
kintown, Pa., has named Leonard 
H. Clark, Syracuse (N. Y.) district 
sales manager, 
to the newly 
created post of 


* assistant to the 
= sales vice-presi- 


dent. 


Clark will co- 
ordinate sales 
promotion, adver- 


tising and mar- 
ket research. At 





For applications where temperatures are within —50° to 200° F, 





and shaft speeds are not over 2000 rpm with runout .015 or better, new the time of his 
National Micro-Torc oil seals should definitely be investigated. promotion, Clark 
— who has been L. H. Clark 
The Micro-Torc sealing member is perhaps the most interesting advance in a salesman since he joined the 
leather oil seals in 15 years. In hundreds of thousands of hours of actual | company in 1948 — was in charge 
licat Micro-T. Ish ently ch to 80% | |}of all sales work in New York 
application, Micro-Torc seals have consistently shown up to © less torque | State outside the metropolitan area 
and 10 times the life of other leather seals. Breakaway torque is normally only of New York Cy. 
How Micro-Tore works—Side of 20% of conventional leather seals, and Micro-Torc seals have operated * L 
chrome retanned leather lip is h d h | sas li | 
cued Gl am thease eed up to 100 hours dry at 1,350 rpm without sloughing or squea ing. Properly Whitney Named 
—- ee ee used, Micro-Torc seals provide positive sealing throughout service life. Lewis H. Whitney has _ been 
age through leather, enhances < a bs named president of Whitney Chain 
facther's naturel poretity te. re- Get complete details. Call nearest NMB Engineer, or write for Bulletin. Co. of Hartford, Conn. Other new 
fs natura Trost - - 
qain ln body of sontiag tip. Up Engineering help in your plant and ours. NMB’S Application Engineering | officers are Einar A. Hanson, vice- 


| chairman of the ‘board, and Bren- 
niss G. Tyrrell, executive vice- 


actually stores oil for dry or 


emergency running! Service is fast, expert, convenient. Yours for the asking: 


| 


. s CHICAGO, It... . we ee ee )6« )«6Room 462 McCormick Building, HArrison 7-5163 president. 
> *T.M.REG. soem. Ou1o. . . . . . «. . 210 Heights Rockefeller Bldg.. YEllowstone 2-27 20 *..9% * 
ALLAS, TEXAS. . . . «© « «© «© «© «© « « 2520 West Mockingbird Lane, Dixon 7541 \ eido’ ; 
paenere, (lana ay, ;. é + + & « « 13836 Puritan Avenue, VErmont 6-1909 Exide’s Sauer Retires | 
WNEY (Los Angeles Co. eee sh ae . . 11634 Patton Rd., TOpaz 2-8163 9 i 
mM rau + ~iwra bm INDIANAPOLIS, INDIANA . . o peony s 2802 North Delaware Street, Wz sa 3 133) | After 51 Years Service 
saoteas Cry, - Mo. eee ee a8 6 Oe ees 4445 Terrace, LOgam 662 | Herbert F. Sauer, who completed 
’ a) NS ea es a gw oR irginia Street, BRoadway 1-3234 a half century in the employ of 
Ore Naa) 21S Newark,N. J. . © 6 6 © © © «© «© « »« 1180 Raymond Bivd., Mlichell 2-7586 Electric Stor y Battery Co. os Web. 
: REDWOOD City, CALIF. ~ + «© « « « « « « Broadway and National, EMerson 6-3861 ctric age ba y 
¥ Wicuita, Kansas . . . « « 519 South Broadway, AMberst 2-6971 | 1955, has retired from its Exide 


| industrial division. 
NATIONAL MOTOR BEARING COo., : ‘INC, Sauer, who worked his way up 
Plants at Van Wert, Ohio, Redwood City, Downey and Long Beach, Calif. from office boy to become indus- { 
General Offices: Redwood City | (Continued on Page 19, Col. 1) 
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Auto Personnel 





(Continued from Page 18) 


trial sales manager of the firm’s 

midwestern region, was the fifth 

employe in the history of the com- 

pany to complete 50 years’ service. 
* * * 


Buick Appoints Peters 

Harold Peters has been named 
Buick district manager in South 
Dakota. He will headquarter in 
Huron, S. D. He formerly was a 
salesman for -a Buick dealer in 
Los Angeles and prior to that was 
a salesman for Russ Buick, Fargo, 
N.D 


* * * 


Zahrt Retires 


William D. Zahrt, assistant 
treasurer of Firestone Tire & 
Rubber Co. since 1929, has retired 
after 38 years with the company. 
Before becoming assistant treas- 
urer, Zahrt was southeast divi- 
sion credit manager in Atlanta and 
manufacturers credit manager in 
Akron. 


Blackburn Appointed | 


Charles M. Blackburn has been 
appointed commissioner of the 
Kentucky Motor’ Transportation | 
Department. 

© * 
International Appoints 
Manwaring in Engineering 

International Harvester Co. has| 
named Howard S. Manwaring, as- | 
sistant director of engineering | 
since 1953, to the position of direc- 
tor of engineering. | 

International said Manwaring | 
would place special emphasis on| 
motor truck and construction | 
equipment engineering activities. | 
Manwaring joined International in| 
1934. 


* * * 


Firestone Picks Mizelle 
William L. Mizelle has been ap- 
pointed manager of dealer sales for 
the Pacific Coast division of Fite- 


stone Tire & Rubber Co. He 
succeeds C. T. Wood, who has 
retired. ; 


» 


Mayolet, Hankins Picked 

Firestone Tire & Rubber Co. has 
appointed Joseph Mayolet and Bob 
Hankins as managers for the Los 
Angeles district. 


Mercury Names Bates 


In Region Marketing 

Robert E. Bates has been ap- 
pointed regional marketing mana- 
ger for Mercury's midwest regional 
office. 

Bates was formerly district mar- 
keting manager of the Robertson, 
(Mo.) Mercury district. He joined 
Ford in 1948 as technical repre- 
sentative at the Robertson office. 
He was appointed district parts 
manager early in 1950, zone mana- 
ger in 1952. 


*® * x 


Wellman Reelected 


D. T. Wellman, president of 
Wellman Bronze & Aluminum Co., 
Cleveland, has been reelected pres- 
ident of the magnesium Assn, 

” 


Drogas I oins W eldaloy 


Weldaloy Products Co. Van 
Dyke, Michigan, has added John L. 
Drogas to its sales department. Be- | 
fore joining Weldaloy, he was with | 
W W Alloys, Detroit. Previously | 
Drogas was sales engineer with | 
Detroit Brass & Malleable Co. | 


* * * 


Leece Names Webber 


James G. Webber has been ap- 
pointed a district representative for 
Leece-Neville Co., Cleveland. Web- | 
ber will work with company fran- | 
chise dealers in western Penr- 
sylvania and New York, and| 
Ontario and Quebec in Canada. He | 
joined Leece-Neville in 1941. | 


+ ” cd 
Warner-Patterson Picks 


Fox for New Department 


Irvin J. Fox has been appointed | 
manager of the newly-created mer- | 
chandising and market develop-| 
ment department of Warner-Pat-| 
terson Co., Chicago. 

The new department was devel- 
oped to work with automotive 
jobbers and oil companies on pro- 
motion of Warner’s line of auto- 


mobile radiator service products. 
Fox has been 12 years with B. F. 
Goodrich Co. 

* * * 


Fruehauf Names Pavela 


Walter R. Pavela has been named 
district director of fleet sales in 
northern California, Nevada, Utah 
and Idaho for Fruehauf Trailer Co. 


* * * 


Ely Heads Oxy-Catalyst 


Van Horn Ely jr. has been named 
president of Oxy-Catalyst, Inc., the 
Wayne (Pa.) manufacturer of cata- 
lytic air pollution control systems. 
He replaces Eugene J. Houdry 
who has become chairman of the 
board, 


* * * 


Huck Picks Butt 


Robert H. Butt has been named 
manager of the field engineering 
department of Huck Mfg. Co. He 


| 


| connection with Huckbolt and Huck | 


Rivet applications and driving tools, | 


* 


E astw ick Elected 


Joseph L. Eastwick, president of 
James Lees & Son Co., has been 
elected as a director of Budd Co. 

* * * 

Raimondi Joins American 


Ray Raimondi, former chief of 
reservations service, has been 
named as a sales representative of 
American Airline Ss. 

@ * 


Snider A ppointed 


Robert S. Snider, formerly affili- 
ated the special products division of 
Borg-Warner Corp., has been ap- 
pointed manager of development 
engineering at Maintenance, Inc., 
Wooster, O. 

* * * 


Plymouth Appoints Ondrus 


To Del. Conversion Post 


Joseph S. Ondrus has been 
named executive assistant, coor- 
dinating Delaware operations, for 
Plymouth. He will be responsible 
for pre-production matters at the 
newark (Del.) tank plant which 
is being converted to a Plymouth 
assembly plant. 


Corp. in 1936 and was director of 

budget and time study for Plym- | 
outh before being named to the | 
Delaware post. 


* * 


Mercury Names Burke 


J. Basil Burke, Los Angeles dis- | 
trict, has been named Mercury 
sales manager in the Washington | 


(D. C.) district. Maryland is in- 
cluded in this district. 
* * * | 


Progressive Picks Gordon 


Progressive Welder Sales Co., 
Detroit, has announced appoint- | 
ment of John D. Gordon as general | 
sales manager. He resigned from 
Studebaker-Packard Corp., May 18, 
1956. 





= ke * 


Lagerstrom, Holzmann, Hunt 


Appointed by Signal-Stat 

R. E. Lagerstrom has been 
named regional sales supervisor 
and C. A. Holzmann and Pete 
Hunt West Coast sales representa- 
tives for Signal-Stat directional 
signals and lighting equipment. 

Holzmann’s territory encom- 
passes Oregon, Washington, and 
Western Idaho, while Hunt, former 
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| Standard Parts Assn., will cover 
Southern California, Arizona, and 
southern Nevada. 


In line with the expansion of its 


West Coast operation, Signal-Stat 


has established warehousing facili- 


ties at 2720 S. San Pedro St., Los 


Angeles. 


* * * 


IR & M Picks Hazelwood 
'To Direct Sales Setup 


George A. Hazelwood has been 
appointed executive vice-president 
|}and treasurer of R & M Mfg. Co., 
Orlando, Fla. He will be responsi- 
ble for all sales activities of the 
company which processes bonded 
brake shoes. 


* * * 


|\GM Appoints Megee 
| Assistant Comptroller 


Howard W. Megee, assistant 
treasurer in General Motor’s New 
York office since 1949, has been 
named general assistant comptroller 
of the corporation. 

Frankline H. LaRowe has been 
appointed to succeed Megee. La- 
Rowe has been director of the finan- 
cial analysis section of the treas- 


* will 


field problems in Ondrus, 38, joined Chrysler 





field secretary of the National | urer’s office since 1953. 


ALEMITE ANNOUNCES AWN 


TAU Ca Chassis Lubricant | 


Protects better! Won't 
wash out! Won't pound 
out — stays put! 





There’s much more than its color that’s new and 
different about Alemite’s revolutionary new, 
longer-lasting Alduralube chassis lubricant! It’s 
the modern lubricant that’s scientifically formu- 
lated for today’s tighter chassis. Fortified with ex- 
clusive Alemite AO-1 to prevent oxidation and to 
give longer service life. Only Alduralube contains 
extreme pressure additives to give greater protec- 
tion against wear. 

Alemite Alduralube gives you more lube jobs 
per pound. Its selected heavy-bodied base oils pro- 
duce unusually high tackiness to make it stay 


Formulated especially 
for new ball joint 
suspensions! 


Temperature-controlled 
consistencies assure 
easy handling! 


“put.” Can’t be displaced by roughest shock loads 
or rugged driving. Gives a softer-cushioned ride 
and easier car handling. 

Switch to new Alemite Alduralube now. Your 
customers will like the difference — and let you 
know they do with steady repeat business! 


Contact Your Alemite Distributor Today! 


ALEMITE ; 


066. U6. PAT. OFF 


PaaS a 


: F 


Alduralube Chassis Lubricant Tn: 


A Product of STEWART-WARNER CORPORATION 
1826 Diversey Parkway, Chicago 14, Illinois 





‘This 1909 Hudson, 
with 2,/26 other 


THE FIRST car to bear the proud Hudson name 
was this Model 20, introduced in July, 1909. One 
of the first low-priced cars, it sold for $900 f.o.b. 
Detroit—featured a selective sliding gear transmis- 
sion and a 4-cylinder vertical engine. Over 4,000 
were sold in the first year—a record up to that time! 








he rules of the race were simple: sell enough 

cars to stay in business. The prize was 
tremendous: a permanent place in the world’s 
greatest industry. 2,726 cars started the race. 
2,709 of them fell out. 


Hudson won! 


Hudson offered a quality product—a car a man 
could be proud to own. Hudson offered value— 
more, per dollar, of the things a buyer really 
wanted in an automobile. Hudson offered ex- 
clusive features—over 80 important industry 
firsts in its 47-year history. 


And the story’s the same today! 


The brand-new Hornet Special V-8, for ex- 
ample, features American Motors’ own V-8 


engine . . . the world’s newest. It combines 
big-car roominess and luxury with small-car 
handling . . . blazing performance with out- 


standing economy, even on regular gas. And 
it offers all this at a new low price! 


entered a race 
ricars... And Won! 





Yes, firmly established as a fast-selling, profit- 
able line, Hudson and Rambler cars still offer 
buyers (and dealers) more for their money. 
Exclusive single-unit construction; exclusive, 
three-times-smoother Deep Coil springing; ex- 
clusive, low-cost All-Season Air Conditioning— 
these are just a few of the American Motors 
firsts that can help you sell Hudson and 
Rambler cars in volume. 


And the profit is one of the industry’s best! 


If you’re ready to progress with this complete 
line of fine cars, look into the profitable Hudson 
franchise. For details on choice dealership op- 
portunities still open, contact your nearest 
Hudson Zone Office; or write: V. E. Boyd, 
General Sales Manager, Hudson Motors Division, 
American Motors Corporation, Detroit 32, Mich- 
igan. (In Canada, contact: L. E. Fenn, General 
Sales Manager, Hudson Division, American 
Motors Sales of Canada, Ltd., 2951 Danforth 
Ave., Toronto 13, Ontario.) 


Hudson 


HORNETS - WASPS - RAMBLERS - METROPOLITANS 


1CAw 
«* 


Products of American Motors 


“ Tune in “DISNEYLAND” —ABC-TV Network 


RAMBLER 


THE NEWEST new cars on 
the road today are the 1956 
Hudson and the 1956 Rambler. 
Leading their field in room and 
comfort, they’re top per- 
formers—offered in a range of 
models that covers 95% of the 
new-car market. Model for 
model and price for price, they 
offer more demonstrable selling 
features than any other make! 


HORNET 
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NEW PROD 


tracto Pump has a sealed, explo-| 
sionproof motor submerged in and 
cooled by surrounding gasoline, it 
is said. Permanent lifetime lubrica- 
tion is sealed in at the factory and 
the pump is said to be weather- 
proof and foolproof. The pump is 
accessible for servicing through a| 
small manhole cover and can be 
easily removed in a few minutes, it 
is claimed. 


RATCHET WRENCH—A one-piece, open 
end roller Swagelok ratchet wrench has 


| 884 East 140th St., Cleveland 10, O. The 
ordinary end wrenches and is faster than 
box wrenches, is designed for use with 
the two most widely-used sizes of tube fit- 
The wrench automatically equalizes 
torque over five corners of hexagon nut, 
| it is said. 

<= 
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ANTENNA STAFF—A replacement for 
auto antenna staffs that are broken off 
has been developed by Snyder Mfg. Co., 
Philadelphia, Pa. The chrome-plated, three 
section auto antenna staff, model RE-8, 
will fit virtually every make of antenna, 
it is claimed. The bell-shaped base of 
the replacement antenna staff fits over 
the old antenna base, from which the 
original staff was removed. A few turns 
of a special socket wrench, which comes | 
with the model, firmly fixes the staff, it 
is said. The RE-8 sits 22 inches when 

















collapsed, and stands 56 inches when | 
extended. 
a ee ig TIRE CONDITIONER — Then Ken-Way | as 
| tire conditioner is said to true, regroove | 
and de-skid tires in simple and safe | So &S 
operations. Requiring only a small area | 
in a shop, the conditioner is 32% > 
inches long, 22% inches wide, and is 38% | 
inches high in the front and 39% inches | 
high in the rear. Big Four Industries, | as 
Inc., 5938 ee ——— Cincinnati, O. ex 
ss 
en, 
FUSES — A range of fuses encom- 
| passing physical sizes from Y% by %&- 


| inch to 13/16 to 10 inches, in ratings up 
to 10,000 volts, have been marketed. In 
the small dimension series, the fuses are 
manufactured encased in glass, ceramic, 
or fibre. All standard ratings, quick 
blowing and time lag, are available, it 
is claimed. Sightmaster Corp., 111 Cedar 
St., New Rochelle, N. Y. 
+ * * 





VISE—The Palmgren No. 55 all-angle 
vise is said to provide a quick, easy 
setup for any machining operation that 
requires a simple or compound angle. The 
unit has three separate adjustments for 
angle setup. The swivel base is graduated 
360 degrees for all horizontal positions. 
Vise may also be set at angle from 0 to 
90 degrees on its side, and locked in 
position. Vertical angles from 0 to 90 de- | 
grees may be obtained by setting the | 
top hinged base in position and locking 
the support arm screws. Both the vertical 
and compound angle bases are graduated 
0 to 90 degrees for quick setup. Chicago 
Tool and Engineering Co., 8383 S. 
Chicago Ave., Chicago 17, lil. 

"2's 





Nameplate Remover 


| A kit for removing Scotchlite 
| reflecting nameplate without dam- 
aging the finish of the car has been 
| introduced by Thomas Ward, Box 

TIRE PUMP—The Enginair tire pump | 2131, Wadsworth, Philadelphia 50, 
is spark plug model for cars, trucks | Pa. One kit will handle more than 


and tractors that is said to fit any gaso- | 100 cars, it is claimed. 
line engine built since 1930. The pump | 
comes equipped with four different spark | 
plug thread sizes, a flexible hose 16 feet | 
|long and a tire gouge, with one-pound | 
graduations. The unit is said to pump 
up to 105 pounds of air without harm | 
to the engine. G. H. Meiser & Co., 
327 E. Marquette Rd., Chicago 37, Ill. 
= Ss 
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EXHAUST HOSE — A flexible, non- 
crush neoprene exhaust hose, in three 
popular diameters, is being marketed by 
©. E. M. Products Co., 5651 N. Ashland 
Ave., Chicago 26, Ill., for use in exhaust 
removal systems. The E-Z-Flex hose, with 





WHEEL CYLINDER CUPS — A series of 





the oon — ers see wheel cylinder cups, designed for im- 
withstand temperatures of - jo CARPORT — A carport, made from zinc | proved service in today’s high speed, 
degrees Fahrenheit, and resists the cor- ; : ‘nian e : . 

} : ~ | plate steel, is being marketed in “‘do-it-| quick stop operation, has been an- 
roding effect of gases, oil, grease, MOls- | yourself” kits by Childers Mfg. Co., 3620} nounced by Eis Automotive Corp., Mid- 
ture, fumes and heat, it is claimed. W. llth St., Houston, Tex. The use of | dletown, Conn. The Eis “E” series cups 


* * * 


Submersible Pump Designed 


For Use in Service Stations 
An easily extractable, submersible | 


cold formed steel framing eliminates the | are molded of a compound that with- 
need for extra bracing, and the finished | stands high heats, yet remains flexible 
assembly will withstand winds of hurri-| down to 50 degrees below zero, it is 
cane velocity, it is claimed. Exclusive| said. The cups come with special ex- 
drain feature is said to prevent rain | panders, and are available in all sizes. 
pumping unit for remote systems in| drip from the sides, and gives maximum | SPs 
service stations has been introduced weather protection. Dimensions are 10 | Reinforced Film Tape Added 
by Wayne Pump Co., Salisbury, Md./ feet wide by 20 feet long, with end) eta Ea ae 
Designed to be installed entirely | openings larger than the average singie To Permacel’s '2 in I’ Line 
withi> ‘he tank, .the Wayne Ex-! garage. 








been marketed by Crawford Fitting Co., | 


patented wrench, which grips tighter than | 


tings—'4-inch and %-inch, it is claimed. | 


An electrical grade-rayon rein-| 


UCTS 


forced film tape, the latest addition 
to a line of “2-in-1” electrical tapes, 
has been developed by the Permacel 
Tape Corp., New Brunswick, N. J. 

Designated Permacel 246, the new 
tape is reported to combine out- 
standing physical and mechanical 
properties with high insulation re- 
sistance and high dielectric 
strength. 


The tape’s high tensile strength, 


tear strength and shock resistance 
permits it to withstand breakage 
caused by high stresses which are 
prevalent in heavy duty electrical 
equipment, the company said. 

* * * 





COWL ORNAMEN T—Designed for 
1955-56 Chevrolets and Pontiacs, the Jet- 
| Air-Scoop cowl ornament is installed over 
|the cowl with two metal screws. Avail- 
| able in chrome plate, also to match car 
| finishes. The unit is said to insure steady, 
dependable fiow of air into car interior, 


|and eliminates snow, rain and slush 
from entering car. Dethmers Mfg. Co., 
| Boyden, Ia. 

> + * 





COMPRESSION TESTER The Allen 
Precisiontest Hi Compression tester is 
said to have screw-in adapters which 
require no wrenches and will fit 14 mm, 


18 mm, or %-inch spark plug opeings. 


| Three other compression § testers are | 
| offered by the company. Adapters for 
}all models are also available. Allen 


Electric & Equipment Co., 2101 N. Pitcher | 


St., Kalamazoo, Mich. 
> * * 
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NAMEPLATES—Nameplates and name- 
strips, molded from plastic and provided 
with plastic pins on the back to fit into 
holes on the product, have been an- 
nounced by Berglund-Swenson Co., Inc., 
550-27 Elm St., Arlington, N. J. Called 
Namettes, they are available in a wide 
variety of sizes and styles. They are 
attached by simply pressing the plastic 
pins on the back of them into cor- 
responding holes in the product, it is 
claimed. 





| 


PAINT SPRAY REGULATOR — The re- 
| designed Sharpe No. 18 regulator is now 
| available with three regulated outlets, 
| Y-inch standard iron pipe ID %-inch 
inlet or with two regulated outlets and 
|@ mainline air pressure bypass. In add 
tion, the redesign includes a simplified 
valve seat and new design construction 
which permits easy servicing of the dia 
phragm by merely removing the regu 
lator head, it is claimed. Sharpe Mfg. 
R & D Improvements, 1224 Wall St., Los 
Angeles, Calif. 








TACHOMETER—The Sirometer, a vest- 
pocket tachometer which transforms 
| vibrations of motors and other machinery 
into revolutions per minute, has been 
marketed by Precision Instrument Service, 
301 Franklin Ave., Franklin Square, L. L., 
N. Y. The revolutions per. minute can be 
read on the upper scale, and the cycles 


per second on the lower scale. Direct 
reading from 800 to 25,000 r.p.m. is 
possible. 

* * * 





BRAKE LINING POSTER—This large 
fused fabric brake lining poster for dealer 
| displays is part of Rusco'’s advertising 
campaign, designed to give further 
stimulous to growing public interest in 
better quality brake lining for greater 
driving safety, according to Russell Mfg. 
Co., Middletown, Conn. Rusco is stepping 
up its promotion of fused fabric brake 
lining to capitalize on this growing trend, 
it is said. 





BATTERY PROTECTOR—A battery protec- 
tor, called Protect-O-lLarm, for vehicles 
|} and boats has been announced by Delta 
| Mfg. Co., Box 4815, Cleveland 26, O. 
Measuring 4 by 2% by 2% inches, the 
junit clamps to the steering column or 
mounts under the dash. When the ignition 
is turned off and lights or radio are 
| accidently left on, the unit buzzes a 
‘warning to the driver, it is claimed. 


Tweet-Tweet 


@ If you want to stop a woman with an idea— 
as arrestingly as a cop’s whistle stops traffic 

at Woodward & Jefferson—tell her about it in her 
own language. Then she sees you understand 

her. She stops and waits and gives you 

her full attention. 


@ The best place to stop her this way is in 

a magazine that stops her with ideas for women 
on every page. This means her own magazine. 
Not one that changes signals on her—between 
what’s for her ears and what’s for his. 


@ The magazine that stops the most women 
with the most ideas is Ladies’ Home Journal. 
In the Journal, she’s sure you’re talking only to 
her. So if she sees your new car in the 

Journal, it seems more personal and important. 
She'll stop and look and listen. And 

remember: a woman always stops, looks 

and listens before she goes! 


Never underestimate the power of the No. 1 magazine for women... 


— JOURNAL 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Columbus, O. 


June registrations of new cars in| 


Franklin County (Columbus), O., 
totalled 2,432, a decline of 6 percent 


from the 2,586 registrations of the} 


previous month. 


By makes, registrations were: 


Chevrolet, 672: Ford, 634; Pontiac, | 


212; Buick, 184; Oldsmobile, 
Plymouth, 162; Dodge, 117; 
eury, 77; DeSoto, 40; Chrysler, 37; 
Cadillac, 35: Volkswagen, 21; Nash, 


15; Hudson, 11; Studebaker, 9; 


169; 


Clipper, 6: Imperial, 3; 
2; Alfa Romeo, 1; Austin, 1, 
Hillman, 1. 


Tax-paid used-car transactions in| 
virtually 


June amounted to 5,935, 
unchanged from the 
month's 5,950. 

Registrations of new trucks in- 
creased 38 percent, from 215 in 
May to 297 in June. Tax-paid 
used-truck deals totalled 296, com- 
pared with 382 in May. 


previous 












LABOR CHARGES 


in hours and tenths, au- 
tomatically figured at 
your scale per hour. 
Covers repairs for all 
cars. Prevents errors. 





PARTS 


PRICES 


for all makes, arranged 
alphabetically; and mod- 
els back through 1949— 
hard tops, convertibles, 
station wagons included. 


Mer-| 


let: and Ford, 
New-truck registrations by make | tional, 


Use the 3-in-] 


|were: Chevrolet, 88; Ford, 75: 
Dodge, 60; International, 36; GMC, 
26; White, 7; Mack, 2; Reo, 2, and 
Diamond T, 1.- (Bert Strang. ) 

* % 


ciation 
Dealers in Harris County (Hous- 


ton), Tex., delivered 4,113 new cars 
during June, a decline of 10 percent 
from the 4,553 deliveries recorded 
in May. 


New-truck registrations, mean- 


| while, declined 21 percent, from 678 
Packard, 8; Willys, 8; Lincoln, 7;| 
Mercedes, | 
and| 


in May to 534 in June. 

By make, new-car registrations 
were: Chevrolet, 1,397; Ford, 1,- 
072; Buick, 331; Oldsmobile, 255; 
Plymouth, 240; Mercury, 212; 
Pontiac, 201; Dodge, 109; Cadil- 
lac, 86; Chrysler, 37; DeSoto, 32; 
Packard, 26; Hudson, 25; Nash, 
24; Lincoln, 23; Studebaker, 22; 
Willys, 4; Imperial, 3, and miscel- 
laneous, 14. 

Truck registrations were: Chevro- 
193 each; Interna- 


78; 25; GMC, 20; 





Dodge, 








More Profit 


ON EVERY 
REPAIR JOB 








Deluxe Auto 


PARTS and LABOR 


MANUAL 


YEAR'S SERVICE, JUST $16.50 


For speed and accuracy in your estimating 
and billing and a profit on collision, chas- 
sis, mechanical, 
pairs, order the DeLuxe P & L Manual 


trim, glass or body re- 


at $16.50 or the Standard P & L Manual 


ILLUSTRATIONS 


of 1954-56 bodies—-with 
assembly views of front 
and rear suspensions, 
grilles, power steering, 
front bumper. 


Lists all cars hack since 1947 
11% ton capacity since 1949. 


“as is” or wholesale values: 
your subscription now. 


NATIONAL MARKET 


Avenue 






eal MUM a ham Literal 


NATIONAL MARKET REPORTS, 


30- day free-trial guarantee. 


a 
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> Pacific Coast Edition 


Check enclosed. 


Street address_ 





—_—— ee ee ee ee 


\ Ordered by———__ pe 


~ 


and trucks through 
Revised edition every 
six weeks includes finance or cash values; average 
realistic average retail 
values and all other important data—for your area. 


A powerful, profitable sales tool—and recognized as 
the nation’s used car authority for 45 years. 


REPORTS 


INC., 900 S. Wabash Ave., Chicago 5, lil. 


Please enter our order for 1-year’s service indicated below, subject to your 


DeLuxe Edition of P & L Manual combined with *‘ 


Ty sedeanlatiooedea 


(which omits the Illustrations) at $12.50. 
Both editions contain the latest figures 
and the year’s service assures you of up- 
to-the-minute revisions. 
on this authority for exact quotations. 
Your satisfaction is guaranteed. 


The Official RED BOOK 
USED CAR APPRAISALS —$7 YEAR 


52,000 users rely 















Mail 


INC 


i. ae 





Illustrations” $16.50 


National Auto Parts & Labor Manual—Standard Edition.............. $12.50 
Red Book Official Used Car Appraisal Guide...........c..ccccccccceeeeeesees $ 7.00 


| 

| 

| 

| 

Bi nati carte caechachcsstschbenhsadcieinns $ 9.50 | 

- Automotive Service Digest, Ome yeat.............ccscccccsesescseessesesseeseeeeenes $ 3.00 
] 


[) We'll pay postman on delivery (plus charges) 


On 


State 
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White, 11; Mack, 5; 
GMC bus, 2; “Studebake We, as 
2, and Ford bus, 1.—‘(Ruby Fenog- 
lio). 


Autocar, 2; 


Birmingham, Ala. 
Sales of new cars in Birmingham, 


Ala., dropped 6 percent in June, | 
totalling 1,458 as against 1,559 in 
May. 

3y makes, registrations were: 
Chevrolet, 535; Ford, 344; Buick, 
136: Oldsmobile, 90: Pontiac, 82; 
Plymouth, 81; Mercury, 47; Cadillac, 
32; Chrysler, 30; Dodge, 27; DeSoto, 


15; Studebaker, 11: 
| Lincoln, 8: Austin-Healey, 
| 3: King Midget, 1: Jaguar, 
wagen, 1, and Willys, 1. 


Riddle.) 


Packard, 9; 
3; Nash, 
1; Volks- 

(Stuart 


Cleveland 

A leveling-off of car sales in the 
Cleveland area was indicated in the 
first week of July. Registrations of 
new-cars totalled 1,313, compared 
with 2,083 in the preceding week. 

Used-car sales also fell—to 1,689 
from 2.001 in the preceding week. 

Commercial vehicles continued 


strong, with new-truck sales total-; 


deals 
well 


ling 105 and used-truck 
amounting to 71. Both were 
above year-ago totals. 

Total new-car sales in June were 


7.355, slightly below the May total 
of 7.580. By makes, registrations 
were: 

Chevrolet, 1.860; Ford, 1,679; 
Buick, 655; Plymouth, 573; Olds- 
mobile, 554; Dodge, 438; Pontiac, 
423; Mercury, 396; DeSoto, 172; 
Chrysler, 154; Cadillae, 154; Lin- 


coln, 82; Nash, 62; Studebaker, 50; 
Hudson, 26 Volkswagen, 23; Met- 
ropolitan, 14; Packard, 11; Clip- 
per, 10; Imperial, 8; MG, 3; Jag- 
uar, 2; Mercedes, 2; Austin, 1; 
Alfa Romeo, 1; King Midget, 1, 
and Triumph, 1. 

New-truck registrations in June 
amounted to 578, an increase of 10 
percent over the May total of 525. 


By make, June registrations were: 
Chevrolet, 157: Ford, 153: Interna- 
| tional, 96; Dodge, 69; GMC, 25; 
White, 25; Diveo, 18; Willys, 9: Reo, 


7; Mack, 6: Diamond T, 5: Volks- 
wagen, 4; Autocar, 2: Flexible, 1, 
and Studebaker, 1.—(Sanford Mar- 
key.) 


& * * 


Manhattan, Kans. 


New-car sales during June in 
Riley County (Manhattan), Kans.., 
slumped 15 percent below May, ac- 
cording to the county treasurer's 
| office. 

There were 109 units registered in 
June, against 129 in the previous 
month. 

Sales by makes in June were: 
Ford, 33; Chevrolet, 28; Pontiac, 
Oldsmobile, 7; Mercury, 6; 
Buick, 4; Nash, 4; Plymouth, 4; 
Dodge, 3; Packard, 3; Studebaker, 
3.; Cadillac, 2, and Triumph, 1. 
Used-car sales also were on the 
downward trend in June, with 354 
units registered, compared with 422 
in May. 

Sales of new 





trucks held about 


| steady. There were five sold in June, 
| four in May. Sales by makes: Chev- 


rolet, 2: Dodge, 1; 
ternational, 1. 

Used-truck sales also held about 
steady, with 29 sold in June against 
28 the previous menth.—(George M. 
Hunholz.) 


GMC, 1, and In- 


* * * 


Miami 


The new-car market in Miami is 
in the doldrums. 
Several smaller dealers say they 


are moving what cars they can ob- 
tain, but the big Three dealers re- 
port demand is quiet. 

Several are pushing 1956 “execu- 
tive” and “demonstrator” cars. 
(G. S. Connell.) 

* x * 
Detroit 


The June market for new cars in 
Wayne County (Detroit) paralleled | 
May almost exactly, according to | 
the Detroit Auto Dealers Assn., 
which listed 12,156 registrations in| 
June, compared with 12,055 in the! 
previous month. | 

Chevrolet bqosted its leadership | 
by registering 3,651 cars, for 30.04 | 
reent ef the total. Ford was a | 


| 


distant second with 2,689 regis- 


Willys, | 


| 





Fleet Addition— 


Merchants Motor Freight, Inc., Minne 
apolis and St. Paul, has expanded its 
highway transport fleet with the addition 
of 117 new Kenworth cab-beside-engine 
trucks. The Kenworth CBE 522 trucks, with 
fifth-wheel assembly, have a chassis 
weight of 10,990 pounds each. The 
capacity is 71,000 pounds gross combi- 
nation rating. 
trations and 2 
total. 

Other registrations (with market 
penetration percentages in paren- 
theses) were: Buick, 1,030 (8.47); 
Oldsmobile, 886 (7.29); Plymouth, 
852 (7.01); Mercury, 677 (5.57); 
Dodge, 508 (4.18); Pontiac, 456 


2.13 percent of the 





| (3.75): Cadillac, 425 (3.50); DeSot« 
219 (1.80); Chrysler, 191 (1.57); 
Nash, 167 (1.37); Lincoln, 142 (1.17 
Studebaker, 59 (0.49); Hudson, 
(0.36): Packard, 44 (0.36); Clipper, 
26 (0.21); Imperial, 15 (0.12); Willy 
3 (0.02), and miscellaneous, 
(0.59). 

Truck registrations, at 961, ws 
down, 5 percent from the previou 
month's total of 1,012. Registration 
by make ‘along with percentage « 
penetration) were: 

Ford, 313 (32.57): Chevrolet, 

(31.74); Dodge, 150 (15.61): GMC 

(6.76): International, 65 (6.76) 
White, 22 (2.29): Divco, 12 (1.25 
Mack, 9 (0.94): Autocar, 6 (0.62 
Diamond T. 5 (0.52); Studebaker, 
(0.42): Willys, 4 (0.42), and Reo, 1 
(0.10).— (Robert M. Lienert.) 


} “ * 
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or 


New Orleans 


New-car registrations for June 
in New Orleans dipped to 1,962 
units, a 10 percent decline from 
May’s 2.182. 

Truck sales for June _ totalled 
237, down 26 percent from the 320 


registered in May. 
Car sales by 

Sune were: 
151: Pontiac, 


individual make 
Chevrolet, 697; 
199; Oldsmo- 
bile, 154; Buick, 130; Mercury, 
90; Plymouth, 73; Cadillac, 37; 
Chrysler, 28; Studebaker, 23; 
Volkswagen, 15; DeSoto, 13; Lin- 
coln, 13: Packard, 12; Dodge, 8; 
Nash, 6: Hudson, 5; MG, 3; 
Jaguar, 1; English Ford, 1, and 
Renualt, 1 

Truck sales were: Chevrolet, 95; 
Ford, 89: International, 30: GMC, 
27: White, 6; Studebaker, 3: Dodge, 
1: Diamond T, 1, and Willys, 1. 
(Gordon Hebert.) 


in 
Ford, 





{ Siren Celebrates Deals... 
bea 


Kellas Spurs Salesmen 


By Donald M. Lyons 


rrespondent 

MINNEAPOLIS. From a $45- 
a-week shoe clerk to a $50,000 a 
year Ford dealer is quite a jump, 
but that is the record of Bill 
Kellas. 

In 1950 Kellas got married, 
stopped fitting shoes and started 
selling cars. The place was 
Hull-Dobbs in Los Angeles. His 
record: Joined in April, second 
in sales in May, top salesman in 
June with $1,800 for his efforts. 
At Bill Kellas Ford, Kellas puts 
the accent on “human relations.” 
Rival dealers are constantly ask- 
ing him for copies of his “prog- 
ress chart.” And no wonder 
Kellas’ top salesman already has 
sold 84 cars this year. 

The “progress chart’ combines 
sales and personal information on 
Kellas’ salesmen. Anniversary and 
birthday cards are mailed to the 
salesmen from data recorded on 
the charts. They also give ammu- 
nition for weekly interviews Kel- 
las has with each cf his 15 sales- 
men. 

When one 


Staff c« 


of the salesmen 
scores a sale, he cranks the 
“make-a-deal” siren in the show- 
room. Kellas feels that the siren 
spurs the men on and develops 
a certain “esprit de corps.” 

Kellas appears personally on tele- 
vision to promote his dealership. | 
According to Kellas, he is 
lowest pressure dealer in town.” 
Once a week he tells televiewers 
of the “supermarket volume and 
personalized service” at Bill Kellas 
Ford. _ The 
the thing that rings the sales bell, 
he points out. 

“Our” Satisfied _customers are- the 





“the 480 Lexington Ave., 


company’s best salesmen,” Kellas 
declares. 

For the unveiling of the ’56 
model, Keilas imported Scotch bag 


and sword dancers from 
nearby Macalester College in St. 
Paul. Kellas alsc hires local foot- 
ball stars like Gino Capeletti, Min- 
nesota quarterback. Gino turned 
out to be a good drawing card and, 
incidentally, a good salesman. 


pipers 


Hertz to Double 
West Coast Fleet 


CHICAGO. Hertz Corp. has an- 
nounced that it is spending more 
than $5 million to double its fleet of 
rental cars on the West Coast. 

Joseph J, Stedem, executive vice- 
president, said Hertz had doubled 
its car rental fleet on the Coast 
every two years since 1951, reach- 
ing a record high of 2,500 cars in 
1955. This year, he said, volume is 
running at a rate more than 50 per- 
cent over last year. 


Car Owner Handbook 


Written for Layman 


NEW YORK. Tom McCahill’s 
Car Owner Handbook, written for 
the nontechnical reader, has been 
published by Arco Publishing Co., 
New York 17, 
YY; 

The book, priced at $2, tells how 
to buy new and used cars, how to 
break in a car, how to test it, how 


personalized service is|to be a good driver and how to get 


the best mileage. Some 255 photo- 
graphs are scattered liberally 
| through its 144 pages. 


Automotive News 
A semi-permanent binder to retain this 
publication for ready reference. 


A quality binder that will stand the gaff. 


This binder is covered with black Le- 
vant leather cloth, has stiff sides, holds 26 


issues of 


Automotive News in removable 


metal blades. Price $7.50 postpaid. 
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Highways & Safety 


Thanks to the cooperation of the 
Buffalo Automobile Dealers Assn., 
Buffalo has 847 new candidates for 
the city’s safest driver. They’re 
graduates of the first citywide 
course in automobile driving for 
high school seniors. 

The 17 1956-model automobiles on 
which they practiced were returned 
to association members who loaned 
them for “behind the wheel” in- 
struction. 

In more than 50,000 miles of driv- 
ing, the students banged only four 
fenders--one on a passing automo- 
bile and three rear fenders on their 
own cars, mostly by backing into 
things while parking. There were 
no personal-injury accidents. 

Total enrollment for the course 
was 996, indicating that 149 stu- 
dents failed or dropped the course 
before the final exam. 

Martin H. Doebert, co-ordinator 
of driver education, said the course 
was an “unqualified success.” De- 
pending on funds available, schools 
hope to offer it as an elective to all 
high school seniors again next Sep- 
tember. 


5 Topics Picked 
For Maine Youths’ 
Safety Conference 


Maine high school students have 
selected five topics for discussion 
Sept. 28-29 at the Governor's Youth 
Highway Safety Conference to be 
held in Augusta. 

Some 200 students are expected 
to attend the affair, which will be 
held in conjunction with the adult- 
level Governor’s Highway Safety 
Committee. 

Questions picked by the students 
are: 

1. How may methods of inspect- 
ing cars be improved? 

2. Do “drag strips” aid in devel- 
oping safe drivers? 

3. What recommendations should 
be made to the Legislature for im- 
provements in the minimum speed 
law? 

4. At what grade level should 
driver education be taught, and 
should it be compulsory? 

5. Should the method of obtain- 
ing a driver’s license be changed 
and, if so, how? 


One-CLar Accident 
Factors Studied 


How can Ohio motcrists 
a sizeable sum from the $200 mil- 
lion annual state “budget” for auto 
accident costs? 

That's the question Chio State 
University researchers are 
attempting to answer in a current 
study of one-car accidents. 

The study is presently concerned 
with one-car accidents in Frank- 
lin County and the surrounding 
area. During the summer months, 
however, the study will be ex- 
panded to include the remainder 
of the state. 

Purpose of the investigation is 
to attempt to determine the influ- 
ence of the four general factors 
on auto accidents road condi- 
tions, weather conditions, the au- 


tomobile and its driver. 
* * 7 


Woman Driver 
Girl Succeeds Brother 
As Maine Champ 


Patricia Ledger, 17, is a woman 
driver. She’s also the most skilled 
young auto pilot in the state of 


Maine, a title she gained by best- | 


chop 


ing 22 boys and one cther girl in| 
the state Jaycee Teen Age Road-e- | 


o finals. 


She’s the second Road-e-o cham-| 


pion in the Ledger family. Her 
brother, William, topped the field 


in last year’s state event and went | 
on to capture the national cham- | 


pionship in the finals in Washing- 
ton. 

The Ledgers live in Portland 
where their father, William B. 
Ledger, conducts driver-training 
classes at Portland High School. 

cs * oF 


New Mexico’s Roadblocks 


Seek to Cut Accidents 


Safety roadblocks are being con- 
ducted in New Mexico on weekdays 





throughout the summer by the New 
Mexico Motor Carriers Assn. with 
the cooperation of the State Police 
in an effort to curb accidents. 


The blocks constitute a 45-second 
stop during which association 
workers warn of the high death toll. 

A list of safety rules is given to 
the driver’s companion who is asked 
to read them. License plate numbers 
of each vehicle stopped is recorded 
to check against accidents. 

+ + * 


University of Michigan 
Opens Accident Study 


University of Michigan traffic and 
highway researchers have started a 
study of all phases of automobile 
accidents that occur in Washtenaw 
County during the next year. 

Supported by a $23,000 research 
grant from. the Legislature, they 
plan to investigate three “indis- 
pensable elements” of any accident 

driver, vehicle and highway. Ac- 
cording to Prof. John C. Kohl, 
director, U-M Transportation Insti- 





tute and project supervisor, the re- 
searchers will visit the scene of| 
significant accidents and interview 
accident victims in an effort to 
learn as much as possible about the 
driver’s pre-accident behaviour, at- | 
titudes, mental and emotional states, | 
and his reaction to the highway. 
* * +. 


New Hampshire Puts 
Safety Kits on Cars 


Fifteen new cruisers put on 
on the road by the New Hamp- 
shire State Police, July 1, have 


been equipped with a full safety 


kit, including safety belts, pad- 
ded visors and dashboards. 

On the same date,» 18 cruisers 
of the state motor vehicle de- 
partment were equipped with 
safety belts, and it was an- 
nounced that both departments 


would add safety equipment as 
old cars were replaced with new 
vehicles. 


+ 


Kansas Toll Road Urged 


Josef Sorkin, who was a con- 
sulting engineer in the planning 
and construction of the 236-mile 
Kansas Turnpike, has declared that 
a toll road between Wichita and 
Hutchinson, Kans., would pay its 
way. 


a 





Nash Dealership Personnel at Play— 


The Woodland Country Club, Auburndale, Mass., was the site for the “holiday 
jamboree" outing of Nash's Boston zone. The outing was attended by all sales 
personnel of dealerships which obtained 80 percent of its sales quota during the 
contest's three-month period. Similar outings were held in each of the company's 
21 zones. 





...in Philadelphia 


If your ads have an ulcer-producing habit of getting 
buried in the gloomy depths of oversized newspapers, 
‘ you’ve probably asked yourself this question: “What 
good is huge circulation if so few of the readers even 


see my message?” 


Good question! And the answer would seem to be that 
“circulation alone doesn’t sell merchandise.” As any 
smart merchandiser knows: one reader who sees your 
ad is worth 101 who don’t. 

Before you place another order for newspaper space in 
Philadelphia, look at all three. The new NEws, as one 


glance will show you, is the bright one . 


. . @ paper 


Represented by: REYNOLDS-FITZGERALD 
New York - Chicago - Detroit - Syracuse - Atlanta 


Los Angeles - San Francisco - Seattle - Philadelphia 


that’s bought on the stands because it’s wanted in 
the homes. And in our sparkling tabloid pages, your 
ads are seen. We couldn’t bury them if we tried. 

Yes, in the new NEws your ads are seen; and sell... in 
more than 175,000 responsive, prosperous households. 
If your ads have been getting buried remember that, 
while our circulation is not the biggest, one reader 
who sees your ad is better than 101 who don’t. 
Come out in the open with your advertising. Put a 
schedule in the new News. Let people see what you’re 
selling and you'll see the bright difference. 


PHILADELPHIA DAILY 


NEWS ::: 


See the 
bright 





difference! 
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$1,260* (ps); (98) 4-dr., $1,090* (ps),| — a 
$1,050*. °51 (98) 4-dr., $205*. °49 (98) | 
° ° 4-dr., $195°. 3 Model Breakdown 
verage Used-Car Auction Prices Sp hey 
e PLYMOUTH—’56 Belvedere (8) Suburban, Of Auction Averages 
$2,737* (ps); Savoy (8) ae saat July, 1956 June, Ma 
) ; i 2,385*;° 4 ; a 4 e 56 < 
(Compiled by Automotive News from auction reports.) $2,385*;° 4-dr., $2,232° (ps); Flaza (6) Model To Date 1956 1956 
Business coupe, 2 at $1,667; '55 Belvedere jorge $2,156 $2,183 $2,164 
(S$) Sport coupe, $1,505*; Plaza (8) 4- ae, ae eaten ae 
1956 dr., $1,115. '54 Savoy (6) 4-dr., $795. '53) 1955.0... 1,546 1,589 1,573 
> Cambridge 4-dr., $240 1954 . 1,089 1,117 1,082 
sets $915 PONTIAC—'56 Chieftain (S) 4-dr., $2,- 4953 "35 744 740 ~ 
250*, °54 Chieftain (8) station wagon, ae ee - in 4- 
$880 $873 $873 $874 z $864 $1,390": Catalina, $1,280*. '53 Chieftain, 1952 472 504 488 50 
$852 POU" (8) Catalina, $940*, '51 Silver Streak (8)! 1951..... ; 337 344 336 PON’ 
a-de., SStB". 1950 245 255 249 _ 
$725 STUDEBAKER '54 Commander station 1949 Soa 178 132 181 b oe 
wagon, $1,155*, $1,145*. °53 Champion AP co s0senesene ~ P co 
4-dr.. $395*. °51 Commander Land Overall eee sat tai 
Cruiser, $220°. Average $ 845 $ 864 $ 852 oa 
WILLYS— ‘53 Jeep, $590. '51 Jeepster, $525. . 
'48 Jeepster, 2 at $370 a - 2-4 
MISCELLANEOUS—'56 Ford '-ton pick- tation wagon “ ie “en. on . 
- cam ‘ Station agon, $1,690; 4-dr., $1,375; T )- we 
up, $1,575, $1,560. '55 Chevrolet -ton ' ‘ ted $1.30 2-dr $1,285 ‘ 
,. § a 6 ce (6 -dr., $1,300; 2-dr., $1,285, $i,- STU 
pickup, $935; Ford (8) 34-ton pickup,| 975 ‘54 Bel Air 4-dr., $860*; Delivery $1 
$905; (6) %-ton pickup, $770. sedan, $690. '52 SL Deluxe 4-dr., $640*, <i 
Nov. Dec. Jan, Feb. March Apr. June July $620, $585, $555*: 2-dr., $615*. ‘51 SL ro 
To Date / " ‘ pluxe 2-dr.. Su! ‘arryal $305 if 
* Prices of '56s Added; ’48s dropped. 7 PORTLAND, tipi 1 . Deane -ét "$350°. $280", . 19 ‘ ib - 
(Portland Auto Auction, Sale every Tues- a . @ 
day. Prices are for sale of July 10.) cumyai a = 56 NY 4-dr $3,270 ( 
i. 750° (ps); 4-dr., $4,275* (ps), $4,150* 55 Coronet (8) Lancer, $1,580*, "51 Way- (Business is good and the market is 54 W sad 4-dr.. $1128 ‘nay. 8S ee ps 
Market 1 rend (ps). °55 (62) coupe de Ville, $3,515* farer 4-dr., $225° firm on sharp units, Sold 164 cars out of conn —, ‘cane 1 cures, 4-dr Pric 
(ps), $3,500 (ps) 53 (62) coupe de FORD 56 Fairlane (8) Victoria, $2,320* 289 offerings.) ¢ Sead con”, oe , 
: , wane ro Re . 9 1054*- C0 m (8) 2dr 550° 55 Ce - $2,280* (ps), ie 
The overall average price of Ville, $1,750* (ps), "52 (62) coupe de) conv., §2,195*; Custom ‘S) 2-dr., $1,550°. | BUICK "55 Century roariga - moe vent? | DeSOTO-'54 Fire Dome (8) 4-dr., $1,220° ma 
’ lesale > Ville, $1,380* (ps). "50 (61) coupe, $915 55 Thunderbird, 2 at $2,575* (ps); Fair- $2,005*; Super Riviera, $2,020 PS), an oie ane a a “ at 
used cars sold at wholesale auc- CHEVROLET —'56 Bel Air (8) 2-dr.. $2 lane (8) Crown Victoria, $1,660*; conv Special 2-dr., $1,750*. '54 Super Riviera, (ps) os —— i-dr., $705*, "50 Cus- ea 
tion declined $2 last week to 155 Two-ten (6) station wagon, $2,- $1,505; Custom (8) 2-dr., $1,265. ‘54 $1,520°. '52 Special 2-dr., $530". 51 Spe- DOD es ge Lancer Hardtop, §$1 a 
= , . >. am ; ane. oT oa ae 5 19 ‘onntew aedan. 61.2% ‘ial 2-dr.. $510*: Super 2-dr., $435*. °50 sE—'55 Royal Le ‘ . $1, ‘ 
oe — She ira bo oe ee ‘di "$2,000, s 70. 81 Tae Ose nits Ht DSON 56 Rambler tation wagon, $1 Special "3 7 $205 . i9 ‘Sager : joey. 860* (ps). '52 Meadowbrook 4-dr., $450*; R 
iv Jews’ 2Y dr $2,06 870, $1,795 ne-fifty oo Re br ste i . oi,- speci --GP., deVo°. . , 9dr o a: 
to Automotive News’ Index. (6) 2-dr., $1,580 55 Two-ten (8) station 620 $145° FORD 36 Pa klane stat Ww oo $ 
. . e - , ai, ° “ ‘ — ee - 2 2) 56 arklane sté oO agon, §$2,- 
It was the third week in a wagon, $1,850*; Delray coupe, $1,355*; MERCURY—'56 Montclair coupe, $2,550* | ¢ eens aa -< vom 5 $3, ba ian) 320 35 Thunderbird $2,600": Country ci 
maar ee oreree genes — aS a : dt ms1,51¢ . r,s et - lair aa o1 5” 53 Monte res re $2,950" ( I >. om 3 (a2) aed $1 465" 61 sedan, $1,670*; Custom (S) 2-dr., $1,290, CA! 
(8) 2- $1,510 e y (6) sta- cla coupe ‘ 53 re dr., $2.9: ps) 53 4 , 31,400", « . . nnn s-- ** ~et4 
Only two models escaped the tion Shalem, "$1 500 F - Bel Air Sport S1,.000* tps) Custom 2-dr $s00 "652 (62) 4-dr $1,195*, $1,070, $1,025. °50 $1 one t-dr., §$1,285*, $1,285 54 Crest 
oe ¢ $1, y 5 I 5 ; = ° - + ass ctoriz ’ 345" s0* Sustor *g 
downward trend: ‘55s advanced coupe, $1,255 Monterey 4-dr., $675*%, S625 (61) 4-dr., $1,210*, S810". "49 (62) 4-dr., < a mnie Lg ‘, = ake Taens ; 
'54s » ‘SLE ‘55 NY $2,075 ss). NASH—'53 Rambler Country Club, $8S0* S400 aro en Se tine Mca” Gee. Mamaia 
$22 and ‘Sts gained $4. — ey Windsor ca, eecn, a Windsor 4 52 Ambassador 4-dr., $405 CHEVROLET ‘56 Two-ten (S) station Main €S) sedan, o8¢0 Main (6) Ranc 1 $ 
Losses were as follows: '49s, o-, mse ' OLDAMOMELD: Se (tmy acde.. $2:190° wagon, $2.400*, ‘55 Bel Air (S) Hardtop Wagon $1,335 “aos Crest (6) ie CH 
down $2; 53s, down $4; 56s, | nesOTO—'52 Powermaster 4-dr., $190 (ps); (88) Holiday, $2,605°. "55 (98) | $1,830*; 4-dr., $1,780"; Bel Air (6) Hard Crest’ (8) Vietoria, $680°: adr’, 962 s 
ts om . * 9 . ay 2 O70* ; "59 g ’ : 2. 320: Two-te 8 PS s) storia, 36 : c 30 
down $8; 51s, down $10; 50s, DODGE 56 Coronet «8) 4-dr., $2 100 Holiday, $2,070 (ps). "53 (88) Holiday top, $1,610; 2-dr., S81 0: Two-ten (8) 51 Custom (8) 2-dr.. $475°, $320°: 4-ds 7 
down $11, and °52s, down $13. , $370*. '50 Custom (8) 2-dr., $475", 4 
» *<e ive 50 Custom (8) 2-dr., $320*. 19 
At a group of representative Ren ce ae akan 
auctions last week, buyers HUDSON — ‘50 4-dr., $175, $150; coupe ; 
bought 73.1 percent of an aver- $170 1 
a 219.7 units offered A week KAISER-——'52 Manhattan 4-dr., S390 $ 
a r ‘th s ae t Sid LINCOLN 56 Premiere conv., $3,910 CH 
eartier, e average consignmen ° (ps) 7 
was 191.3 units; the sales ratio, MERCURY—'55 Montclair coupe, $2,080*; ' 
Monterey sedan, $2,115 Custom 2-dr., De 
2 > 3 
25 _— nt. . $1,400 D4 Monterey coupe $1,590* ‘ 
Prices marked with an * indi- (PS), $1,565" (ps), $1,265; conv., $1,455 ' 
cate a unit equipped with an au- : 53 Custom 2-dr., $1,150*; Monterey 4- m 


; ‘pp t dr., 3955*, $945*, $S60*. '52 Custom 4-dr., 
tomatic transmission or overdrive : 


$s15* Monterey Hardtop, S8755* $650". 


and (ps/ indicates power steering. Frequency Rates: Listing (maximum: three lines of type)—-$5.00, 1-time; $4.00, 13-times; ‘51 2-dr., $430", $420". "49 coupe, $250; FC 
* * ‘ -dr., $160 
ae $3.50, 52-times. Display (minimum space, 1 inch on 1 column—maximum, 5-inches on 2-col- = x .<1 


55 Rambler station wagon, §$1,- 


CHICAGO umns.) For Display Rates contact Want Ad De pt., Automotive News, Detroit 26, Mich. cian Saran gaanee” maiden 


(Arena Auto Auction. Sale every Tue Rambler Hardtop, S605*. 51 Rambler 

é ai: 5 Sale ies- | 
" ) cony S460 

day. Prices are for sale of July 10.) j 






























.DSMOBILE. °55) (9S liday, $2,500* 
(Sold 290 cars out of 378 offerings.) “aes - om Samnene at an tae 
BUICK —'56 RM 4-dr., $3,225* (ps); 2-dr., YORK Super 4-dr., $830*, $745. ‘51 (88) Super ; 
$2,900° (ps'; Super 2-dr., $2 630° (ps); ALABAMA MICHIGAN NEW 1-dr., $535", $400*. '50 «S8) 2-dr., $415*, ; Hl 
Century '-dr.. $2,625° (ps) _Bpecial i-dr., - ane = == — j $365"; 4-dr., S385. 49 (SS) 2-dr.. $340*. 
raat se RM oom . $2 ee ‘); S PACKARD—'51 i-dr., S410 
r., $2,145* (ps); Super 2-dr., $2,110° PLYMOUTH ‘54 Savoy 4-dr., $935, $680 K 
apis ate ‘-dr., eee he wien JOHNSON AUTO AUCTIONS . Aucti | NEW YORK CITY'S 52 Cambridge 2-dr., $545. °51 Cambridge 
aL. : 62 p, $4,.005* (ps). . -d 27 $1s; § Special. Delux - 
"55 162) coupe de Ville. $3,575" (pe : HUNTSVILLE, ALABAMA Every Friday Flint Auto uction, inc. Ss K Y L i N E - gn ee — — Deluxe 4 . 
cony., $3,465* (ps); coupe, $3,440* (ps), NO SALE—NO FEE 3711 Western Rd. Flint, Michigan PONTIAC—'55 Chieftain (S) coupe, $1,- ; 
$3.410* (ps), $3,350" (ps); 4-dr., $3,035" FREE PLANE TICKETS for BUYERS A U T oO A U Cc T { Oo N SSO 2- _$1,380*, ‘52 Chieftain (8) 
(ps). ‘54 (62) coupe de Ville, $3,050* (ps) sedi ag $620* ‘ 
CHEVROLET - > ie PS. | (Buy 3 cars or more and we pay plane fare Exclusively for Dealers sedan, $280, '51 station wagon, $620*. *49 
ILE ‘55 Bel Air (8) Sport coupe, : 7 t-dr., $250. N 
$1,755", $1,750". $1,565*; Two-ten (6) from your home town to Huntsville, Alabama) | Here in the shadow of General Motors, you EXCLUSIVELY FOR AUTO DEALERS STUDEBAKER ‘55 Commander station 
2-dr.. $1,205. ‘54 Corvette, $1,630*; Bel H . wagon, ‘53 Commander Land 
Air Sport coupe, $1,200: 2-dr.. $1,148 .: ene pee = a d oot the best boys. You are 100% safe because all titles Cruiser, $750*. , - . . 
et. ee $1 eae: 4-dr., : ; ; Rourenesnwg, Tenn, Snaey Veen NEW CAR DEALERS balance their stock here and checks are insured a 53 station wagon, $565; Lark 0 
‘o-ten Delray, .215*, $900*; 2-dr., as > -dr., $330 
$1,010". $870; One-fifty 2-dr., $675; 4-dr., a eer ar ae EVERY TUESDAY 12:30 P.M. MISCELLANEOUS 55 Volkswagen 2-dr., 
eo a Air Sport coupe, $940*; Michi "s Finest Sale $1,450 “s ord 2-ton pickup, $760. 5s 
-dr., $7S85°. ae _ gan GREENPOINT AVE. & PROVOST ST. Ford a pickup, >, Sere 2 
CHRYSLER ‘55 NY St. Regis, $2,305* a c glue G sed 2 ton pickup, $550. ‘51 Chevrolet %-ton 
(ps); Nassau, §2,240° (ps); Windsor 4- SACRAMENTO AUTO Al CT.—4304 Titles and Checks ‘ant BROOKLYN 22, N. Y. panel, $310; Dodge '.-ton panel, $420; 
R 1,945* s). ‘53 NY - 710° ° ~ . vy Frazer 4-dr., $280*. ‘50 Ford '.-ton pick- I 
a eo ae iE St. $710 W. Capitol Ave., West Sacramento, | 12:30 — SALE EVERY WEDNESDAY — 12:30 Tel. ae ae up, $365: Chevrolet %-ton stahue. $505. 
DeSOTO--'55 Fire Dome (8) 4-dr., $1,705* h. HU. 1-4076 (Thurs. 12 noon). Auctioneers—David B. Spielman I 
(ps); Sportsman, $1,640°, '53 Fire Dome Ph. . ( ) M. D. McCollum, Mgr. Phone Coder 9-4492 John W. Becker JENISON MICH. 
(8) 4-dr., $755°, $625*. ‘52 Fire Dome) _ anit - i es 
(8) 4-dr., $5 








(Grand Rapids Auction, Inc. Sale every 


Tuesday. Prices are for sale of July 10.) 
*54 Coronet conv., $1,120" (ps). °53 Cor- (Market very solid and bidding strong 
onet 4-dr., S590", 


DODGE | 
. " . j 

$570° 52 Coronet | to the last car in the sale. It was one ] 
conv., $625*. ‘51 Coronet club coupe, MISSOURI NORTH CAROLINA 
: 


350° (ps: COLORADO 


‘55 Coronet .(S) 2-dr., S1,575*. 











of the finest sales of this or any year. 
$350". "48 4-dr., $245°. COLORADO 


Seld 132 cars out of 154 offerings.) 
FORD —°56 Thunderbird, $3,135, $2,950*; BUICK—'55 Special 4-dr., $1,815*, $1,600; 

Fairlane ‘&) Victoria, $2,220*; Main (8) AUTO AUCTION RALEIGH — Mann's Auto Auction Riviera, $1,740*; 2-dr., $1,615*, $1,545. 
Ranch Wagon, $1,905. '55 Thunderbird, LITTLETON, COLORADO ST LOUIS AUTO z | °54 Super Riviera, $1,475*, $1,470*; Spe- 
$2,560* «ps», $2,365*; Fairlane () conv., SOUTH DENVER ° Sale, Rt. 5. Ph. 3-1564, Titles &! ciat 4-ar., $1,300, $1.250*) $1,155:' Rivi- 
$1,820* «psi, $1,700; Victoria, $1,650*; : . is a era, $1,455; 2-dr., $975 53 RM Riviera, 
ae S3s66° (oe): Main (8) Ranch DEALERS ONLY AUCTION BARN, INC. checks guaranteed. Mon. 10 A. M. 


. $1,040* (ps); Super Riviera, $950*; Spe- 
fagon, $1,495; Custom (8) 2-dr., $1,335*, 


















































| | cial Riviera, $830, $825*. ‘52 Super conv., 
$1,200; Main (8) 2-dr., $1,125. '54 Crest Sale Every Monday—11:00 a.m. 3807 Easton Ave. — — $480*. ‘50 RM Riviera, $140*. 
(5) Skyliner coupe, §1.300*, $1,270*. Owners: . CADILLAC—'56 (62) club coupe, $4,135* 
HUDSON—'55 Hornet 4-dr., $1,500*; Ram- Francis R. Cassell St. Louis, Mo. OHIO (ps). "55 (62) club coupe, $3,275* (ps). 
bier: station wagon, $1,100*. ‘53 Hornet Carroll Kopfer a —_— "51 (62) 4-dr., S980*: (60) Special sedan, 
4-dP.. S420 Phone Denver, SUnset 1-7821 | Phone Franklin 1-3845 | $715*. “49 (62) club coupe, $410*. S$ 
LINCOLN —'53 Capri conv., $1,520* (ps); | CHEVROLET —'56 Bel Air ‘S) Sport coupe, 
coupe. $1.350* (ps). Wie Coleevetin “* | SALES EACH TUESDAY (1 oooics auTo AUCTION co.) S2773;; Twoden (8), Zar. $1,686, "36 
MERCUR\—.'56 Monterey coupe, $2,410*; e » } | le Bel Air (8) conv., $1,600; Sport coupe, 
M lair P 250*. "55 } Auctioneers: $1,540; Two- 5) stat lag $1,- 
dou, $2000! thai Manteces “tiation |, Colonels Johnny Wood and Dean Davis | ae See | MONTPELIER, OHIO | Euan nee Gets ee. 
wagon, $1.965*: coupe, $1,845*. $1,620*; All cars paid for by our own check through | Checks and Titles Guaranteed | Sale Every Monday, 12:30 P.M. | $1,215. ’54 Bel Air conv., $1,200; Sport 
tur, $1,345*. '54 Monterey coupe, $1,- the First National Bank of Englewood. | Owned and Operated by “WE NEVER MISS” comme, 0-Eae"' ee a re oe 
Or. aa ray, $950; 2-dr., $925", $920. °5: f ' 
NASH--'56 Rambler station wagon, $1,- BILL McCRACKEN and & — by ~—s en =. —_ 2-dr., $855°,. $685; "club coupe, $810° : ( 
850*; 4-dr., $1,805*. ‘55 Rambler station ROY McMANAMA our Go iil—Our Most Valuable Ass Two-ten 2-dr., $755. '51 SL Deluxe club 
wagon, $1,500, $1,395, $1,260, $1,100*; DENVER AUTO. AUCTION On U. S. Route 20A Phone 5-9535 coupe, $345. 
4-dr., $1,425, $1,200; '2-dr., $1,195, "54 ‘thesis Olde Auto Radian (Dealers Only) CHRYSLER '56 NY St. Regis, $3,000* 
Rambler station wagon, $900; Rambler Operating Since 1946 (ps). '53 NY 4-dr., $825* (ps). '50 Wind- 
4-dr., $850. 4595 S. Santa Fe Littleton, Colo. sor 4-dr., $300*. 
OLDSMOBILE—'56 (98) Holiday, $2,905* - : | | DeSOTO—'53 Custom 4-dr., $440*. 52 Cus- 
(ps), $2,875* (ps). '55 (98) Holiday, $2,- Ph. SU 1-6673 — Ed Smith or Mil Nace —_——$—$ ef 7 ae | tom 4-dr., $340*. '51 elub coupe, $335*, 
© . , | 
rere See otis ~ Saieas: Auction Every Friday at 11:00 A.M. | NEW YORK PENNSYLVANIA | = fee eae died ell > 
Holiday, $1,835* (ps); (88) Holiday, $1,- | We Issue Auction Checks and Guarantee Titles was" dr., $650*, $600*, $535. . ; 
570". | FORD—'55 Fairlane (8) Crown Victoria, 
cane — "02. Ciipper t-dr., S765*. °51| ENS tee Se | new roe soars OLDEST | $1,745*; 2-dr., $1,420*; Custom (6) 4-dr., 
) 4-dr., 0*. j ONA KNOWN $1,210*, $1,115; Custom (8) 2-dr., $1,- } 
ee SS Belvedere (8) conv., $1,-! ILLINOIS T 1 M A N Ss P A Cc H MANHEIM AUTO AUCTION, INC. 125. '54 Fairlane (8) Victoria, $1,160*; i 
5; Sport coupe, $1,560*; 2-dr., $1,305; . Manheim, Penn. Custom (8) 4-dr., $960, $S70, $785*; 
vane , &&) a wagon, $1.206: pened CHICAGO — Greater Chicago Auto Dealer Auto Auction On Route No. 72 tre ee —_ i) -.. 
-dr., 210, 5 -dr., : i, : , . J i ) 2-dr., 2 ; 
$1,055*, §$1,000*; Plaza Suburban, $775.| Auction, 7750 S. Cicero, 1 mile S. , Albany 5, N. Y. 5 miles South of Pennsylvania Turnpike $710: Main (6) 4-dr., $590, $395, ’51 Cus. 
'53 Cranbrook 2-dr., $620. | Midway Airport (Thurs. 12 Noon). very Monday — I! O'Clock Sale Every Friday—10:00 A.M. tom (8) conv., $495. '50 4-dr., $120, $105. | 
PR SSIAC—'35 Star Chief (8) Catalina, $2,- | ______ 180 car _ average Cauca iad Wher Sbaiantecd MERCURY--'55 Montclair club coupe, $2,- 
(ps); conv., $1,900* (ps); Chieftain 2 | All Titles and ecks Guaranteed 4 100*, $1,975*. '54 4-dr., $1,220*. '49 club 
(8) 2-dr., $1,585*. ‘54 Star Chief (8) | QUINCY—Quincy Auto Auction, 3220 | Phone Manheim 5-2401 





coupe, $170, $150. 
Catalina, $1,370*; conv., $1,310*. ‘53 











. . NASH—’56 Rambler Cross Country, §1,- 

Chieftain (s} Catalina, '$1,195*; conv.,, Broadway. Friday, _| LAFAYETTE—Syracuse Auto Auction, 900°. °54 Rambler station wagon, $1,080°. 

} ‘ ‘ i Center of Empire State Fideli OLDSMOBILE—’56 (98) Holiday, $2,940 

STUDEBAKER-—-'56 President 4-dr., $2,- MICHIGAN P ate, ity (ps). °55 (88) Super Holiday, $2,000* 

055* (ps). '53 Commander 4-dr., $585*. | Insured Checks and Titles (Wed.). (ps), $1,945*; Deluxe 4-dr., $1,950*, $1,- 
*52 Champion 4-dr., $340. 





EMLENTON — Emlenton Auto Auc-| 585. °54 (98) Holiday, $1,900* (ps), $1,- 








. 625*; 4-dr., $1,675* (ps), $1,600* (ps); 
TT > GRAND RAPIDS AUCTIONS, INC. tion. Every Tuesday, 12° Noon. | (88)' Super’ 4-dr., $1,455*, $1,350*, $1,- 
LI LETON, COLO. On M2i—One Half mile west of Grandville, | Crossroads . | 340*. '53 (S88) 4-dr., $935*, $925; Super 
et Auto pean. oe Tr Satur- | Mich. i : where. they meet | cony., $915*. '52 (SS) conv., $785; 4-dr., 
y. Prices are for le of July 7. | a i $695* (ps>, $640*, $605*, S575". '51 (98) 
tiariet netive on all cican cars.) - EVERY TUESDAY—CHECKS INSURED ond satan + + + Mew and used-car TENNESSEE 4-dr., $280°, $215°. - 
BUICK—'55 Super Riviera, $2,100* (ps); |. At 1:00 P.M. Sharp—Dealers Only |] deal They meet at the dealer auc- || 


| PACKARD—°53 (300) 4-dr.. S650. '51 Clip- 





oO 4-dr., $330. 
55° (ps). 63 Super Riviera, $7602, 32 Caaheabilaae ‘tar Pages of actembtinn tows, ee <i" Kelly Auto| pivmoUTH-'56 Savoy (8) 1-dr., $1,900. 
Special 2-dr., ; r 4-dr., ; higa reach beth groups throvgh | | i ay y : ’ -dr., $1,300*. '5: - 
“31 Specia) 2dr. $250. pe Phone: ARd 64726 - | sik aah ts Rieeeeee Os uction, Junction Hwys, 70S-| '55 Belvedere (3) 2-dr., $1,300*. ‘53 Cran ) 


CADILLAC—'56 +62) sedan de Ville, $4,- | 231-41. Thursday t1:00 a.m. (Continued on Page 27, Coi. 1) 


Special 4-dr.. $1,575*. '54 RM conv., $1,-/ Auctioneer:.Cot. W. E. "Bill’’ Nagy | tions of the nation . . . and on the 
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prook 4-dr., §$590*, $350. 52 Cambridge 
4-dr., $210. °51 Cranbrook sedan, $205. | 
'50 Deluxe sedan, $245. 


PONTIAC--'55 Star Chief (8) conv., §1,- 
905; 4-dr., $1,755*; Chieftain (8) Cata- 
lina, $1,750*, $1,690*. '54 Star Chief (8) 


conv., $1,295* (ps); 4-dr., $1,100*; Chief- 
tain (8) 2-dr., §$900*. '53 Chieftain (8) 
Catalina, $805*; sedan, $690*. ‘52 Chief- 
tain (8) Catalina, $615*. '51 Silver Streak | 
conv., $315*. ‘50 Silver Streak (6) 
2-dr., $150. °49 Silver Streak (8) station | 
wagon, $275 
STUDEBAKER—’'55 President club coupe, 
$1,575*. ‘53 Champion sedan, $445 
MISCELLANEOUS — '55 Chevrolet %-ton 
pickup, $960. '54 Chevrolet %-ton pickup, 
$850 


(8) 


| OLDSMOBILE — '54 


DYER, IND. 
(Dyer Auto Auction. Sale every Friday. 

Prices are for sale of July 6.) 

(Prices steady for the past month, De- 
mand for sharp autos growing. Sold 177 
cars out of 250 offerings.) 

BUICK—’56 RM 4-dr., $2,700* (ps). ‘55 
Special Riviera, $1,990*, $1,950*; Century 
Riviera, $1,950*. ‘54 Super 4-dr., $1,105*. 
'53 Super conv., $995* (ps); Riviera, 
$850*. ‘52 Special 4-dr., $450*. ‘51 Spe- 
cial conv., $450*. '50 Special 4-dr., $305*. 

CADILLAC—'56 (62) coupe de Ville, $4,- 
355* (ps). '54 (62) conv., $2,890* (ps) 
53 (60) Special 4-dr., $1,850* (ps). ‘52 
(62) 4-dr., $1,250* (ps). "50 (61) 4-dr., 
$590*. 

CHEV ROLET—’56 Bel Air (8) Sport sedan, 
$2,200*. ‘55 Bel Air (6) Sport coupe, $1,- 
450°; Two-ten (6) 2-dr., $1,225. ‘54 Bel 
Air Sport coupe, $1,220* (ps); Two-ten 
4-dr., $935*. ‘53 Two-ten 4-dr., $730, 
$685*, $590, $585; Bel Air Sport coupe, 
$800*; 4-dr., $610; One-fifty 2-dr., $505. 
'52 SL Deluxe 2-dr., $500, $440. '51 SL 
Deluxe 4-dr., $505*. ‘50 SL Deluxe 4-dr., 
$320*, $230*, $175*, $155. 

CHRYSLER—'53 Windsor 4-dr., 
51 NY 4-dr., $200*. "49 NY 4-dr., 
‘37 Royal 4-dr., $170* 

DeSOTO—'55 Fire Dome (8) 
$1,865* (ps) 52 Fire Dome 
$345*. ‘51 Custom 4-dr., $200 

DODGE—'53 Meadowbrook 4-dr., $440*. 
'52 Meadowbrook 4-dr., $210. ‘51 Coronet 
club coupe, $180 

FORD — ‘56 Fairlane 4-dr. $1,985" 
Fairlane (6) Country sedan, $1,800; Main 
(6) Business coupe, $1,275. ‘55 Fairlane 
(8) conv., $1,760*, $1.725*; Custom (8) 
4-dr., $1,185. 54 Custom (8) 2-dr., $900; | 
Main (8) 2-dr $720. ‘53 Custom (8) 
2-dr., $760*, $680; Main (6) 2-dr., $550. 
'52 Custom (8) 4-dr., $470; Main (6) 
2-dr., $350 

HUDSON 55 
Wasp 4-dr., 
$150* 

KAISER 
cial 4-dr 

LINCOLN 

MERCURY—'55 


$950* (ps) 
$395. 


Sportsman, 
(8S) 4-dr., 


qs) 


4-dr., $1,480° 
Commodore 4-d 


Hornet 52 
$300. °51 r 


53 Special 4-dr., $305. ‘51 Spe- 
$110 
"52 Capri coupe, $675* | 
Montclair coupe, $1,970* 
(ps): Monterey coupe, $1,725*, 2 at $1,- 
590*:; Custom 4-dr., $1,505*. "53 Monte- 
rey conv., $955*; 4-dr., $820*, $795 
NASH 56 Rambler Cross Country $2.- 
125*. ‘55 Rambler Cross Country, $1,615* 
52 Statesman 4-dr., $420, $355. ‘51 Ram- 
bler Cross Country 
OLDSMOBILE 56 
Holiday, $2,610* (ps), 
(98) Holiday, $2.955* (ps). °53 (88) 
$950* (88) 4-dr $645*. ‘51 
4-dr.. 2 at $410°, $365*, $295°, 
$130 (98) 4-dr $410* 50 (98) 4-dr., 
$295*, S245*, $120° 
PACKARD 53 4-dr 
$380°* 
PLYMOUTH 
150* 
$1,620* 
Cranbrook 
$265: Cambridge 4-dr., 
brook 2-dr., $230, $155 
PONTIAC.—'55 Star Chief 
560°. 54 Star Chief 
'53 Chieftain (8) Catalina 
Chieftain Catalina, $555* 
Streak 4-dr., $260 
STUDEBAKER—’'55 Commander 2-dr., $1,- 
200*. "54 Commander coupe, $820*; Cham- 
pion 2-dr., $775*. ‘52 Commander 4-dr., 
$310* 51 Commander Land Cruiser, 
$260*, $165*:; conv., $185*, $145* 
WILLYS—’'55 coupe, $885* } 
MISCELLANEOUS—’51 Chevrolet 1'.-ton 
truck, $385. "50 GMC %-ton pickup, $310. 
'47 GMC 1%-ton truck, $115. 


ALBANY 


Anspach Auto Auction. Sale every 

Monday. Prices are for sale of July 9.) 
(Volume at today’s auction was the | 
lightest since Apr. 9th. Prices edged up 
equal with two weeks ago. Many buyers | 
attended but there were not enough autos 
to go around and several big wholesale 
buyers went home empty-handed. Sold 138 
ears out of 155 offerings.) 

BUICK—’55 Special conv., $2,060*. "54 Su- 
per Riviera, $1,450*; Century Riviera, 
$1,450"; Special Riviera, $1,320*, $1,270. 
’53 Super Riviera, $970*. °52 Special 4- 
dr., $675*. '51 Super Riviera, $360°. ‘50 
RM coupe, $260*; Super 4-dr., $200°; 
Special 4-dr., $135*. 

CADILLAC—’'54 (62) coupe de Ville, $2,- 
935* (ps); 4-dr., $2,675* (ps). ‘53 (62) 
coupe, $1,940*. °51 (62) 4-dr., $995*. ‘50 


4-dr.. $2,650° 
(ps) $2,510°, $2,- 
450° 
2-dr 
(BR) 





$595" 51 4-dr., 
(8) Suburban, $2,- 
‘8) station wagon 
$475. "52 
4-dr 275, 

51 Cran- 


56 Savoy 
Belvedere 
53 Cambridge 4- 
Belvedere, $285; 

s°? 
$2 


or 


55 


4-dr., $1,- 
4-dr.. $1,250° 
$1,035*. °52 

50 Silver 


(S) 


“(Tim 


(61) 4-dr., $780*; (62) conv., $950*. °49 
(61) 4-dr., $490*. "48 (61) 4-dr., $210*. 
CHEVROLET—'56 Two-ten (8) 4-dr., $2,- 


275*. ‘55 Two-ten (6) 2-dr., $1,270; 4-dr., 
$1,120, $1,075. '54 Bel Air coupe, $1,220*, 
$1,090; conv., $1,210, $1,160; 4-dr., $1,- 
085. °53 Two-ten station wagon, $1,080; 
4-dr., $770, $660; coupe, $730; One-fifty 
4-dr., $640; 2-dr., $620, $350, $340; Car- 
ryall, $540*. '52 SL Deluxe Bel Air, $480; 
4-dr., $330, $250. ‘51 SL Deluxe conv., 
$360; FL Deluxe 2-dr., $330. ‘50 SL Spe- 





cial 2-dr., $260; SL Deluxe 4-dr., $100. 
'49 SL Special 2-dr., $140. ‘48 FL Deluxe 
2-dr., $115. 

CHRYSLER —-'53 NY 4-dr., $910* (ps). *51 
NY 4-dr., $380*. | 

DeSOTO—'52 Deluxe 4-dr., $495. °51 Cus-| 
tom 4-dr., $250*. '49 Custom 4-dr., $110*. 

DODGE—’'54 Meadowbrook 4-dr., $780*. '53 
Meadowbrook 4-dr., $240*. ‘50 Coronet 
4-dr., $140*. '49 Coronet conv., $225*; | 
4-dr., $100: 

FORD—'55 Main (8) Ranch Wagon, $§$1,- 
500; Custom (8) 2-dr., $1,355, $1,240, | 
$1,170. ‘54 Crest (6) Victoria, $1,040; | 
Main (8) 2-dr., $785, $620; 4-dr., $770, | 


$620. 53 Custom (8) 2-dr., $970*, $700; 


Main (8) Ranch Wagon, $900; Custom 
(6) 4-dr., $800*, $510*. '52 Custom (8) 
2-dr., $570, $560; conv., $540; Main (6) 
2-dr., $395. '51 Custom (8) conv., $400; 


2-dr., $330; Deluxe (8) 2-dr., $320; Cus- 
tom (6) 4-dr., $280. '50 Custom (8) 4- 
dr., $250. "49 Custom (8) 4-dr., $160; 
2-dr., $100; Custom (6) 2-dr., $100. 
HUDSON—'53 Super Jet 4-dr., §280. 
LINCOLN—’'54 Cosmopolitan Sport coupe, 
$1,350*. '53 Capri 4-dr., $1,085* (ps). '51 
Cosmopolitan conv., $410*. 
MERCURY—'54 2-dr., $1,185, $1,060*. '53 
4-dr., $900*. "52 4-dr., $600*. ‘50 4-dr., 
$260. '49 2-dr., $110. 
NASH—'53 Rambler station wagon, 
‘52 Rambler station wagon, $390; 
$220 


$725. 
conv., 


(88) Super Holiday, 
$1,475*. '53 (98) 4- 
"51 (88) 4-dr., 


$1,760* (ps); 
dr., $1,100* 


2-dr., 
(ps). 


380°. '54 Savoy coupe, $700. ‘53 Cran- 
brook 4-dr., $650. '50 Special Deluxe sta- 
tion wagon, $270; coupe, $260. '49 Spe- 
cial Deluxe 4-dr., $100. 

PONTIAC—'56 Chieftain (8) Catalina, $2,- 
175*. ‘54 Chieftain (8) conv., $1,430*. 
‘53 Chieftain (8) Catalina, $900*; 4-dr., 
$910*, $890*, $850*. ‘52 Chieftain (8) 
Catalina, $700*. ‘51 Silver Streak (8) 
2-dr., $300. '49 Silver Streak (8) 4-dr., 
£160. 


STU DEBAKER—’53 Champion Sport coupe, | 


$380° | 
(ps); 2-dr., $280*. '50 (98) 4-dr., $160*. 
PLYMOUTH—’55 Belvedere (8) coupe, $1,- 





$590. '52 Champion 4-dr., $250. '49 Com- 

mander Land Cruiser, $160. 
MISCELLANEOUS -— '53 Chevrolet %-ton 

pickup, $550, $470. '52 Ford %-ton pick- 


up, $350. '51 Ford %-ton panel, $130. '50 


Chevrolet %-ton panel, $130. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices arexfor sale of July 12.) 

(Market good as ’54 through ’56 models 
sold like hot cakes. One western buyer 
bought 23 units.) 

BUICK—’56 Century Riviera, $2,680* (ps); 
Estate Wagon, $2,625*; Super Riviera, 
$2,610 (ps), $2,590* (ps). ‘55 Century 
Riviera, $2,000* (ps), $1,980* (ps); Super 
Riviera, $1,935* (ps); Special 4-dr., $1,- 
925*; Riviera, $1,870*. '54 Super 4-dr., 
$1,350*, $1,250*. ‘52 4-dr., $585*. ‘49 
sedanet, $125°. 

CADILLAC—'55 (62) coupe, $3,320* (ps). 
’53 (62) conv., $1,685* (ps). °52 (62) 
4-dr., $995* (ps). 51 (62) 4-dr., $1,200*, 
$955*. "50 (61) coupe, $735*. 

CHEVROLET—'56 Bel Air (8) Sport coupe, 
$2,190*; station wagon, $2,190*; 4-dr., 
$2,105*, $1,850; Two-ten (8) station wag- 
on, $2,050*, $2,025*; 2-dr., $1,700; Two- 
ten (6) 4-dr., $1,625. 55 Bel Air (8) 
Sport coupe, $1,625*; 2-dr., $1,465*; 4- 
dr., $1,340*; Two-ten (8) 2-dr., $1,275; 
One-fifty (6) 2-dr., $1,070. ’54 Bel Air 
2-dr., $1,100, $900; 4-dr., $1,205*; Two- 
ten (6) 4-dr., $1,000; One-fifty (6) 4-dr., 


$815*. °53 Two-ten conv., $885; Sport 
coupe, $850; station wagon, $775; Bel 
Air conv., $845*. ’°52 SL Deluxe 4-dr., 


$625*, $505; 2-dr., 2 at $540, $480°. 50 


SL Deluxe 2-dr., $310. '49 SL Deluxe 
2-dr., $145. 

CHRYSLER—’55 NY 4-dr., $2,315* (ps). 
’53 Windsor 4-dr., $775* (ps). ‘50 Royal 


4-dr., $105*. 
DeSOTO—'55 Fire Dome (8) 4-dr., $1,675*. 





‘53 Fire Dome 
4-dr., $400*. 
FORD—'56 Fairlane (8) station wagon, §$2,- 
300* (ps); Victoria, $2,135* (ps), $2,065*; 
Custom (8) 4-dr., $1,775*. '55 Fairlane 
(8) Victoria, $1,635*; 4-dr., $1,530* (ps); 
Custom (8) 2-dr., $1,250; 4-dr., $1,160; 
Main (6) 4-dr., $925. '54 Crest (8) Coun- 
try Squire, $1,445*; Victoria, $1,235*. '53 
Custom (8) 4-dr., $785*; Custom (6) 2- 
dr., $575, $525; Main (6) 2-dr., $590*. 
"52 Custom (8) 2-dr., $470*. '51 Custom 
(8) Victoria, $445*; 4-dr., $425. 49 Cus- 


(8) conv., $775* (ps); 


tom 2-dr., $140*. '40 coupe, $725* (Cad- 
illac motor). 
LINCOLN—’55 Capri conv., $2,315* (ps). 


‘53 Cosmopolitan Hardtop,. $1,090*. 


MERCURY—’56 Monterey Hardtop, $2,255°*; | 


2-dr., $1,875*. '55 Monterey Hardtop, $1,- 
900*; Custom 4-dr., $1,580*. '54 Monte- 
rey 4-dr., $1,375*, $1,180*; Sport coupe, 
$1,310*; Custom 2-dr., $930; 4-dr., $905*. 
’53 Sport coupe, $985*. ‘51 4-dr., 
"50 4-dr., $325°*, 

NASH—'56 Ambassador Country club, §2,- 
435*. °51 Ambassador Hardtop, $365*; 
4-dr., $160*. 

OLDSMOBILE-—’'56 (88) Holiday, $2,470*; 
coupe, $2,385*. '55 (98) Holiday, $2,335* 
(ps). '54 (98) 4-dr., $1,775* (ps); (88) 
Holiday, $1,685*, $1,675*; Super 4-dr., 
$1,565* (ps). °51 (88) 4-dr., $375*, $300*. 

PLYMOUTH—’55 Suburban, $1,485; Savoy 
(8) 4-dr., $1,245*; Plaza (6) 4-dr., $1,- 
095; Savoy (6) coupe, $1,075. °51 Cran- 
brook 4-dr., $335. °49 Special Deluxe 
conv., $250. 

PONTIAC—’'54 Star Chief (8) Catalina, $1,- 
325*. °52 Chieftain (8) 4-dr., $465. °50 
Silver Streak (8) 4-dr., $175*. 

WILLYS—’55 Bermuda Hardtop, $1,060*. 

MISCELLANEOUS — '53 Chevrolet %-ton 
pickup, $735. °52 Chevrolet %-ton pickup, 


| CHEVROLET—’56 Two-ten (8) 


$365*. | 





$450. °49 Chevrolet %-ton pickup, 
‘48 Chevrolet %-ton pickup, $365. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 

nesday. Prices are for sale of July 11.) 
(Demand three times stronger than the 
supply. Sold 123 cars out of 168 offer- 
ings.) 

BUICK—’'54 Special 2-dr., $1,005*. '52 RM 
2-dr., $505*. ‘51 RM 4-dr., $465*. '50 
Super 4-dr., $305*; Special 4-dr., $270; 
RM 2-dr., $105. 

CADILLAC—'55 (62) conv., $3,400* (ps). 
"52 (60) Special 4-dr., $1,160*. ’51 (62) 
4-dr., $910*. °50 (62) 4-dr., $905*. 

2-dr., $2,- 

100*. '55 Bel Air (8) 2-dr., $1,495*; Two- 

ten (6) 2-dr., $1,200. '54 Two-ten 2-dr., 


$395. 


$955*; 4-dr.,.$955*. °53 Bel Air 2-dr., 
$840*; Two-ten 4-dr.,°$775. '52 SL De- 
luxe Bel Air, $555; 2-dr., $365. ‘51 SL 


Deluxe 2-dr., $480, $475, $395, $365; 4- 
dr., $270. '50 SL Deluxe Bel Air, $345; 
2-dr., $245; 4-dr., $275. '49 SL Deluxe 
2-dr., $260; 4-dr., $220; FL Deluxe 2-dr., 
$205. '48 FM 2-dr., $280. 

CHRYSLER—’'52 Saratoga 4-dr., $530*. '50 
Windsor 2-dr., $155*. 

DeSOTO—’'52 Deluxe 4-dr., $310. 50 Cus- 
tom 2-dr., $265. '48 Custom 2-dr., $300. 

DODGE — '51 Meadowbrook 4-dr., $385; 
Coronet 4-dr., $355. °50 Coronet 4-dr., 
$305. 

FORD—'56 Main (8) 
445*; Custom (8) 

(8) 


Ranch Wagon, §2,- 
4-dr., $1,735, $1,550. 
’55 Fairlane 4-dr., $1,475*; Custom 
(8) 4-dr., $1,160, $955*. '54 Custom (8) 
4-dr., $990. '53 Custom (8) 2-dr., $790*; 
4-dr., $775. '52 Crest (8) Victoria, $680°; 
Main (8) Ranch Wagon, $705; Custom 
(6) 2-dr., $585. °51 Custom (8) 4-dr., 
$485; conv., $450; Deluxe (8) 2-dr., $320, 


(Continued on Page 31, Col. 2) 





If all cars with Rochester Carburetors were painted orange... 





MAIN STREET, U.S.A., would look like this! 


They’re going to town with Rochester! Nearly half the new 

cars on the street are equipped with Rochester Carburetors. And 
there’s good reason. They’re rugged . . . specially designed, 
engineered and built for service on today’s high-compression, 
high-performance engines. They’re reliable . . . deliver the right 
mixture at the right time for maximum performance. They’re 
real misers, too . . . wring extra mileage out of every gallon 

of gas. The finest engines in the world rely on Rochester 
Carburetors. You’ll find they’re standard equipment on the new 
Cadillac, Buick, Oldsmobile, Pontiac and Chevrolet. 


ROCHESTER PRODUCTS DIVISION, GENERAL MOTORS CORP., ROCHESTER.N. Y. 


CARBURETORS BY 
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Derby Graduate— 


A boy who had his first experience | 
in traffic safety as a Soap Box Derby | 
champion is now a driver-training instruc- | 
for at the Beloit (Wis.) vocational school. | 


Edward Clary, left, who won Beloit's 
derby in 1949, receives keys to a Chev- 
rolet training car from John Weiser, | 


Bud Weiser Motors. 


DeSoto for Bob’s 
Bob’s Motors, Inc., 226-28 S. La-; 
fayette St., South Bend, has been! 
appointed South Bend’s only De- 
Soto dealer. 





"GREAT" UMBRELLA BOON TO USED CAR SALES | 


The McFarland “GREAT” Umbrella (21-foot spread) and WHIRLABOUT—the “GREAT” 
Umbrelia that turns will attract more customers to your lot and help your sales. See 
how other dealers from coast to coast are using the McFarland "GREAT" Umbrellas 
. to make their lots more attractive. Call, wire 
or write today for full information. McFarland “GREAT' UMBRELLA Company, Division 
of McFarland Awning Corporation, 742 S.W. 8th Street, Miami, Fla. Phone—Miami 


in their advertising and promotion . . 


FR 4-8153. 


“ADVERTISEMENT 


AUTOMOTIVE NEWS, JULY 23, 1956 


By Martin L. Whitmyer 
Staff Writer 

Ever since an automotive agency | 
executive took a public poke at the) 
importance of television in selling 
cars, the television research folks 
have been beating the bushes look- | 
ing for evidence to back up their 
story. 

Latest counter-blow is a survey of 
627 automobile dealers in 16 metro- 
politan areas. 

According to- various trade 
sources, half of the factories’ ad- 
vertising money is allocated to 
newspapers, approximately 28 per- 
cent to television and the remain- | 
ing 22 percent to other types of 
consumer media. 


Affecting Factories and Dealers . . . 


Auto Advertising 


| vision. Eleven percent of the dealers | 





The survey, conducted by Media 
Research Bureau for American | 
Broadcasting Co., indicated that the| 
dealers attributed 36 percent of 
showroom traffic to newspaper ads, 


| 48 percent to television, and 16 per- 


cent to other media. 

The survey was broken down into | 
three questions: (1) Showroom traf- 
fic—“In your opinion, which form| 
of national advertising does the best 
job in bringing customers to your| 
showroom ?” 

(2) Only medium—“If the fac- | 
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tory and dealers had only one 
kind of national advertising to 
use, which would you recom- 
mend?” 

(3) Factory advertising — “What) 
would be your order of preference} 
if you were making up the national | 
advertising budget of the factory: | 
radio, newspaper, magazines, out- 
door, direct-mail, television?” 

In answer to the second ques- 
tion, the survey folks reported that | 
46 percent of the dealers would 
select newspapers, if they had only| 
one medium from which to choose, | 
while 43 percent would choose tele- 


would pick other media. 

In answer to the third question, 
49 percent of the dealers said they 
would put television first if they 
were making up the factory ad} 
budget, while only 37 percent put} 
newspapers in the top slot. The re- 


use some other type media. 
As a corporate entity, General 
Motors invested proportionately | 
less in television in 1955 than did 
any other regular network auto- 
motive advertiser—a 3 to 1 ratio 
for newspapers over television— 
but the survey showed that GM 
dealers are about equally divided 
on the relative merits of the two 
media in attracting traffic and 
as the most important item in | 
their factory’s ad budget. | 
Contrary to the general level of | 
opinion expressed by other GM} 
dealers, Chevrolet franchise-holders | 





|gave television a superior vote on 


what medium attracts more poten- 
tial customers and what medium} 
should receive the largest share of 
the advertising budget. 

Even on the question concerning 
“the only medium,” television re- 
ceived slightly more votes. 

Sixty-four percent of the Chevro- 
let dealers maintained television 
was doing the best job in bringing 
them customers, although out of the | 
total advertising dollars spent on| 
both media, seven out of 10 went to! 
newspapers. 

Pontiac’s newspaper ad expen- | 
ditures were greater by 3 to 1 | 
than those allocated to television, | 
but the voting for either medium | 
on the showroom traffic question 
gave newspapers a 55 percent to 
45 percent edge. 

Oldsmobile showed a 6 to 4 ratio 
in 1955 ad expenditures for news- 
papers over television, but the votes 
for either medium as a showroom 
magnet run about even—51 to 49 in 
favor of newspapers. Television | 
rated higher higher—58 to 42 per-| 
cent—than newspapers in Oldsmo- 
bile dealer-estimation as the most 
important item in the factory ad-- 
vertising budget. 

Despite the fact that Buick al- 
located only 17 percent of its total 
ad budget to television, more than 
30 percent of its dealers felt this 
medium was doing the best job. 

Buick’s newspaper-to-television 
ratio was higher than that of any 
of the other GM divisions except- 
ing Cadillac. 

Cadillac sponsored no network 
television during the 1955-56 season, 
and 82 percent of Cadillac dealers 
were inclined toward newspapers 
as the better showroom crowd 
puller. 

The consensus of Ford dealer 
opinion was about twice as favor- 
able toward television as toward 
newspaper advertising. 

Ford division spends 70 percent 
of its budget on newspapers yet 
dealers credited television with 
bringing in 54 percent of its show- 
room traffic. It gave television the 
same advantage on the question of 
most important item in the factory’s 
ad budget. 

Only three out of every 10 Lincoln 
and Mercury dollars were spent on 
television in ’55, but eight of 10 
dealers voted for television as the 
No. 1 showroom-traffic force. 


Chrysler Corp. has proven it- 
self more television-minded than 
its competitors, and dealers repre- 
senting its four divisions endorse 
television over newspapers far in 
excess of the relative weight each 
possesses in the overall ad budget. 

Newspaper advertising received a) 
larger share of the Chrysler- 
Plymouth budget than does tele- 
vision, but dealer reaction is behind 
the latter medium, particularly in- 

|sofar as the question of Chrysler’s 





first preference in factory adver- 
tising is concerned. 

DeSoto has the highest propor- 
tionate TV allocation of any auto- 
motive manufacturer, twice that al- 
located to its newspaper advertising. 
And dealer opinion on the superior- 
ity of television over newspaper is 
similarly strong. 

Groucho Marx’ “You Bet Your 
Life,” a perennial TV favorite, ac- 
counts for more than half of 
DeSoto-Plymouth’s ad budget, and 
dealers more than agree that Marx 
and television are good for them. 

Although Dodge - Plymouth 
newspaper allocations outweight 
that for television 53 to 47 per- 
cent, dealer sentiment is more 
overwhelmingly than ever in 
favor of the latter as their most 
effective sales aid. 

Among those casting their vote 
for either medium, 77 percent 
claimed television brought them 
more showroom visitors. 

The Studebaker-Packard tele- 
vision show, “TV Readers Digest,” 
would appear to have satisfied 
dealers as to the potential of tele- 
vision and its priority in the fac- 
tory ad budget. The latter out- 
weighed newspapers by 51 to 49 
percent. Newspaper advertising 
expenditures, however, out- 
weighed television by more than 
3 to 1. ; 


American Motors Corp. is the only | 
automotive advertiser besides De-| 


Soto to use television as its basic 


| advertising medium, and 53 per- 


cent of the AMC dealers questioned 








said television brought them the} 


most showroom traffic. Forty-eight 
percent picked newspapers. Fifty- 
five percent would have put tele- 


vision first in the ad budget, while | 


45 percent would have put news- 
papers in the top spot. 
* * * 


Gleason’s Ad Unusual 


Jackie Gleason’s “Many 
Thanks” ad to Buick, its dealers 
and the Kudner Agency in last 
week’s issue of Automotive News 
was unusual for the automotive 
field. 

It was all the more unusual 
in view of the fact that Gleason’s 
current contract with the GM 
division runs out Sept. 22 and 
will not be renewed, according 
to Kudner officials. 

* * ed 


Chevrolet Renews Pact 


full color and is being mailed to 
some 600,000 motorists throughout 
the nation by their Lincoln and 
Mercury dealer. The new magazine 
is being published under the direc- 
tion of William D. Kennedy, direc- 
tor of publications of Ford Motor. 
* * * 

Gulf Picks Dodge 

Gulf Oil Corp. has announced the 
combining of its advertising and 
sales promotion departments, with 
B. W. S. Dodge, formerly advertis- 
ing director, in charge of the new 
unit as director of advertising and 
sales promotion. 

Dodge, who will continue to make 
his headquarters in Pittsburgh, be- 
came advertising director in April. 
He has been with Gulf for 16 years, 

* * > 


* 


Burdette Elected on Coast 
The Advertising and Sales Club 
of San Diego, Calif., has elected 
Clarence Burdette, manager of the 
Chevrolet Dealers Assn. of San 


| Diego County Club president, 


Burdette is with Campbell-Ewald 
advertising agency, which has the 


| Chevrolet account in Los Angeles. 


* * + 


Mack Sponsors Monitor 
Mack Trucks, Inc., in coopera- 
tion with the American Trucking 
Assn. Foundation, Inc., is spon- 
soring segments of the NBC 
Monitor program through Sept. 2. 
The schedule consists of 42 
one-minute announcements and 
21 remote broadcasts. 
* + x 


Names 

Ernest H. Zielasko has been ap- 
pointed public relations represen- 
tative for B. F. Goodrich Co. 
Richard J. Ruth, formerly in sales 
promotion with B. F. Goodrich 
Equipment Sales, succeeds Zie- 
lasko as editor of sales publica- 
tions. 

Edmund W. Birnbryer and Frank 
Hopkins have been appointed to 


ithe radio-television department of 


Campbell-Ewald Co., Detroit. Birn- 


|bryer was named television copy 
| supervisor and television account 


executive, and Hopkins was named 
television copy supervisor in the 
Radio-TV department. 

Lyn White, with the advertising 
staff of The Saturday Review since 
1952, has been appointed manager 


CBS Radio has signed Chevrolet | of the national advertising depart- 


to a 52-week renewal of its news- 


| cast schedule. ; 
The contract calls for 12 five-| include | 
minute newscasts a week, with Rob-| advertising manager, 


|ment. New additions to the busi- 
lness staff of The Saturday Review 
Ken Purdy as automotive 
and Gilbert 


ert Trout handling three newscasts |W. Chapman jr., to the general ad- 
on Sunday and once a day, Monday | Vertising staff. 


through Friday, and Allan Jackson | 


reporting four times on Saturday. 
The renewal 


Robert J. Hakken and David Jen- 
|kins have joined Foote, Cone & 


marks the third | Belding’s Detroit staff and will be 
| consecutive year of the newscast| assigned to the Ford Motor Co.’s 


sponsorship by Chevrolet. Agency| Special Products, division account. 


for Chevrolet 
Co., Detroit. 


* 


2 Ford Magazines Combined 


First issue of the new Lincoln | 
combined | as advertising manager, and Phil S. 


and Mercury “Times” 


is Campbell-Ewald) 


Hakken joins FC&B from Benton 
& Bowles’ Detroit office, where he 
was copy chief. Jenkins previously 
was with Ross Roy, Inc., in Detroit. 


Appointment of Fred A. Lawrence 


with “Fine Cars” magazine is off | Klocksien as assistant advertising 
the press. The new magazine links| manager of Gamble-Skogmo, Inc., 
the two publications into one pub-| Minneapolis, has been announced. 


lication. 


|Both Lawrence and Klocksien 


The new 32-page magazine is in| joined Gamble-Skogmo in 1943. 
* - + 


) 


Hope with Chevrolet's New .Top Team— 


Bob Hope and top officials of his sponsoring Chevrolet organization talked tele- 
vision plans when the famed comedian paused in Detroit on his cross-country film 
junket. From left are W. G. Power, advertising manager; W. E. Fish, general sales 





manager; Hope, and E. N. Cole, new Chevrolet general manager. 
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Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 


OLFSBURG, Germany.—Several | 
American couples from Cali- 
fornia and Virginia came at the 
game time to pick up their Volks- 
wagens which they had ordered 
several months in advance, and I 
went along with them to visit the 
factory. 

It is difficult to believe what this 
mammoth plant is really like. 

While some of the originators 
of the VW plant and the town 
called Wolfsburg may be pres- 
ently busy shoveling coal in a very 
warm place, the fact remains that 
this factory is unique from several 
angles. 

It is perhaps the biggest single 
unit of its type in the world, with 
presently 32,000 employes. The lay- 
out, while about 20 years old, is still 
very modern. Erected in a farm sec- 
tion of Germany not far from 
Hannover and very close to the 





Halt Price Favors, 
Parts Firm Told 


WASHINGTON. — The Federal 
Trade Commission last week 


ordered P. Sorensen Mfg. Co., Inc., | 


Woodside, N. Y., to stop selling 
automotive products to competing 
customers at different prices. 

The commission adopted an ini- 
tial decision of last Feb. 2 by a 
hearing examiner that the com- 
pany favored certain customers 


through varying discounts and re- | 


bates. 

The firm makes ignition service 
parts and carburetor parts and 
kits and cable, wire and ac- 
cessories. Evidence presented dur- 
ing the hearing showed that some 
“warehouse distributors” received 
up to 20 percent discount, while 
“authorized distributors” received 
as little as 8.1 percent discount. 











New lower Prices 


CHROME NAME PLATES 


Now—new lower prices in all quan- 
tities on the finest line of die cast 
triple plated chrome name plates 
available. No set-up charges in 
larger quantities. 

For complete details—write for the 
name of the qualified advertising 
specialty counselor nearest you! 


Rea ea eS) 


NAME PLATE COMPANY 
2017 S. 29th Street, Phila 
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TURNTABLES 


* 
Manufactured by 


Macton Machinery Co. 


DYKE LANE 


18° PENNETTE 


100 feet only $4.00 pptd. 
124 PENNETTES 
6 Bright Colors 
Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, 0., Dept. N 





Soviet zone, the VW factory is 
bursting at the seams. 

Professor Porsche's chassis is still 
today an advanced design, said to 
be good for at least another 20 
years of production with only slight 
changes. 

Surely, the air-cooled power plant 
in the rear, the independent wheel 
suspensions, the rear torsion bars 
and the front laminated square tor- 
sion leaf springs, are still up to 
date. Add to this quality standards 
of production with an inspection 
system only equalled at Mercedes, 
and you are close to the secrets of 





the success of this government- 
controlled, but civilian - operated 
“semi-firm.” 

Raymond Loewy said once, “Ugli- 
ness is hard to sell.” He probably 
did not think of the VW, for I do 
not think anybody will find the VW 
body a dream of beauty. 

* * * 
New VW Styling? 
I SAW the large new hall in the 
last stages of construction before 
the new sheet-metal stamping plant 
is installed... Naturally nobody sus- 
pects that a very large car pro- 
ducer will install the same type of 
fixtures without changing the body 
style. Some day this change will 
occur, probably in 1957. 

I also saw the Renault Dauphine 
driven by the factory people on the 
VW grounds. 

This visit and a forthcoming 
test of the VW through Europe 
have been planned in order to 
give Automotive News readers a 
factual inside view of the at- 
mosphere at this plant. 

I found the “VW way of life” 
when I wandered through the 
streets of this town of 50,000, which 
was founded only for this enter- 
prise. 

I have talked to shopkeepers, to 





VW workers and to others, and I 
found that the kingpin of it all is 
still Professor Heinz Nordhoff, the 
man who is always willing and 
ready to fight for the VW security 
as well as for social improvements 
in the life of the VW worker. There 
could hardly be a more loyal group 
of followers than he commands. 

Naturally, in his exposed posi- 
tion, he is frequently subjected to 


violent criticism in Germany; 


21 Teachers Work 
At GM Jobs; See 
Science Applied 


DETROIT. — A group of high 
school science teachers, assigned 
summer jobs in General Motors 
Corp. plants to observe how the 
subjects they teach are applied to! 
industry, will attend an institute at | 
GM’s new Technical Center Aug. | 
19-25, 1956. 

In addition to supplementing 
| their income under this program, | 
Paul Garrett, GM public relations| 
vice-president, said the teachers are | 
getting firsthand knowledge of the 
sciences in industry to carry back | 
to their students this fall. 

The 21 teachers in the “pilot” 
group were selected by participat- 
ing GM divisions in consultation 
with local school administrators. 
All have been assigned to summer 
jobs related to the subjects they) 
teach during the school year. 
They are working in plants of 13 
GM divisions in Ohio, Michigan | 
and Indiana. During the regular! 
school term they teach chemistry, 
mathematics and physics. 

During the conference at the) 
technical center, the teachers will | 
discuss with GM executives, engi- 
neers and scientists the need for 
basic science and mathematics 
training at the high school level for | 
young people seeking careers as en-| 
|gineers, technicians and_ skilled 
| craftsmen. Visits will be made to 
| the GM proving ground at Milford, 
| Mich. and to the GM Institute in| 
| Flint. 


} 

3 Rootes Deals Open | 

| Three new Rootes dealerships | 

have opened in the Los Angeles’ 

|area. They are Martin Motors, | 
|Compton; Huntington Park Pack- 
| ard, Huntington Park, and Dale 

| Brown Motors, Long Beach. 
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mostly by those who don’t under- 
stand his responsibilities. 

I asked 
fear of it. 

“Not the slightest fear,” Nordhoff 
said. “We need every hand which 
may be freed in any section by 
newly mechanized methods of pro- 
duction.” 

* * * 


Like a Resort 


ATURALLY, life in a commu- 

nity which exists only for this 
one factory is like living in a camp, 
but it is a pleasant camp. 

Wolfsburg today looks more like 
a clean, modern, resort town, with 
wide streets, plenty of parking 
spaces, churches, three movies, 
parks and nice stores. 

As long as the factory continues 
to grow and to prosper, Wolfsburg 
will be all right. Most of the people 
living and working here came pen- 
niless a few years ago, expelled by 
the spread of Communism. 

‘Every possible dialect can be 
heard—there is no genuine Wolfs- 
burger. 

Among the methods of shipping 
cars, one is especially interesting. 
To points up to about 200 miles 
away, such as to Berlin, they drive 
the cars in columns of 36 at one 
clip. This column is followed by a 
bus which carries the drivers back. 

Recent credit restrictions put into 
effect by the Bonn Government in 
order to curb inflation are viewed 
with great concern in Wolfsburg. 

Finally, while every one can be 
replaced, a VW operation without 


Nordhoff is hard to imagine. His} 


shadow is cast over this enterprise— 
which came into being by artificial 
fertilization. He lives it, runs it, 


fights for it and defends it—and| 
there is a lot of need for all these | 


actions in a plant exposed to the) 
politicians in Bonn. 


about automation and 


Volkswagen Plant Expands— 





Construction nears completion on new building for stamping presses of Volks- 


| wagen plant in Wolfsburg, Germany. Observers believe that it is unlikely that VW 


would install new fixtures without providing for changes in the car's beetle-like 


Styling. 





At Boston, Miami Shows... 





2 MEWA ’57 Parleys Set 


CHICAGO. The Motor and 


Equipment Wholesalers Assn. has | 


announced that it will hold 
national conventions in Boston and 
Miami next year 


east Regional Automotive shows. 

The Boston show will be held 
in May and the Miami affair in 
April. The MEWA also said it 
is discussing arrangements for 
cooperation with the St. Louis, 
Dallas and Seattle shows, all in 
1957. 


The MEWA announcement re- | 


called that in June, 1955, the 


national associations decided upon | 


a plan of rotating national conven- 
tions among regional shows and 


MEWA became a party to the plan | 


on an “experimental basis.” 


in connection | 
with the New England and South-| 


that time, it reserved the right to 
vary the original idea of holding 
its convention at only selected 
| regional shows if it was necessary 
to do so “in order to follow 
through on MEWA’s policy of co- 


|operating with all established 
regional shows.” 
“It is well that it (MEWA) 


| did so,” the announcement said. 

“It was not foreseen that there 
would be conflicts of interest be- 
tween regional shows for the 

favor of the association.” 

Thus, MEWA said, the decision 
was made to hold conventions at 
Boston and Miami and enter nego- 
tiations for meetings at St. Louis, 
| Dallas and Seattle. 





More than 100,000 persons read AUTO- 


However, MEWA noted that, at | MOTIVE NEWS every week! 
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Current Prices on New Cars 





The following advertised-delivered prices 
include the suggested base factory list 
Prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 
BUICK—Special—4-dr. sed., $2,412; 2-)| 

dr. sed., $2,353; 4-dr. hardtop, $2,524; 2- 
dr. hardtop, $2,453; conv., $2,736; 4-dr. 2- 
seat stat. wag., $2,771. Century — 4-dr. 
hardtop, $3,020; 2-dr. hardtop, $2,958; 
comv., $3,301; 4-dr. 2-seat stat. wag., 
$3,251. Super —4-dr. sed., $3,245; 4-dr. 
hardtop, $3,335; 2-dr. hardtop, $3,199; 
conv., $3,539. Roadmaster—4-dr. sed., $3,- 
498; 4-dr. hardtop, $3,687; 2-dr hardtop, 
$3,586; conv., $3,699. (Dynafiow standard 
on Century, Super and Roadmaster. Power 
Steering standard on Super and Road- 
master ) 


CADILLAC — Series 62—4-dr. sed., $4,- 
291; 2-dr. hardtop, $4,196; 4-dr. 
de Ville hardtop, $4,748; 2-dr. Coupe de} 
Ville hardtop, $4,619; conv., $4,761; 2-dr. 
Eldorado Seville hardtop, $6,551; Eldorado 
Biarritz conv., $6,551. Series 60 Special— 
4-dr. sed., $5,042. Series 75—8-pass. sed., 
$6,608; 8-pass. lim., $6,823. (Hydra-Matic 
and power steering standard.) 


CHEVROLET (Prices are for 6-cyl. 
models; for V-8s, add $99.)——-One-Fifty— 
4-dr. sed., $1,865; 2-dr. sed., $1,822; utility 
sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 
Two-ten—4-dr. sed , $1,951; 2-dr. sed., $1,- 
908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
$2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. 
wag., $2,211; 4-dr. 2-seat stat. wag., $2,- 
259; 4-dr. 3-seat stat. wag., $2,344. Bel Air 

—4-dr. ., $2,064; 2-dr. sed., $2,021; 4- 
~ hardtop, $2,226; 2-dr. hardtop, $2, 172; 

$2,340; 4- dr. 3-seat stat. wag., 
$2,478: 

604 


2-dr. 2-seat Nomad stat. wag., 
$2,604. Corvette—Hardtop cpe. or conv., 
(V-8 only), $3,145. 
CHRYSLER—Windsor—4-dr. sed., $2,- 
865.75; 2-dr. Nassau hardtop, $2,900.25; 
4-dr. Newport hardtop, $3,123.75; 2-dr. 
Newport hardtop, $3,036.75; conv., $3,- 
331.25; 4-dr. stat. wag., $3,593.50. New 
VYorker—4-dr. sed., $3,774.50; 4-dr, New- 
port hardtop, $4,097; 2-dr. Newport hard- 
; 2-dr. St. Regis hardtop, 
-» $4,237.75; 4-dr. stat. 
"$4,518.50. 300B —2-dr. hardtop, $4,- 
(PowerFiite standard on New 


nt 25. 
Yorker.) 


OLIPPER—Deluxe — 4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custem—4-dr. sed., $3,069; 2-dr. 
hardtop, $3,164. 


CONTINENTAL — 2-dr. sed., $9,538.) 
(Turbo-Drive and power steering standard. ) 
DeSOTO — Firedome — 4-dr. sed., $2,- 
673.25; 4-dr. Seville hardtop, $2, 828,25; 
2-dr. Seville hardtop, $2,729.25; 4-dr. 
Sportsman hardtop, $2,948.75; 2-dr. Sports- 
man hardtop, $2,849.75; conv., $3,076.75; 
ao stat. wag., $3,366.25. Firefilte—4-dr. | 
$3,114.50; 4-dr. Sportsman hardtop, 
$3,426 50, 2-dr. Sportsman hardtop, §$3,- 
341.50; conv., $3,539.50; Pace Car conv., 
$3,610.50. (PowerFlite standard on Fire- 


Sedan | 


| hardtop, 


4-dr. sed., $2,371.25; 2-dr. sed., 
2-dr. 500’ sed. $2,529.90; 4-dr. hardtop, 
$2,547.50; 2- dar. hardtop, $2, 433.50; conv., 
$2,773.50. Royal — 4-dr. sed., $2, 508.75; 
4-dr. hardtop, $2,692.75; 2-dr. hardtop, 
$2,578.75. Custom Royal—4-dr. sed., §2,- 
618.75; 4-dr. hardtop, $2,802.75; 2-dr. 
hardtop, $2,688.50; conv., $2,908, 
| Wagons—2-dr. Suburban 6, $2,487.25; 2-dr. 
| Suburban V-8, $2,595; 2-dr. Custom Sub- 


$2,298; 


urban V-8, $2, 724; 4-dr. 6- -pass. Sierra 
V-8, $2,712.25; 4-dr. 8-pass. Sierra V-8, 
$2,817.75; 4-dr. 6-pass, Custom Sierra V-8, 
$2,864; 4-dr. 8-pass. Custom Sierra V-8, 
$2,969.50. 

| FORD—(Prices for 6-cyl. models; for 
| V-8s, add $99.98.)—Mainline—4-dr. sed., 
$1,891.48; 2-dr. sed.. $1,846.30; business 
2-dr., $1, 744.22. Customline — 4-dr. sed., 


| $1, 981.76: 2-dr. sed., $1,935.58; 2-dr. hard- 
| top, $2,098.93. Fairlane—4-dr. sed., $2,- 
089.64; 2-dr. sed., “$2,043.46; 4-dr. hardtop, 
$2,244.80; 2-dr. hardtop, $2, 189.98; Crown 
Victoria 2- dr., $2,333.75; conv., $2, 355.07. 
| Station Wagons 2-dr. 2-seat Ranch 
Wagon, $2,181.05; 2-dr. 2-seat Custom 
Ranch Wagon, $2,245.60; 2-dr. 2-seat 
Parklane, $2,424.05; 4-dr. 2-seat Country 
| Sedan, $2,292.87; 4-dr. 3-seat Country Se- 
| dan, $2,424.05; 4-dr. 3-seat Country Squire, 
$2,528.60 Thunderbird- Hardtop cpe. (V-8 


only), $3,147.60. 
HUDSON — Wasp Super 6—4-dr. sed., 
$2,416. Hornet Special V-8—4-dr. sed., 


$2,626; 2-dr. hardtop, $2,741. Hornet Super 
6—4-dr. sed., $2,770. Hornet Custom 6— 
4-dr. sed., $3,019; 2-dr. hardtop, $3,136. 
Hornet Custom V-8—4-dr. sed., $3,286; 
2-dr. hardtop, $3,429. 

IMPERIAL—Imperial — 4-dr. sed., $4,- 
827; 4-dr. hardtop, $5,220.50; 2-dr. hard- 
top, $5,089.25. Crown Imperial—4-dr. 8- 
pass. sed., $7,597.50; 8-pass. lim., §7,- 
731.50. (PowerFlite and power steering 
standard. ) 


LINCOLN—Capri — 4-dr. sed., $4,207; 
2-dr. hardtop, $4,114.50. Premiere—4-dr. 
sed., $4,596; 2-dr. hardtop, $4,596; conv., 
$4,742. (Turbe-Drive and power steering 
standard.) 

MERCURY—Medalist—4-dr. sed., 
2-dr. sed., $2,250; 4-dr. hardtop, $2,454; 
2-dr. hardtop, $2,384.50. Custom—4-dr. 
sed., $2,406; 2-dr. sed., $2,346.50; 4-dr. 
hardtop, $2,551; 2-dr. hardtop, $2,481; 
conv., $2,707.50; 4-dr. 6-pass. stat. wag., 
$2,718; 4-dr., 8-pass. stat. 
Monterey—4-dr. sed., $2,551; 4-dr., hard- 
top, $2,696; 2-dr. hardtop, $2,626; 4-dr. 
8-pass. stat. wag., $2,973. Montclair—4-dr. 


$2,895.50. 


METROPOLITAN—2-dr. hardtop, $1,527; 
conv., $1,551. 

NASH—Statesman Super 6—4-dr. sed., 
$2,381... Ambassador Special V-8 — Super 
4-dr. sed., $2,591; 
816; 2-dr. hardtop, $2,681. Ambassador 
Super 6—4-dr. sed., $2,685. Ambassador 
Super V-8—4-dr. sed., $2,997. Ambassador 
Custom V-8—4-dr. sed., $3,236; 2-dr. hard- 


top. $3,379. 
OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,483; 2-dr. sed., $2,418; 4-dr. hardtop, 


$2,667; 2-dr. hardtop, $2,595. Super 88— 
4-dr. sed., $2,635; 2-dr. sed., $2,569; 4-dr. 
$2,876; 2-dr. hardtop, $2,803; 


conv., $3,026. Series 98—4-dr. sed., $3,- 





flite.) 


DODGE — Coronet 6 —4-dr. sed.. $2,- | 
263.50; 2-dr. sed., $2,190.50. Coronet V-8— | 


$3,475; conv., $3,735. (Jetaway Hydra- 
Matie and power steering standard on 
Series 98.) 


Station | 


$2,309; | 


wag., $2,815. | 


Custom 4-dr. sed., $2,-| 


293; 4-dr. hardtop, $3,546; 2-dr. hardtop, | 


sed., $2,208.75; 2-dr. sed., $2,165.75; 4-dr. | 2-dr. hardtop, $2,661; conv., $2,853; 2-c<r, 
hardtop, $2,381; 2-dr. hardtop, $2,313; | 2-seat Safari stat. wag., $3,124. 
conv., $2,473.50. Fury—2-dr. hardtop, el RAMBLER—Deluxe—4-dr. sed., $1, 26, 
862. Suburban 6 — 2-dr. 3seat Deluxe | Super—4-dr. sed., $1,936; 4-dr. 2-seat «©: at, 
stat, wag., $2,192.50; 2-dr. 2-seat Custom | W28-, $2,230. Custom—4-dr. sed., $2.56; 
PACKARD — Executive—4-dr. sed., $3,- | stat. wag., $2.263.50; 4-dr. 2-seat Custom | 4-dr. hardtop, $2221; 4-dr. 2-seat «\t, 
. “+ . a ‘ wag., $2,326; 4-dr. 2-seat hardtop it. 
465; 2-dr. hardtop, $3,560. Patriclan— stat. wag., $2,309.75; 4-dr. 2-seat Sport | wag., $2,491 
4-dr. sed., $4,160. 400—2-dr. hardtop, stat. wag., $2,479.75. Suburban V-8—2-dr. eet 
$4,190. Caribbean—2-dr. hardtop, $5,495;!o seat Deluxe stat, wag., $2,296: 2-dr.| SfUDEBAKER — Champion 6 — 3 ir, 
conv., $5,995. (Ulitramatic standard. ) 9-seat Custom ‘stat. wa a $2,367: dade, | Sedan, $1,993; 2-dr. sedanet, $1,841; ir. 
PLYMOUTH—Piaza ar, wet., @1,-\9 3 50.419 25: 4dr 2-ccnt | 008" $1,943. Hawk 6—Flight Hawk 5. 
aie be mah s1.870.00, an 2-seat stat. wag., $2.4 3.25; 4-dr. 2-seat| pass. cpe. $1,982. Commander V-8- ir, 
$1 780'50. Pls Viti. aon $2 025.75. Sport stat. wag., $2,553.25. | sedan, $2,121; 2-dr. sedanet, $1,970; 2 dr, 
2-dr. sed., $1,982.75; bus. cpe., $1,883.75. PONTIAC—Chieftain 860—4-dr. sed., $2,- | $5410. $2,072. Kvesiaent. \-8 S-dr. sedan, 
Savoy 6—4-dr. sed., $2,021.50;'2-dr. sed., | 294; 2-dr. sed., $2,236; 4-dr. hardtop, $2,- | Su:791i,2-r. sedan, SE 1SS, Reendent Cine. 
$1,978.50; 2-dr. hardtop, $2,125.75. Savoy 439; 2-dr. hardtop, $2,366; 2-dr. 2-seat| Hawk 5-pass "epe., $2,097; Sky Hawk 
V-8—4-dr. sed., $2,124.75; 2-dr. sed., $2,- stat. wag., $2,564; 4-dr. 3-seat stat. wag., | 2-dr. hardtop, $2,473; Golden Hawk °-dr 
081.75; 2-dr. hardtop, $2,228.25. Belvedere | $2,647. Chieftain 870—4-dr. sed., $2.409;| hardtop, $3,057. Station Wagons—Pe am 
6—4-dr. sed., $2,105.50; 2-dr. sed., §$2,- oa hardtop, $2,530; 2-dr. hardtop, $2,476; | 6-cyl. 2-dr., $2,229; Parkview V-8 2-4 
062.50; 4-dr. hardtop, $2,277.50; 2-dr. th 2 2-seat stat. wag., $2,744. Star Chiet | $2,350; Pinehurst V-8 2-dr., $2,525. (Over. 


hardtop, $2,209.75. 


Belvedere V-8 — 4- 


dr. 


4-dr. sed. ($2, 523; 4-dr. _hardtop, $2,731; 
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drive standard on Golden Hawk.) 




















hardtop, $2,830.50; 2-dr. hardtop, $2,760.50; | 
| conv., 











‘ Stude- TO- 
compiled by R. L Polk repre- mond | . . 

sondations ix cake capliels. way | rolet T Dodge} Ford Cc Reo | baker | White Willys | Mise. | TAL 
30 States Previously "56 | 25, 12414 191| 2606; 11400! 3373; 4928 518 125 454 655; 1006 427| 38122 
Reported for May _ 25, 12692 120.2238, (10577, 3130) _3671 562 % 483 575| «1138 313} 35620 
Alabama 56 479 3 85 344) 177 120 23 2 6 18 19 4| 1280 
/ 55 58! 2 97 477 196 16! 10 | 6 26 8 3 568 
California "56 » 2667 27 669; 2409 790 617 34 37 75 95 211 153 7784 
ae ‘55 _ 1) 2885 45 505, 2217 792 603 3 22 127 4\ 272 143 684 
Georgia "56 I 879 134 828 253 193 30 a 21,20 2382 
aes alan "55 | 943 I 169 806 167 216 31 | 19 10 2! 4 2388 
Indiana "56 810 12 138 762 259 444 2 20 5% ~CS~S~«S*SD: 16 23; 2645 
eo Sate __ *55|_ 1036 i8 173 807 274 254 17 1 62 58 38 12| 2810 
lowa "56 338 10 40 309 62 184 2 ' 14 5 a aa 
Rater Se ite Se 592 9 69 48 | 90 248 9 3 12 7 12 12) 1544 
Kentucky "56 621 2 74 400 182 17% 22 12 20' «32 3) «S44 
= . _'55 58! 4 ‘ 83 _ 410 160 A 158 24 3 2! 8 28 1 1481 
Louisiana 56 745 8 1S 630 150 168 28 3 16 uC (<tett;ttCit OD 
ie ‘ _ 5 . 7; 7 112 586 141; 170 6 3 36 3 TT 1823 
Maine 56 2 236 63 226 95 136 i " 7 15 12 820 
ts = a “55 a 304 42 243 94 98 42 17 12 49 4 905 
Massachusetts 56 10 430 i 156 553 204 320 78 10 12 48 5! 53) 1936 
wre 55 2, 433 i 102) 445 | 218 4! 5 2 29 44 51) (1488 
Michigan 56 1206 26 327. «1056 325 251 42 to 43 ry} 43) 3432 
es a3 . | S| 3 16-299! 1295 316; 224) S20) SB 35 32; 62} 27|__—«3757 
Mississippi "56 646 1 57 510 158 155 2 22 16 2; (1569 
i vs ‘55 623 75 483 158 135 6 ae 6 4 1503 
| Missouri 56 704 3 93 536 180 232 7 7 12 48 19 14; 1855 
ee 5S _ 96} _—b}_ Ss H5j_—723 225) 273 Ron See ae 21 ii) 2394 
Nebraska "56 200 2 38 170 59 5 5 7 12 i" - 627 
: Wee 34! iT 41|__-274 | wm tf #8683} 6 oo 18; 98 
New Mexico "56 310 4 330——« 23% él 82 27 9 a... 778 
2 _'S5 270 2 46| 204 80 46 14 2; 2 3 4|_ 712 
New York "56 39 ~—«44436 15 367, «11372 449 678 1% 34 36 148 170 76 49% 
: 7 'SS 30; 115) 26 307; 1074 287 652 89 33 3 98 15 48 3980 
Pennsylvania 56 22; «1425 17 370 —«11306 453 645 137 18 63 146 136 26: 4764 
55 27; «1399 21 369; 1143, 242, bb 8! 8 67,103 ——*106 35, 4257 
South Carolina — "56 > ae 7 & 03) we 79 21 7 4 5 I 89% 
: a $5| 350 2}; 59] 247 79; —s 63j_—siil a 840 
— COCO ‘56 2254 24 277, «1625 405 573! 5! 5 35 89 62 23° 5423 
a _ ‘551 1794 2; 212] ~—«t683|—245' 872) S39) 10; 6 77|__ (78; _~—_—sb|_—4764 
Washington ‘56 i 346 2, (146,289 166 171 28 5 10 10 49 34 ‘1256 
55 47) 9 12! 455 178 i7} 33 | 20 37 7\ a 23 590 
~All States 56 99| 28455 361' 5844-25304 ~=—«7869| +«10267| +~—«1269 289 915; 1464, «11937 924) 84997 
for May 55 85; 29583 312) 52'4 24630 6989 8845 108) 232) 106! 1173| 2166} 715) 82086 
— 56 436; 126710' 1729 «23671 110989; 36383’ 45717/ 5494; 1234) 4310; 6765: 8694) 4374) 376506 
To Date ‘55 451) 1053/5 1405, 25959! 115999) 24358/ 42145, 3941 1050, 4803) 5378 10460 2844) 344108 





New Passenger Car Registrations, All States for May, 1956-1955 



































































































































































































Car registrations by states a 
are released here weekly, as Mer- | tinen- | FORD Cadil- s-P 
compiled by R. L. Polk rep- Ford |Lincoin| cury | $a) |TOTAL | Buick | lac baker |TOTAL 
resentatives in state capitals. 
41 States Previously "56, 2621! + 5598| 8219| 6844) 478) 6561! 14391| 30993! 59267! 82578| 2722| 17130 73| 102503| 33746| 8407| 98743) 27378| 21678! 189952; 2386| 4928) 7314! 3756) 37/01! 
_ Reported for May ‘55| _—_—-3371| 6800) _10171| 9229] —771| ~—7630|_~—*18470| +43149| 79249| 9/896) —1909| 21872! | _115677| 46145| _ 8056| 100206) 34699| 31770) 220876| 3798| 5977| __—9775| __-2337| ‘438085 
California "56 242; 665, 907; Ss 747) 85; 616) +(1397| 3469) 6314; 9191; 461; 2657) 26, 12335; 3751; 1547| 1i414| 2724) 2441) 21877; 211; 606| 817; 2448) 44698 
55 465| 1013} 1478} 925; ~—-155| += 837|_—«1923|~—« 4171] ~—BOIT| 11669] ~—«429|——-4604 | 16702} 7601] 1616} 12499) 4798) 4561| 31075} 450) _—«1093|_—1543|_—*1621| 60430 
Georgia "56 10) 46 56) 97) 3| 92| 240; 640; 1072; 2755 36; 369) 2; 3162 721; 156, 3123; ~=—«558| 724) 5282| 23; 126) ~—S—«149 27| «9748 
SS 27; ~—:103)—~— 130 160 14) 128) ~~ -472|~—«*4166| _—_—*1933| 3098 29; 65! _|__3778|. 1074 159} 3382}—-923|_—«d122) 6660 79 179, 258 45| 12804 
indiana 56) 144,296, 440|—S«373/ S24) S91 {~~ 697| 1553] 3038 +4361; 134) +1020 5, 5520; 2028) 437) 5163) 1567) 1182) 10377 118; 465 583) 90| 20048 
‘55 | 179; 393) ~=—-$72) ~—«552| | 34] 479; _1075| _2314| 4454| 4626) ~—'107|_—«*1040 5773| _2777| _-400| ~—«5458|_—«1948) 1756] =12339| 222 751|__—«973 68| 24179 
Kentucky "56 | 34) 4 a; UCaCOC~‘zY 82 195; 562) 924; ~—«*1757| 27; «356 2; 2142; ~—«-723)~—S=«L'N3|—S«s2437| =) S42) 4243) 19| 61 80) 24; 7491 
‘SS 34 70} 104) ~— st] 5! 89} 321} 704) 1240) 1728) 12 269 2009} 746 105} 1976; 569} 479) 3875 39/126) 165] 10} 7403 
Massachusetts 56 | 171; 383; S24) —s«293) 17); 243) 19) 1413) 2485-3169) 112,01 1, 3683, 1243) 285, 3196) 1368; 834) 6926) 108 140; 248) += 236| +14302 
55 149) 513} 662} 455} 19] 364; $86) —*1972} ~— 3496) ~— 3883) 82,780) 4725| 1850) _-333|_—«3823|_—«1754|~—«1350|_—«9110|_—s152|_—207|_~——359|_— 210) ‘18562 
New York 56) 357, 749, 1106) 1674; 109) 1415) 2645) 6398| 12241) 11661; 491, 2591 13) 14756; 5905! 1795| 13295; 5606, 3971| 30572; 403 += 752) —«1155| 1385) 61215 
55 384) 872} 1256) 1597; 112) 1198} 2252} 5807) 10959] 9405) 275) 2823 12503} 6578} 1402} 11088} 5179} 4003; 28250) 558; —673| ~—«1231| ~— 608} 54807 
uth Carolina "56| 4) 24) 28) 44 4) 56 115) 348) ~=—567| —«*1153) 9) +180 1342, 381 | 81; 1499) 285; 266, 2512) . 44) 50) 24) 4523 
‘55 | 42| 38) 80| 73| 2| 89} 186] —477|_—«827|_—«*1444) 15} 230) 1689, 451 | 72| _1482| —«398|~— 450) _—2853 30 86) 116) 2 5591 
Texas 56 | lol) —-195{ 296 +~—«300 44-256 +656) (1465) 2721) +«6489/ = 152) —«1213) 10, 7864, 2272) 718| 9072) 2025) 1504) 15591| 89; 260, 349| 157\ 26978 
"55 | 135| 283} 4i8| 565 85 395| 1113] 2893) ~—«5051| +9443) ~—184) 2101 | 11728} 4028| 779; +1034) 3369) 3257| 21467 205| 5 504| 709 | 70| 39443 
All States "56 3684, 7970| 11654) 10456| 765) 9712| 20855| 46841| 68629) 123114) 4144) 26117; 132) 153507| 50770| 13539) 147942| 42069, 33012| 287332; 3363) 7382) 10745; 8147) 560014 
for May 55 4786| 10085} 14871| 13677] 1197] 11195} 26498] 62653| 115220) 137192| 3042| 34350) |_174584| 71250| 12922) 149948; 53637|  48748| 336505|5533/_-9596|_ 15129| 4995| 661304 
Year "S| 15517| 35448 50965| 47774| 4468| 44527| 92797| 214294) 403860| 545037| 18021| 118281,  632| 682171| 248134) 61376| 656560| 198640| 160649/1325359| 15009, 38119| 53128) 33227/25487!0 
To Date "55 18769| 36626| 55395} 64587] 5643) 51594] 120985] 280239) 523048| 600913} 12287! 142208] 755408| 311805} 62317| 593411| 236781| 215732|1420046| 21453| 43700) 65153/ 21482! 2840532 
Arizona "56 | 15 al i 45 2) 83; 195; 354] i 21; —«*123) 1] 917) 216) 82/ 143; -162)—s1391) ~—Ss«i4| 35, «49|+~=Ss«i2|~S«i2833 
‘55 | 49 114 163 116 i} 216| 492} 916} 1250 23) 254! » 1527} 599) ~—:105} 13a4| 325| _361| 2734! 54| 75 129 57| 5526 
Delaware "56 | 13] 14 22) 3) 7 49 169; 262) 331 10) 64) | 405 104] 35; 464) ~—«*103) 90| 796) 4) 23) 27) 12) 1516 
SS) 2 29) 31 52| 3! 49| 127) 355} 586) 633 19| (127) 779| 303] 40} 563] 191} ~—st83|_—«280}_—S 7} —S 34 St], ~— 19] 2746 
Florida "56 | 59, 142) 201 208) 33). 199) +484; +«=818} «1742; «= 3491 150; 616) 9| 4266) 1207; 478; 3949; 916; 659) 7209 63; 142; += 205) += 328) «1395! 
ne 100} 144) 244] 284] 44 216| 524| _1258| 2326| 359% 97| (927) 4620; 1354 —331| 4725] —«1255|_—«1218|— 8883) ~— 96} 218] 314) 185] 16572 
‘ilinois pe "56 | 167; 490; 657; «595 60; 495; «1041 «2231; 4422| «7378 274; 1369! 5; 9026; 3100) 861; 9545) 2567) 1992) 18065 182; 425; «607 279| 33056 
‘55 | 693; 837; «1530! (987 | 738} 1491] 4542] 7824; 7716} 253) 2468 | 10437] 5216} 907} 10919} 4403). 3090! 24535| 404) ~=—575| 979 148) 45453 
Nevada "56 | i 4| 5| 3) a 10) 10) 30) 53 114 i 30) 7 156) 41; 9 104} 27) 37; —«218) 7 14) 21) 14) 467 
‘55 | 7| 2| 9| 25| 4 26} 63} 124] = 242] 288} 4} SB | 354) 132] 15) 241) 96} 113} 597) = 29} 7P|_106| 16| 1324 
‘New Hampshire 56) af SS E220) 014) 42] 15; 89 2; Set) tea} —S—«i2@)—S—«C«S25| «CSS| ~—SSS! —stoz7;—Ss«édtYC(iéiY:SCSC*«éCMY:SC:*=«éiT:CsC2O 9B 
Reet 55) 61} | 158} 73 6| 40} 108) 265) = 492! = S51} ne 129} |_| — 208} 37} 0 187; 198} —*1270)_—S 18} S40} S58} | 2703 
North Carolina ase a06CUCU SCO 8; 99; 239/739) «1233; 2386) 29/379 I! 2795| 700; 160; 2576; = 582; S21; 4539 33 83,116 48/8828 
Ree erates "55! 73} 128} = 20} S29 17 216| 318} -957|_—«*N727)'—=— 2795} at} 494} |= 3330) 1055] 129] 3004) 895 882; 5965 = 67|_—s 126; ~—«d1:93 | 37| 11453 
North Dakota a ee a ae ! 24; 70) 134) 266) 441! 7 87| [ S35] 130) 25; 535) 135; 68; 893) 3; 8 41 4) 1785 
‘SS 14) 35| 49) 64 3 64} 92| 223} ~—446}_— 500) 109 620} sit i4! 23| 637) _—s172|_—S—s103|_—s1049 18 28 46 4° 2214 
Oklahoma ‘| iS] St*«*SS2| 77; 60) 6 73; 169| S414) s722)~—s«1814) 33 306 2153; 531 157; 2098! = 473 369 3628 19 60 79 34) 6693 
‘55 | 42\ 91; 133 121 4) 104 182| 627} _—«*1048|_—«1849)_— 32] 460 2347 B10}_—123;_—«2305} 746) 718! 4702's 38}; 15%) 228405 
Wyoming tae ‘56 — an: Oe a 8). 6 ee ay 9 59| zl; 4,Cti«iS|;Ct(tis2D 74 68, 557 oe 20 4° 100! 
55 16) 17} 33 37} 4| 24 44| mn: eee a a ae ay a ee 26; sit 4 4 (1397 
10 States Reported —-—-—Ss S56]~—~*«“‘éz GY CB9B)~=«25O) += 68; ~—sd7| ~=S 996 +~—2280) +4959) +9520! +17395| 559! 3122) 19) 21095; 6277/  1867| 20883, 5175; 4121) 38323) 353; 861/ 1214) 826) 72228 
To Date for June ‘55! 1057} 1487; 2544, 1978] 172) 1558} 3165] 894i| 15814] 19450; 497] 5119] = |_—-25066} +9904) ~—«*1743) «24739; ~— 8383! 6992| 5176! 767, 1308) 2075; 533) 97793 
Year cae ~"56/*15874) 36341, 52215; 48942) 4585! 45523) 95077! 219253| 413380) 562432| 18580 121403;  851| 703266| 254411! 63243! 677443! 203815| 164770|1363682| 15362) 38980/ 54342; 34053/2620938 
To Date ‘55| 19826) 38113, 57939) 66565; —5815| 53152/ 124150) 289180} $38862/ 620363 12784| 147327| | 780474| 321709| 64060) 618150| 245164| 222724) 1471807; 22220| 45008) 67228) 22015 2938325 
“The information contained in this report has been compiled from officia! state documents. Every reason- received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 


able precaution has been exercised to insure accuracy of this report to the extent of the registrations 


by reason of inaccuracies or omissions.’’ 


R. 


L, 


Polk & Co. 
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dr, 
26. 
it. 
t. 
ir. (Continued from Page 27) ; - 
r. o 
5. $270. '50 Custom (8) 2-dr., $360, $255: Ville, $1,760* (ps), $1,695* (ps); coupe, { ay ¢| nN if | if { 
.. We Guarantee Custom (6) 2-dr., $325, $255, $225; club  $1,690* (ps); 4-dr., $1,610* (ps). °52 (62) 
ir, To Help You coupe, $220; Deluxe (8) 2-dr., $155, $110 4-dr., $1,280* (ps), $1,230*, $1,225*. ’51 po 
n, "49 Custom (8) conv., $275, $225; 2-dr., (62) 4-dr., $1,000*, $900*. '49 (62) 4-dr., 
as- @ increase Customer Paid Labor Sales $280, $165; Custom (6) club coupe, $185. $350* al 
er ‘ MERCURY—'54 Monterey 4-dr., $925*. '53 CHEVROLET—’'56 Two-ten (8) Sport se- BY 
wk @ Prevent broken promises to customers Custom 2-dr., §720*. °52 Custom 2-dr., dan, $2,175*: 2-dr., $1,665*: Two-ten (6) 
dr. ‘ . . $705*, $62: '51 Custom 2-dr., $420*, 2-dr. $1,520* 55 Bel Air (8) Sport) 
am @ Give your Service Manager time to $400*. "48 coupe, $195. ‘47 club coupe, coupe, $1,800* (ps); conv., $1,760*, $1,- 
ir., handle his executive responsibilities $115 750*, $1,660; 4-dr., $1,555*, $1,545*, $1,- 
er- . . NASH—'51 Rambler 2-dr., $230; Ambassa- 320; Bel Air (6) Sport coupe, $1,560; i 
@ Permit Shop Foreman to devote all time nem Ste $188 ¢ Two-ten (8) 4-dr., $1,310, $1,250: One- @ 
"4 to improvement of mechanical work OLDSMOBILE—'56 (88) 2-dr., $2,525*, ‘55 «fifty (6) 4-dr., $985, ‘54 Bel Air Sport 
: : : (88) 4-dr., $1,925*; 2-dr., $1,900%. ’53, coupe, $1,370*%, $1,170*; conv., $1,220; ; | ane Lied e 
@ Bring ALL service operations to (88) 2-dr. $1,080°, °S3 (98) S-Or,, 9846°. Two-ten 4-dr., $925, $900, $735; Delray iS = | 5 \ 
clock-work precision 51 (88) 4-dr. $525*. $455*: 2-dr.. $490° coupe, $785. °53 Bel Air Sport coupe, - 
$305*. '50 (98) a dr ’ $170* : oy . $1,000; 2-dr., $860, $760; 4-dr., $790*, | 
305 : ) 2-dr., $170*. $775°: Two-ten 2. “ At é 
APPROVED BY PACKARD—'52 Clipper 4-dr., $380°, g320., $°75°: Two-ten 2-dr.. $720, $696; 4dr. 
ALL LEADING MOTOR CAR ao tee aa 5, |  Zait, $710, $670; One-fifty 4-dr., $540. | 
PLYMOUTH 55 Savoy (6) 2-dr., $1,195 52 8S ce >» 685 “ $615 
52 SL Deluxe Bel Air, $685; 4-dr., $615, 
MANUFACTURERS 53 Cambridge 2-dr., $475, $380. "52 Cam- $485*: 2-dr.. $450 | 
? bridge 4-dr., $300. '51 Cranbrook Belve- . » ao . ’ s = 
We have accomplished this for hundreds dere ” enn 2-dr $355 ‘48 club coupe, CHRYSLER 55 Windsor conv., $2,270° | 
of Motor Car Dealers . . . coast to coast. $290. ‘47 Special Deluxe 2-dr., $190, oe! 2-dr., $1,690 54 NY 4-dr., $1,- 
A note on your company letterhead will PONTIAC ‘54 Chieftain (8) 4-dr., $750 DeSOTO _’55 Fire Dome (8) Sport coupe, 
bring all particulars — promptly. 53 Star Chief (8) 2-dr., $650. "52 Star go 935* (ps): 4-dr., $1,900* (ps). ‘53 
. Chief (8) 2-dr., $605*. ‘51 Silver Streak Fire Dome (8) 4-dr. $760, $675 2-dr.. | 
(8) 2-dr $375*. ‘50 Silver Streak (8S) $650 7" ° ns , . 
122 2 ee a san? $185*. '49 Silver Streak (8) 2-dr., ponGE—'55 Royal Lancer sedan, $1,775* 
Ss - te 
aia . ‘ - ~ ais Coronet Lancer, $1,700, $1,610*. '54 Royal 
620 TMA LL STUDEBAKER ‘54 Champion 4-dr., $615. oir Soto Vhs): Coronet. dear. $830": 
280 53 Commander 4-dr., $520 50 Com- Meadowbrook 4-dr., $600*. ‘53 Coronet | 
784 ept. - \y icago 8, 5 on — ceeeeeens Ces “ ie dr $320. | dl ey : ESTABLISHED 18664 
24 MISC —asae i. aa 2-ton = FORD—'56 Thunderbird, $3,045; Fairlane F a aha m4 ge 
up, $1,130, $1,110. "53 GM¢ -ton pick- (8) Victoria $2,070*: Country sedan, 4 Bs 
382 = —s ‘ _ 1 500. ‘52 International 2-ton panel . 
217 Se ee a ee TEED Lb 
ag $300 a. —_ —e oy: b 5 Custom (6) 2-dr.. $1.660: Main (6) 2-dr.. 2a P 
645 vo a -ton pickup, $140, ‘3s or -ton $1,300. °55 Thunderbird, $2,590*, $2,550* | ys Cae 7 
210 pickup, $110 (ps); Fairlane (8) Country Squire, §1,- [FOUNDRY DIVISION = 


9 ' e@ ‘ i. . 955* (ps); Crown Victoria, $1,810* (ps) ca ’ , 
om Ps vi i LIT rLETON, COLO. Victoria, $1,410; Main (8) Ranch Wagon : Bee: a he ‘ ba 


_ . al $1,695; Custom (6) 4-dr., $1,175. ‘54 
ro i ane — A - Auction : an, _— Mon- Crest (8) conv., $1,405; Victoria, $1,365*, avy OFFICE i MANUFACTURING PLANTS 
48 me oe ny sendy. Seid 270 $1,305*, $1,185*; Custom (8) 2-dr., $920: 
903 i (AEREES Sereve, — © F. Sore a Main (8) 4-dr., $735, $730; Main (6) 
823 cars out of 375 offerings.) 2-dr., $730. '53 Crest (8) Victoria. $990*: CHATTANOOGA 7h TENN ESSEE 


BUICK 56 RM 4-dr., $2,890* (ps): Cen- ‘ - an . . "ans 7 
820 PLAC ES tury Riviera, $2,660* (ps); Special Rivi- ce 5865; Main (8) Ranch Wagon, 


a a, $2,580*. '55 Super Riviera, $2.185* $850; Custom (8) 2-dr., $695, $675, $645 

. era, 92,050". ov & era, oes ap, | HUDSON—'55 Super Wasp sedan, $1,120 
936 Must Concentrate (ps), $1,930" (ps); RM Riviera, $2,135*| +54 Super Wasp sedan, $690*: Deluxe 
488 , . (ps), $2,100" , (PS). 54 Special Station 2-dr., $500. '53 Super Wasp sedan, $385. 
432 More Advertising ,. — $1,870*; RM ‘-dr., $1,350 (ps). ‘52 Hornet Hollywood, $450* 

57 —— . | _ RM Riviera $1,485*. °52 Special 4-| pInCOLN—'56 Premiere 4-dr., $3,390* (ps). 
569 on those with caine ese 162) sedan de Ville, $5,-| MERCURY — ‘56 Montclair 4-dr., $2,555° 
MA to spend tA Sse at” canon "Gi, chs| (Be): coupe, $2,385", '35 Montclair coupe, 
Q 306 (ps), $4,7 Ss); ; ,555 $2.005* 2) . 745° 
= ore money ° spe (ps), $4.400° (ps), $4.325* (ps), $4,170* 2,005 (ps); Monterey coupe, $1,745 


ae eae 2 : (ps); station wagon, $1,550*. ‘54 Mon- 
(Ps), $4.150° (ps); conv.. $4,425° (Ps).| terey coupe, 2 at $1,325*; Custom 4-dr., | 
aH | ‘'55 Eldorado conv., $4,150 pS?s (Ss) $1,125. "52 Custom Sport coupe, $725*. | 


8 coupe de Ville, $3,850* (ps), $3,785* (ps) 51 Custom 4-dr $435 
178 2 ? % curv Son: — Tea teeoins 3) wtttien NASH—'56 Rambler Cross Country, $1,865. eee For added profits on new car sales 
112 - | a . vo o-ten eet 54 Ambassador Country club, $1,145. 


- wagon, $2.440, $2,350*, $2,200: 4-dr., $2 » : ‘ = i TESTED 
of total lineage — 058°. $1.990°" $1 905 $1.880*: Bel Air OLDSMOBILE—'56 (98) Holiday, $2,850* | 
, | (8) Sport sedan $2,320°, §2,275°. "55 Bel, 45°);,(85) conv... $2.665° (ps); Holiday. NEW! 
| oa ger ——— es ee 4 2.580* (ps), 2,.420* (ps) 55 (98) | ; 
54. 6* =i > ae aaa one asin conv .— (ps); 4-dr., $2,100* J: | eT = 
. = on ee” ' > = (88) conv., $2,300* (ps); Holiday, $2,200°* | 
of daily lineage — 3 at $1,600.’ '54 Bel Air 4-dr., $1,225* $2,000.54 (98) ae renee 


( $1,065 ‘53 Bel Air Sport coupe (PS), Holiday. 
ps) .065 5 d § + 
CAR HARNESS FOR KIDDIES 





s 865* (ps): 4- 940° : 
$1,025*, $985, $850; conv., $980*; Two- Os oe C08); Sr, Cicer, tee) 


appears in the 
BUFFALO COURIER-EXPRESS 


(ps), $1,655* (ps); (88) Holiday, 
on - . 20/ (ps); 4-dr., $1,565* "53 (88) 
_'51 SL Deluxe Bel Air, $390 « Holiday, $1,675* (ps), $1.245* (ps). | 
CHRYSLER—'53 Windsor 4-dr., $670* (Ds), | pacKARD—'53 (200) 3-dr. $650° 


$660", $610* (ps). "52 Windsor 4-dr..| p_YMOUTH—'55 Belvedere (8) conv., $1,- Protects child against sudden stops, open doors 





ten 2-dr., $825. '52 SL Deluxe 2-dr., $315 $1.640* 


TESTED BY ACCREDITED LABORATORY 





Use it daily for more 





































= $315* (ps). "51 Windsor Newport, $285* 7 , . > 
advertising for your dollar | DeSOTO—'55 Fireflite (8) Sportsman, $1,-| $95). Plaea station wagon $945 0” —allows complete freedom of seat movement 
to those with more dollars a ee een eas oan a hee. PONTIAC—'56 Star Chief (8) conv., $2,- 

(ps § - . OL so0* vi i ° ° ‘ i i 
to spend—Sunday for the DODGE—'56 Coronet (8) 2-dr., $2,005°.| far ‘Bu isos "gu ates Chien (8) coy. @ Easily installed by parent @ Adjustable for ages one to six 
R . irculation $1.930*. $1.885*. '55 Custom Royal (8) 5°. $1.530° (p . ): : 

pont —_— oo a -dr., $1,750"; Coronet (8) Sport coupe,| Srieftain vs) station wagen $1/608¢ 33 @ Crotch strap prevents harness @ Entire harness laboratory 
outside o annattan. $1.650 ‘52 Meadowbrook 4-dr., $355*. Chieftain (8) Catalina. $1,045°. slipping over head tested 
ROP COLOR youn" ‘Se Thuntertiré $3.245* (ps): MISCELLANEOUS—’54 Ford %-ton pick- 
— J ° ete . '*s al 
C Fairlane (8) Country sedan, $2,410*, $2,-| “” $600. "53 Dodge %-ton pickup, $450. ENDORSEMENT BY LEADING CITY SAFETY DEPARTMENTS WITH INSTRUCTIONS 
: . 395*; conv., $2,315*, $2,200, $2,020°; : : 
available daily & Sunday Victoria, $2.400° (ps), $2,020; Custom MASON CITY, IA. Supplied for 2-Door and 4-Door Car Models. Specify model on orders. 
(8) 2-dr., $1,750. ‘55 Thunderbird, $2.-| (central States Auto Auction. Sale every 
BU ast LO 700° al Fairlane (8) Crown Victoria, Wednesday. Prices are for sale of July 11.) 
$1.870° (ps), $1,785; Victoria, $1,720°, (This market still strong in spite of 
COU RIER-EXPRESS $1,670, $1,640*, $1,525; Custom (8) 4-dr.,| national reports showing a drop in used- 

i a —_ sa (5) ates car sales. Shortage of clean used-cars 
. Scolar ibe HUDSON—-'55 Hornet (8) Hardtop, §1,600°;| Very, SPparent. Sold 161 cars out of 192 
85 = , ° ° consigned.) 

98 | ee Soe ee BUICK — '56 RM Riviera, $2,925* (ps); 
30 a ae ‘53 Cosmopolitan Sport coupe, Century Riviera, $2,580*, $2,460*, $2,- 
37 450°; 8 ri ©. "St 
48 | MERCURY—'56 Custom station wagon, $2,- 4-dr.. an eee on eee “a7 “a 
04 F | §50*. '55 Montclair Sport coupe, $2,045*; 985* (ps); Riviera, $1,940° (ps). ‘54 
: wie | poo anger Ati ge AP ge Big hg Super conv., $1,595* (ps); 4-dr., $1,445° 
9 ys yagon, $1,67 +} (ps); © . ,355°; S . 
. PERSONALIZED $1,545°, $1,285°. "53" Custom ‘station| GPs: Sape %s9 Super deme ‘si pis’ 'o2 
3 NAME PLATES wagon, $995*; Monterey coupe, $990* Special 2-dr., $525. '51 Super 4-dr., $505* 
3 =e ‘52 Rambler oo $330. ‘51 Riviera, $490*: conv. $410°. : 
ambler station wagon, $300. ‘A DILLAC—'56 2) 50° (r 
2 DETANS ON REQUEST _ | CLDGMOBILE—'S6 (96) Holiday, $2,950°| ““cs"\es,\4_ar’ gn aeee Ce}, ee 200" on 
5 1281 So. Cherokee | {P5);_,(88)_4-dr., $2,550* (ps), $2,425°,! +54 (62) coupe, $2,725* (ps). '53 (62) 
mw STEMAC .. Denver « Colorede “Ig $2 on5" tye), Dak 52/060" (pa): po gl A IB «yee a. Rm Ong 
3 ’ “ar., 94,080 PS), eee , 690* (ps). °52 (62) sedan, $1,425* (ps). 
1 —__—_ ——__—— (88) Super Holiday, $2,150°. "54 (88) | | CHEVROLET—’'56 Bel Air (8) station wag- 
. tale $2,405* (ps); Super conv., $1,- on, $2,295*; Sport coupe, $2,105*: Two- 
: . s 7 » ten (8) station wagon, $1.960; Two-ten 
: PLYMOUTH — ’'55 Belvedere (8) Sport); (6) 4-dr., $1,895*; 2-dr.. $1,615. '55 Bel R MEG 
4 coupe, $1,615*; Savoy (8) 4-dr., $1,570*;| Air (8) conv., $1,755*:; Bel Air (6) Sport ve a "23-8 a 
4 Savoy (6) 4-dr., $1,045. °54 Savoy 4-dr., | : f - hin o *. = — SCTOMIT MICH 
. | $820; Plaza 2-dr., $745. "52 Cranbrook Staten Saas, Gane cause elon aah U.S.A.—BOX 3269 JEFFERSON STA., DETROIT, MIC 
2 ANOTHER NEW club coupe, $340. . 4-dr., $1,275*, $1,230, $1,210, $1,200, $1,- CANADA—5320 RIVERSIDE DR RIVERSIDE ONT 
- PONTIAC — '56 Star Chief (8) Catalina,| 459 ‘54° Bel’ Air conv., $1,205*; 4-dr., 
CAR SALE? $2,575* (ps), $2,550* (ps): conv. $2,-| s1.975*: 2-dr., $1,000: Two-ten 4-dr.. 
435*; Chieftain (8) Catalina, $2,455°, $970*; One-fifty 2-dr., $765, $730. '53 Bel| — = —— 
$2,450°, 2 at $2,270*, $2,250°. "55 Star| Air Hardtop, $970; 2-dr., $830; Two-ten|_ ae 
Did You Lose The Deal By a Chief (8) Catalina, $2,060* (ps); Chief-| Station wagon, $895: 2.ar $805, $740 
Few Dollars? Help yourself tain (8) Catalina, $1,750°, $1,445. °54 $675*: 4-dr., $715; One-fifty station wag- 
to Your Competitors’ Costs. acter Chief (8) 4-dr., $1,175°. on, $980. 52 SL Deluxe 2-dr., $500. '51 
“ STUDEBAKER—'51 Champion 4-dr., $115.| ; . a E 
” TT SL Deluxe 2-dr. $450 48 FL 2-dr 
3 AUTO COSTS" is a complete, WILLYS—'55 station wagon, $1,475. °50| $145. . 
b concise and accurate book station wagon. $290. F CHRYSLER—’56 NY conv., $3,150* (ps). 
6 containing factory invoice FE eee ee Nw cerolet te-ton pickup, | 29 N¥ Hardtop, §2,405° (ps). '54 Wind- 
. 20U. . Sé 5 a * ’ , a 
P prices of ALL 1956 Autome- $200, 7 dr., $1,230*. °53 Windsor 4-dr., N 
. es an quipment. s- DODGE—'55 Coronet (6) 4-dr., $1,310. °52 OW 
2 dr., $1, 
cover how much your com- CHICAGO Coronet 2-dr., $415*; Wayfarer 2-dr., K s mt 
6 _ . $300. '51 Coronet 4-dr., $260*. 
3 petitors' cars Really Cost.... (Greater Chicago Auto Auction. Sale| roRD—'56 Fairlane (8) Hardtop, $2,200* 
ll ik the kind of every Thursday. Prices are for sale of ( : Vi * -; oe 
deal Wt fakes to Beat them. | 2" 22) ritane (8) Victoria: 52 00 (pa Cour 
a akes To a em. (Market very strong. Sold 267 cars out try sedan. $1,500: Custom (8) 2-dr. $1,- 
; Used by Auto Dealers through- of 354 offerings.) Saad * 315, $1,250*; Main (6) 4-dr., $950. ’54 
out the Na- OD a eee et Sa eaG: | tim ae Sie Si on: Tailored Trunk Mat No. RAC 1 
+ a ee , | ’ . , Main (8) 4-dr., : ain ) 4-dr., re run a o. -6 in 
3 tion. Money $ Century Riviera, $2,080*, $1,975*, $1,875*;| $250. '53 Crest’ (8) conv., $940*; Main PuT YOUR USED CARS IN SHAPE ! 1949-52 PLYMOUTH 
c Back guaran- Special Riviera, $2,070* (ps), $2,000, $1,- (6) 2-dr., $670, $660; Custom (6) 2-dr 
890*; conv., $1,860*; 4-dr., $1,790, $1,- $450. °51 Cc , ’ ° - 
4 ‘e , = “ L ustom (8) 2-dr., $315*. ’ . ° ° ° 
775*; Super 4-dr., $1,875* (ps). '54 Spe-| gy ‘55 Wasp 4-dr., $1,090° Don't miss a sale because you failed to install tailored-to-fit 
3 an coe. | cial conv., $1,585*, $1,435*; 4-dr., $1,230.| KAISER—'53 Custom 4-dr., $560. : : 
5 Auto Costs Publications '53 Super Riviera, $930°, $890; RM Rivi- | MERCURY_—-'56 Monterey Hardtop, $2,605* rear floor and trunk mats. It takes just a few minutes to clean up 
! | Box 224, Dept. A, N. Y. 1, N. Y. era, $920* (ps), $750* (ps). °52 Super} (ps). '55 Monterey Hardtop, $1,820* (ps); p 
: ; Box ep N Riviera, $670*, $570*; Special Riviera,| station wagon, $1,750*; 4-dr., $1,675°. your Plymouth trade-ins . . . only costs a few dollars. Order 
4 Please send us ( ) copies of “Auto |) $570". v ‘54 Monterey coupe, $1,320*. '51 Custom ° ‘ ‘ 
3 | Seats for which we agree to Pay | ogmrner— 56 iat cofan de Ee. %,- 4-dr., $495°. today from your favorite specialty jobber. 
= 5.00 per copy. ; . , -| NASH—'54 Ambassador 4-dr. $900*. °53 
3 | ‘55 Eldorado conv., $4,055* (ps); (62) ' 
NAME t Title a -* , , Statesman 2-dr., $575. 
5 coupe de Ville, $3,450* (ps). "54 (62) OLDSMOBILE — ’56 (88) Super Holida s 
— I] conv., $3,075* (ps), $2,930* (ps); coupe,|  $2.690* (ps): Delume Welides, 2,400" age a ee ee 
Address = || $2.680* (ps); 4-dr., $2,430 (ps), 37.375° | (ps), $2,450°. '55 (88) Super 4-dr., $2,- TTT 
| City State (ps); (60) Special 4-dr., $2,930* (ps),| 950°’ (ps): Holiday, §2,050°: 4dr. $1.- - LUA M Leta ee ee LS 





| ( ) Check inclosed ( ) Send bin | $2,850* (ps). '53 (60) Special 4-dr., $1,- 
875* (ps), $1,725* (ps); (62) coupe de (Continued on Page 32, Col. 3) 
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NEW BUMPA.TEL SIGNS 





Petite 40" x 12" 


We are now offering a Bumpa-Tel sign in two sizes, the Petite measuring 40" x12") f 


Regular 40" x 17" 


for those advertisers who do not need as much space as is provided on our regular 
Bumpa-Tel sign which measures 40x17". The new Bumpa-Tel Petite is lower and 
blends into the body lines of most cars producing a very neat appearance. It is 
Offered at the same price. In ordering be sure and state Bumpa-Tel Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car.” 


Mounted or Dismounted in Seconds* 
® Polished Aluminum Frames e Sheet Steel Face 
®@ Sign Legs Telescope Into Non-Visible Brackets Mounted 
Behind Bumper Guards 
@ Does Not Interfere with Operation of Trunk Lid 
* After original installation State Make and Model When Ordering. 


Now Offered in Four (4) Options, Unlettered at $12.50, 
Lettered at $16.50, Lettered and Reflectorized at $21.50, 
Lettered on Full Scotchlite Background, the Best Sign for 
Night Use at $26.50. 


F.0.B., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


The above to fit make and model 5 
i te on an codeine, = 


We now offer a Universal Sign which will fit and interchange 
on all cars ‘52 and later and 95% of older models. Available 
in any of above options at $7.50 additional. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 


1,165; 4-dr., 1,150. "54 Crest 
202 NORTH FRONT STREET MOUNDS, ILLINOIS| $1255, $1105: ser Shiom: (8) 2-dr., 
DEPT. 102 SHady Lane 5-9415 $875, $790, $620; 4-dr., $750. '53 Crest 











ATTENTION MR. DEALER! .. . 


ARE YOU PREPARED TO COPE WITH UNIONS? 


Today, Auto Dealers Must Compete With Unions to Maintain 


Employees’ Confidence, Productivity 


You need current information on successful labor relations practices and techniques to stay in competition with 
. whether you now deal with the unions or not, do you have the labor relations experience and 


unions. But . . 
current know-how to compete successfully with the union? 


lf not... this may happen: 


1. 
2. 


Where you now deal with the union, they may att 


3. 


THE EXPERIENCED STAFF OF AUTO DEALERS’ LABOR RELATIONS 
SUCCESSFUL AND PROFITABLE SOLUTION FOR LESS THAN 


@ We will bring you to full strength in your 
labor relations by the use of our Auto 
Dealers’ Labor Relations Guide. 


rent auto 


formative, concise and timely bulletin. 


Panty soem ” City & Zone. 


(1 12 Months—$42 
( 24 Months—$75 


@ This guide provides bi-weekly current in- . 
formation on all aspects of auto dealers’ Planning, 
labor-management relations. 

@ One section of our Service, ‘Solving Prob- * 
lems in Labor Relations,” poses actual 
problems and actual solutions. Labor rela- tions and 
tions problems are presented, discussed, competitio 
analyzed and answered . . . promptly. union. 

[ (Order 
| 
Bill Daniels, Lincoln-Mercury Dealer, | 
4141 Schaefer, Dearborn, Michigan, has | 
this to say about Auto Dealers’ Labor > MNS cs lcteng sexed ae 
Relations Guide: | 
“The advice given me -by the AUTO Attention........ seeeee . 
DEALERS’ LABOR RELATIONS. GUIDE | 
hes been invalsable. It Is a highly in- | — Street & Number........ 
| 
| 
| 
| 
' 


STUDEBAKER 


or four weeks and the demand continues 


out of 212 offerings.) 
BUICK 


CHRYSLER—’51 NY 4-dr., 
DODGE—’54 Coronet station wagon, 

coupe, $615; 
FORD—'56 Fairlane 


Aside from the union, a weak labor relations program means an unproductive 
employee, insecure in his job and often lacking confidence in management. 


@ In addition, you are kept informed on cur- 


topical discussion of Guaranteed Wage De- 
mands, Short Work Week Demands, Pension 


centive Systems, etc., are presented. 


Through current reporting on union organi- 
zational activity, strike activity, union elec- 


Form—Cancellable Anytime) 
Mail to: Management Labor Relations Service, Inc. 
1205 Cadillac Tower, Detroit 26, Michigan. 


Used-Car Auction Prices 





(Continued from Page 31) 


895°. '54 (88) Super 4-dr., $1,585* (ps). | 
’53 (98) Holiday, $1,195* (ps); (88) Holi- | 
day, $1,170*; 4-dr., $995*; Super 4-dr., | 
$1,005. 


| 
PLYMOUTH—’55 Savoy (8) 4-dr., $1,390*, | 


$1,320°. 
ban, $1,025. °’53 Cranbrook Belvedere, | 
$660. °52 Cranbrook 4-dr., $335. '51| 
Cranbrook 4-dr., $135. ’50 Special Deluxe | 

| 


'54 Savoy 4-dr., $615*; Subur- | 


club coupe, $250. 


PONTIAC—’55 Chieftain (8) Catalina, $1,- | 


770*. °54 Chieftain (8) conv., $1,340*; | 
4-dr., $950*. ‘53 Chieftain (8) Catalina, | 
$835*; 4-dr., $745*. °52 Chieftain (8) 
2-dr., $525*. '51 Silver Streak (8) 4-dr., | 

| 


$370; 2-dr., $340. 


‘51 Commander conv., | 
$230*; Champion 4-dr., $220*. | 


FLINT 


(Flint Auto Auction. Sale every Wednes- | 


day. Prices are for sale of July 11.) 


(Prices still the same as the last three 


or clean and sharp units, Sold 163 cars 


-'55 Special 4-dr., $2,040*; Riviera, 
$1,875*; 2-dr., $1,605*; Super Riviera, 
$2,020* (ps), $1,990* (ps); Century 4-dr., 
$1,900* (ps); 2-dr., $1,575*. ‘54 Super 
Riviera, $1,450*, $1,345*; Century 4-dr., | 
$1,405*; Special 4-dr., $1,285*. '53 Super 
Riviera, $910*, $880* (ps), $785* (ps); 
4-dr., $810* (ps); Special 2-dr., $845*. 
’52 Special 4-dr., $490, $485; 2-dr., $440. 


‘51 Super conv., $415; Riviera, $535*, | 
$315*; Special 2-dr., $335; 4-dr., $325. | 
’50 Special 4-dr., $200; Super 2-dr., $180*, 
$155. 

CADILLAC—'49 (62) 2-dr., $417*. "47 4- 
dr., $205*. 

CHEVROLET — ‘56 Two-ten (6) station 


wagon, $1,775; Delray coupe, $1,685. °55 
Two-ten (8) station wagon, $1,960* (ps); 
club coupe, $1,400; 4-dr., $1,270*, $1,250, 
$1,239; 2-dr., $1,140; Bel Air (8) 4-dr., 
$1,540*; Sport coupe, $1,450*; 2-dr., $1,- 
430*. '54 Two-ten station wagon, $1,160; 
2-dr., $735; Delray coupe, $905; Bel Air | 
club coupe, $1,050, $940; 4-dr., $950. 53) 
Bel Air 4-dr., $750*, $700*; Two-ten 4-| 
dr., $745*; One-fifty 2-dr., $570, $520; | 
4-dr., $435. "52 Bel Air club coupe, $425. | 
’51 SL Deluxe 4-dr., $350; coupe, $275; 
2-dr., $320, $310*. °50 SL Deluxe 2-dr., | 
$250*; 4-dr., $125. '49 SL Deluxe 2-dr., 
$195; club coupe, $185; FL Deluxe 2-dr., 


$160. 
"50 NY 


$1,- 
*53 Coronet club 
$400. | 


$160. 
4-dr., $215*. 


190; Royal 4-dr., $525. 
Meadowbrook 4-dr., 
*51 Coronet 4-dr., $175*. 

(8) club coupe, $1,- 
800*; Custom (6) 2-dr., $1,490. '55 Fair- 
lane (8) 2-dr., $1,360°, $1,240*; station 
wagon, $1,675*; Custom (8) 2-dr., $1,215, 


and Assure Security 





The union will capitalize on any management deficiencies and will organize 
your employees and petition for representation elections on that basis. 


empt to bulldoze you into 


signing a loaded contract of costly settlement—and containing built-in booby 
traps that will lay the foundation for future poor and ineffective labor relations. 


GUIDE OFFERS YOU THIS 
$3.50 PER MONTH! 


dealers’ labor relations, trends— 


Health and Welfare Plans, In- 


their outcome, we keep you in 
n factually and tactically with the 


Check Enclosed [] 
Bill Me oO 


(8) Victoria, $905*, $825*; Main (8) 
Ranch Wagon, $900; Custom (8) 2-dr., 
$755*, $640, $625*; 4-dr., $700, $680*; 


club coupe, $665, $610; Delivery sedan, 
$340. '52 Custom (8) coupe, $355; 4-dr., 
$340*; Main (8) 4-dr., $385; 2-dr., $240. 
’51 Custom (8) conv., $295; 4-dr., $260*; 
Main (6) 2-dr., $150. '50 Custom (8) 2- 
dr., $200*, $170. 

MERCURY—'56 Montclair club coupe, §2,- 
350*. '55 Custom 2-dr., $1,140*. '53 Mon- 
terey coupe, $645*; Custom 2-dr., $320*. 
’49 club coupe, $145. 

OLDSMOBILE—’56 (88) Holiday, $2,200*. 
"55 (98) club coupe, §$2,195* (ps); (88) 
Super 4-dr., $2,120* (ps); 2-dr., $1,650*; 
Deluxe club coupe, $1,835*, $1,770*; 4- 
dr., $1,735", $1,700*. '53 (98) club coupe, 
$1,100*; (88) Super 2-dr., $1,035*. °52 
(88) Super 4-dr., $750*, $630*, $625*; 
Deluxe club coupe, §$700*. ’51 (88) Super 
2-dr., $305*. "50 (88) Super 4-dr., $190*; 
2-dr., $175. ’49 (98) 4-dr., $130*. 

PACKARD — '53 Clipper 4-dr., $550. ’51 
Clipper 4-dr., $115. 

PLYMOUTH—’'56 Belvedere (8) club coupe, 
$1,820*. '55 Savoy (8) 2-dr., $1,420*. °54 
Plaza club coupe, $525. ‘53 Cranbrook 
Belvedere, $650 

PONTIAC—’55 Chieftain (8) 4-dr., $1,395; 
2-dr., $1,390*. ‘54 Star Chief (8) 4-dr.,| 
$1,200* (ps), $1,175*; Chieftain (6) 4-dr., 
$855*. '53 Chieftain (8) 4-dr., $715*. ’51) 
Silver Streak (8) 4-dr., $375*, $300; club| 
coupe, $355*, $295*; 2-dr., $270, $150. '50| 


Silver Streak (8) Catalina, $270*; 4-dr., 
$205, $190. °49 Silver Streak (8) club/ 
coupe, $150. 


STUDEBAKER 
coupe, $145*. 
WILLYS—’'54 Eagle 2-dr., 
MISCELLANEOUS — ‘55 Chevrolet %-ton 
pickup, $900; %-ton pickup, $850*°, $840. 
"54 Dodge express, $410; Ford express, 
$670*. ‘53 Chevrolet %-ton pickup, $515. | 
"51 Ford %-ton panel, $260. °48 GMC) 
%-ton pickup, $235 


’51 Commander club 


$535 





NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues-| 
day. Prices are for sale of July 10.) 

(The market slipped this week on older | 
models, while late model, clean and sharp | 
cars were bringing top dollar. A large | 
crowd of out-of-town buyers made the 
sale red hot. Sold 98 cars out of 129 of- 
ferings.) 

BUICK—’56 Century Riviera, $2,710* (ps). | 
"54 Super 4-dr., $1,390° (ps), $1,300*; | 
Riviera, $1,280*; Special 2-dr., $1,170*. 
‘53 RM Riviera, $945*; Super 4-dr., $825°*. 
"51 Super 4-dr., $415°; 2-dr., $380°. ‘49 
Super 4-dr., $105* 


CADILLAC—'56 Eldorado Seville, $5,450* 
(ps); (62) club coupe, $4,035* (ps). °55 
(62) club coupe, $3,800° (ps); 4-dr., $3,-/ 
150° (ps). "54 (62) coupe de Ville, $2,-/ 
810* (ps). "53 (62) club coupe, $1,800*| 
(ps). "51 (60) Special 4-dr., $1,010*, $1,- 
000*. "50 (61) 4-dr., $730*. 


CHEVROLET—’'55 Bel Air (8) 2-dr., $1,- 
245*; Two-ten (6) 4-dr., $1,185, $1,140, 
$1,125; 2-dr., $1,160, 2 at $1,145, $1,140, 
$1,135. ‘54 Two-ten 4-dr., $810, $760; 
2-dr., $935°; One-fifty 2-dr., $650. ‘53 
Bel Air conv., $860*, $800; Hardtop, 
$800; Two-ten 4-dr., $530; 2-dr., $620. 
"52 SL Deluxe 2-dr., $350; Delivery se- 
dan, $215, $195. ‘51 SL Deluxe 2-dr., | 
$210. '49 SL Deluxe 4-dr., $165 

CHRYSLER—’52 Windsor conv., $475*. | 

DeSOTO—'53 Powermaster 4-dr., $765*. "52 
Fire Dome (8) 4-dr., $380*; Custom 4-| 
dr., $380. "51 Sportsman, $225*; Carryall, 
$235. ‘50 Custom 4-dr., $275. 

DODGE—’'54 Coronet station wagon, $985. 
‘53 Coronet 4-dr., $675*; Meadowbrook 
4-dr., $390*. ‘52 Coronet 4-dr., $355*. °49 
Coronet 4-dr., $170*. 

FORD—'56 Fairlane (8) Victoria, $1,955* 
(ps); 4-dr., $1,900*. °55 Fairlane (6) 2-| 
dr., $1,215. °54 Crest (8) station wagon, | 








$1,125; Victoria, $900*. °53 Crest (8)| 
conv., $905*; Custom (8) 2-dr., $670*. | 
‘51 Custom (8) Victoria, $410*; 2-dr.,/ 


$280. °49 conv., $200. 
HUDSON—'51 Hornet 2-dr.. $175*. 
KAISER—’51 2-dr., $180*. 
LINCOLN—-’53 Cosmopolitan Hardtop, $1,- 
000* (ps). 


MERCURY — ‘53 4-dr., $815. ‘52 conv., 
$625*; 4-dr., $655*. ‘51 4-dr., $375°*. "49 | 
2-dr., $195. 


OLDSMOBILE—'53 (98) 4-dr., $970* (ps). | 
"52 (98) 4-dr., $600*. "50 (88) Holiday, | 
$260*; 4-dr., $225*; 2-dr., $175*. '49 (88) | 
4-dr., $125°. 





Facts About Oil Filters— 


PACKARD—’53 (200) 4-dr., $490*. 
PLYMOUTH—’53 Cambridge 2-dr., $575, 


PONTIAC—’54 Star Chief (8) conv. $1,. 
360°, $1,275*. °53 Chieftain (8) conv,, 
$850*; Star Chief (8) 4-dr., $650". 2-ap 


$600; police car, $410, '51 Star Chief (8) 


conv., $360; 2-dr., $350*; 4-dr., $3409, 

‘49 Silver Streak (8) 2-dr., $200*. 
STUDEBAKER—’54 Champion 2-dr.. $660, 

50 Champion 2-dr., $110. 
MISCELLANEOUS—’53 Zephyr 4-dr. $470, 

'51 Frazer 4-dr., $195. 

* * * 
FARGO, N. D. 
(Tri-State Auction Co, Sale every Thurs- 


day. Prices are for sale of July 12.) 
(Consignment down this week, Sold 63 
cars out of 91 offerings.) 


BUICK — '54 Super Riviera, $1,420*. ‘59 
Special 4-dr., $155. 

CHEVROLET — '55 Two-ten (8) [Delray 
coupe, $1,390*; 2-dr., $1,195; One-fifty 


(8) Handyman, $1,350. 54 Bel Air Sport 
coupe, $1,090* (ps). ‘53 Bel Air 2-dr, 
$820, $775; 4-dr., $750; Two-ten coupe, 
$615; 4-dr., $535. "52 SL Deluxe 4-dr., 
$605*, $550*; FL Deluxe 2-dr., $470. 51 
SL Deluxe Bel Air, $445; 2-dr., $300; 
4-dr., $370. 50 FL Deluxe 4-dr., $295, 
DeSOTO—’'53 Powermaster 4-dr., $600*. 
Dodge—’52 Coronet 4-dr., $380. 
FORD—’'56 Fairlane (8) 4-dr., $1,785* 
Crest (8) conv., $1,200*%; Custom (8) 2- 
dr., $955; Custom (6) 4-dr., $815, $800, 
’53 Custom (8) 4-dr., $775*; 2-dr., $735; 


"54 


Custom (6) 4-dr., $690. "52 Custom (8) 
2-dr., $580; Main (8) 2-dr., $570, $400. 
’51 Custom (S) 4-dr., $265. 
HUDSON—'55 Hornet 4-dr., $1,450. 
MERCURY — ‘53 Monterey 4-dr., $800, 
780°. '52 4-dr., $505. ‘51 coupe, $400. 
"50 coupe, $205. 
NASH—.-'51 Rambler station wagon, $305. 


*50 Statesman 4-dr., $160. 
4-dr., $150. 

OLDSMOBILE—’51 (88) Super 4-dr., $455*. 
"50 (98) 4-dr., $175". 


*49 Statesman 


PACKARD—'56 Clipper 4-dr., $2,050*. °55 
Constellation Hardtop, $2,130° (ps). ‘52 
4-dr., $425° 

PLYMOUTH—'52 4-dr., $400. 

PONTIAC—-'55 Chieftain (8) 4-dr., $1,515*. 
’53 Chieftain (8) 2-dr., $700*; 4-dr., 
$685*. ‘51 Silver Streak (8) Catalina, 
$485*. '50 Silver Streak (8) 4-dr., $175*, 
$150° 


STUDEBAKER—’'54 Champion 4-dr., 
"51 Champion 2-dr., $155 
* * * 


$675. 


— Auctions in Brief — 


INDEANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (July 12). All cars held 


| steady today. Rain kept consignment down, 


but kept buyers in the ring until 92 percent 


sold 
EBENSBURG, PA, 
Ebensburg Auto Auction Co. Sale every 
Thursday (July 12). Demand strong, prices 
up. Sold 101 out of 120 


MINNEAPOLIS 
Minneapolis Auto Auction. Sale every 
Wednesday (July 11). One of the best sales 
this year. Sold 87 cars out of 131. 


HARRODSBURG, KY. 
Blue Grass Auto Auction, Inc. Sale every 
Thursday (July 12). Sold 95 cars out of 
151 consigned 


SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
nesday (July 11). Today’s sale had a wee 
bit short of 100 cars offered. While de- 
mand for rougher units slacked off some, 
clean cars brought big money. We could 
have used between 30 and 40 more clean 


WINDSOR, VA. 

Wjndsor Auto Auction. Sale every Thurs- 
day (July 12). We had a very good sale 
today with about 85 percent of all cars 
registered being sold. 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sales every 
Thursday and Friday (July 12-13). Prices 
holding steady om older models and clean 
cars; down a little on '56 models. Consign- 
ment heavy as“usual. Sold 78 percent of 


400 cars. 
PA. 

Manheim Auto Auction. Sale every Friday 
(July 13). It was a far better sale today 
than the weather might have indicated. In 
spite of rain the sale was hot with demand 
and prices strong. Sold 85 percent of 367 


cars. 
GALLIPOLIS, O. 

Gallipolis Auto Auction, Inc. Sale every 
Tuesday (July 10). We had another red hot 
sale with 91 percent sold. The sharpest 
cars we ever had were at the sale. 


| autos. 





This educational slide film, dealing with the manufacture and use of oil filters, has 
been designed by Purolator Products, Inc., Rahway, N. J., for use by schools and 
adult study groups. Included with the film strip, called ‘Facts About Filters,” is a 
svecial teaching kit made up of a recording which narrates the film, an instruction 
book for the teacher, samples of filter paper used by Purolator, and several copies 
of « filter quiz. The kit and film are sent free to all educators. 
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§-Month Deliveries Up 9.4% ... 
Oe erecta needa 


Car-Truck Sales Rise 
Over 1955 in Canada | 


By M. L. Schwartz 


Use Taxes Swell 


State Revenues 


Collections Continue 
Ever-Upward Trend 


_ fuel and other highway- 
user taxes are continuing their 





cent over May of 1955 with vehicle 





Thurs. Staff Correspondent deliveries rising from 61,049 to 65,- general trend upward, according 
ld 63 OTTAWA. — Canadian dealers 342 this year. : to revenue reports from state capi- 
have sold 216,889 new = ie aes — — ye tals across the nation. 

"50 es in the first five months of this| percent, or 11, in May, , as : ; 

‘elray Soar, according to the government.| compared to 8,770 in May, 1955. New ane, eng 6 ee 
e-fifty This is a 9.4 percent increase over) car sales for the month were 53,790 A isas: R d ‘ f 
Sport the 198,266 delivered in the like| as compared to 52,279 in May, 1955. | RKANSAS: Record receipts a 
—— period of 1955. Newfoundland showed the great- a yee es teed eas “ 1956: 
‘-dr., Commercial vehicles increased | ¢St increase in May over that month $10,891,695 a ee 
“sseet 26 percent with 36,722 units being | Of 1955 with a rise of 62.8 percent; am ane 
S208’ delivered in the first months of | British Columbia dealers were up ete é ? : ‘ Colorado: Motor fuel tax col- 
0°. W 4956 as compared with 29,154 in | 28.8 percent; Prince Edward Island, a ‘ =e eg ° lections reached $35,092,125, an 
es 1955. New cars rose from 169,112 aso a a oe wae ae a vas gens ida ae 
. 955 ‘ is y ; : 3 percent; ova Scotia, up . ? — over tne previous year. Ne Ss 
seen, - a ne ae | percent; Alberta, up 9.4 percent; Nash, Packard Dealership in Tulsa é e ton-mile tax brought in $5,664,256 
$735; - sa ; : £7 |New Brunswick, up 8.7 percent; Lew Harmon has combined his Oklahoma Packard Co. in Tulsa, Okla., with the| as compared to $2,228,790 under 
oe _ May showed an increase of « Pet! Quebec, up 5 percent, and Ontario, Nash dealership formerly owned by Karl Johnson. Harmon, who also owns a Pack-| previous truck-tax system. 

; up 2.2 percent. Manitoba sales ard dealership in Oklahoma City, said he acquired the Nash franchise to compete DeLaware: June, 1956, fuel tax 
- Ky. Truck Group dropped 7.7 percent. ; in the low-price field. ee _— — | collections hit $703,705.22, first time 
$400. . hts Rail Pl bata es poe alee 6a te . ‘ . a me take topped the $700,000 

e more an ore swinging to in- Fi p mark. 
$208. Fig ts al ea stallment purchasing of cars and 37 irms Join with NS A; 2 
5 n 


trucks. There were 81,808 new-car 
sales financed in the first five 
months of 1956 as compared to 67,- 


For Motor Line [nars: May collections of fuel 


tax, $12,525,131 which was up 


515°, 


lina, 


75°, 


5675. 


FRANKFORT, Ky. The} 
Kentucky trucking industry, led by 
the Kentucky Motor Transporta-‘ 
tion Assn., is protesting an attempt 
by Illinois Central Railroad and | 
Railway Express Agency to enter | 
the motor freight business. 

In a bulletin to members, Lew | 
Ulirich, MTA managing director, 





468 in the like period of 1955. 

Dealers also increased sales of 
European-made vehicles, the gov- 
ernment reported, with sales in 
May, 1956, climbing to 4,909 as 
compared to 3,375 in May, 1955. Of 
this figure, 4,513 were cars and 
396 were trucks. 


Membership Sets Record 


CHICAGO.—The National Stand- 
ard Parts Assn. has elected 37 addi- 
tional firms to membership. 

This brings the NSPA roster 
to an alltime high, according to 
J. L. Wiggins, executive vice- 


Ellis Parts Co., San Angelo, Tex.; 
B. H. Heinen Auto Supply, Fred- 
ericksburg, Tex., and Levelland 
Auto Supply, Levelland, Tex. 
Machotka Auto Supply, Odessa, 
Tex.; Brake Supply Co., Inc., Evans- 


$247,997 over the previous month. 

Iowa: A one-cent hike in gas tax 
helped amass $65,975,567.63 for fis- 
cal year. Previous year’s collection 
was $54,085,181.92. 

Montana: Collections went up 
by more than $3 million to $20,- 
974,083 for the fiscal year. 


warned that other railroads could|_4 new company, Universal Auto president. ville, Ind.; Armstrong Co., Knox-| Nortn Caroiina: State highway 
secure “similar rights under simi- Bonders, Ltd., Toronto, is offering The new members are: ville, Tenn.; Southwestern Auto)! fund collections for the fiscal year 
lar circumstances” if the Illinois |#12-month warranty for new cars,, WHotesaters—Car Parts Co. Los|Supply Co. Walsenburg, Colo.;| reached $117,503,323, an increase of 
Central plea is granted. which does not commence until the Angeles; Frank Edwards Co., Inc., Meggs Co., Dallas; Texas Auto| nearly $9 million or more than 8 
Sale “In fact,” he said, “it will estab- | three-month factory warranty has San Francisco; Paso Robles Auto Parts, Odessa, Tex.; H. R. Thomp-| percent. 
held lish a precedent in the trucking | ©XPired. Garfield Simpson, head of Parts, Robles, Calif.; United Auto| son Parts & Supply, Pampa, Tex.; * * # 


industry nationwide.” 

Illinois Central seeks to operate | 
a trucking business from Louis- | 
ville to Paducah, and Railway | 
Express wants a route between | 
Louisville and Lexington. 

In another action, the State Rail- | 
road Commission has scheduled a 
July 11 hearing on the plea of| 
six railroads for a 5 _ percent 


the firm, said it is planned to ex- 
pand its operations across Canada. 


10-Million-Car Y ear Seen 


Scaling the Output Heights 

















Service, Monterey, Calif.; Genuine 
Automotive Parts, Englewood, Colo.; 











Fleenor Auto Parts, Alexandria, 
Ind, and Kentucky Automotive 
Supply Co., Frankfort, Ky. 

Allied Auto Parts Co., Dor- 
chester, Mass.; Connecticut Auto- 
motive Parts Co., New Haven, 
Conn.; Ramsdell & Van Dyke, 
Inc., Worchester, Mass.; Replace- 
ment Parts Co., Inc., Providence; 
Bauman Auto Parts, Pittsburgh; 





OUTH CAROLINA: Estimates 
put revenue from gasoline tax at 


|}more than $43 million, an increase 


of about $3 million. 

Soutu Dakota: Fuel tax refunds 
lowest since 1953, $1,491,467 or $300,- 
000 less than the 1955 fiscal year. 

Vermont: Total receipts reached 

$5,892,431.95 or $542,431 more than 


ery ; hile hie ie = seed Bheshine’ Westen was predicted by Gov, Joseph 
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Veterans of Goodyear's Sales Department— 


Representing 90 years of continuous service with Goodyear Tire & Rubber Co., 
Akron, are these four members of the firm's manufacturers’ sales department. From 
left are R. E. Allen, operating manager, 30 years; C. A. Bethel, account executive, 
10 years; E. J. Steggeman, account executive, 15 years, all of Milwaukee; and K. W. 
McConky, New York account executive, displaying his gift desk set for 35 years of 
service. 





At the meeting, Dr. Joseph W. 
Barker, president of the 41,000- 
member ASME, presented pins 
to nine men who have been 
members of the organization 50 
years. 

They were: Joseph Breslove, Roy 
Harmon Smith and Fred Hale 
Vose, all of Cleveland; Claude M. 
Garland, Ingleside, Ill.; Ibbotson 
Leonard, London, Ont.; Joseph A. 
Polson, Gainesville, Fla.; George 
E. Rhoads, Altoona, Pa.; Gilbert S. 
Walker, Pittsburgh, and Merton 
G. White, Cincinnati, 


Cincinnati Dealer Held; 
Fails to Report Buying Car 

CINCINNATI. — Martin Lutchin, 
operator of Martin’s Motor Co. 
here, has been arrested for failing 
to report purchasing a car. 

Police said the car had been 
stolen in Louisville. The law, re- 
quiring a report on all cars pur- 
chased, has not been invoked here 
for two years. If convicted, a $500 
fine is mandatory. 


Pair Takes Chevrolet 


Gene Prochow and William S. 
Newman have opened Citizens 
Chevrolet in Eagle Rock, Calif. 


its dealers to take advantage of the 
safety check program of the State’s 
motor vehicle department. 


Noting that Motor Vehicle Com- 
missioner Tynan is planning more 
publicity for spot checks of vehi- 
cles which will be conducted all 
summer, the association made this 
suggestion. 


“When the inspection program 
hits your area, start advertising 
the fact that your garage is an 
officially-approved inspection sta- 
tion, authorized by the Motor Vehi- 
cle Department to inspect cars 
and to issue official stickers. 


“The Department has advised us 
that their offices receive a num- 
ber of inquiries for the names of 
official inspection stations every 
time, a spot check is being made. 
You can be in on this extra service 
business if you let the public know 
that yours is an official inspection 
station.” 


Under the program, the inspec- 
tion stations are set up on busy 
thoroughfares without notice. All 
older and unsafe-appearing cars 
are flaged down for a check. Cars 
with this year’s inspection stickers 
are allowed to pass. Owners of cars 
with defects are directed to have 
the defects remedied. 


cars come factory-equipped with 
rear tire mounts, weather eye 
heaters, V-8 engines, directional sig- 
nals and in new color combinations, 

Dealers are welcome, the firm ad- 
vertised, but the price quoted was 
excluding taxes, the ad said. 

“No money down” terms were of- 
fered to those with “established 
credit” and phone orders would be 
accepted, the ad said. 


Marketing Course 
To Be Repeated 


NEW YORK. — More than 200 
sales, marketing and advertising 
executives will learn new techniques 
of sales management during the 
next year at the American Manage- 
ment ASsn.’s Marketing Course, 

The three-week course in the 
management of the marketing job 
will be repeated seven times during 
the 1956-57 fiscal year. 

Three course units are scheduled 
for July and August as part of the 
association’s annual summer pro- 
gram on the campus of Colgate 
University at Hamilton, N. Y, The 
other 18 will meet between Septem- 
ber and June at AMA headquarters 
in the Sheraton-Astor Hotel here. 
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A Question for States... 


AUTOMOTIVE NEWS, JULY 23, 1956 


Will U.S. Road Plan | 


WASHINGTON—Passage of the 
Federal highway program has 
caused reassessment of turnpike 
plans in several states. 

The highway act notes that it is 
the “intent and policy” of Congress 
to determine if states should be re- 
imbursed for roads—either toll or 
free—which they have built or con- 
tracted for on the interstate system. 

The Secretary of Commerce is 
studying the issue but many 
states are beginning to wonder 
whether turnpikes now are a good 
investment. 

Other states are seeking ways to 
qualify their new or proposed toll 
roads for reimbursements which are 
expected to be allotted as a result 
of the Commerce study. 

Florida, Oklahoma, Indiana and 
Pennsylvania are among the 
states in which turnpike questions 
have arisen recently. 

In Florida, the Jacksonville City 
Traffic Advisory Committee adopted 
a resolution urging Gov. Leroy Col- 
lins to suspend planning of the pro- 
jected $185 million extension of the 
Florida toll highway from Fort 
Pierce to a point north of Jackson- 
ville. 

The resolution noted that the 
turnpike extension may not be 
needed since the Federal program 
will provide the state with a net- 
work of four-lane, limited-access 
free highways. 

Oklahoma Gov. Raymond Gary 

said the State’s Turner Turnpike 





‘Capsule Formula’ 
For Management 


Offered by Ault 





FORT BELVCIR, Va—‘“Know- 
ing what you want and getting it 
on schedule” is a capsule formula 
for successful business manage- 
ment, according to T. J. Ault, presi- 
dent and general manager of Long 
Mfg. and Detroit Gear divisions and 
Long Mfg. Co., Ltd., subsidiary of 
Borg-Warner Corp. 

In an address before the com- 
mand management school here, 
Ault said most aggressive com- 
panies have tossed out the window 
the old method of delegating re- 
sponsibility down the line until it 
reaches the person who does the 
work. There’s too much of a gap 
in understanding the problems in- 
volved. 

The new concept, Ault said, is 
“everybody knows what ought to 
he done—so let’s get together and 
get it done.” Such “brainstorming” 
makes people feel that they are 
contributing and intensifies their 
effort, besides promoting better 
understanding of the overall situa- 
tion, he said. 

Ultimate goal of this plan is 
building “depth and breadth in 
management,” or a reservoir of 


capable sub-executives ready to as- 
sume leadership. 


and its northeast toll road, now) 
under construction, may be turned 
into free highways within the next 
few years by use of Federal funds 
to pay off outstanding revenue 
bonds. 


Designation of the two roads as 
part of the interstate system is 
being sought as the first step to- 
ward possible freeing of the routes. 

Oklahoma then would be eligible 
to receive funds in any program 
Congress may enact to reimburse 
states for highways built on the in- 
terstate system as toll roads. 

In Indiana, Gov. George N. 
Craig announced that no figures | 

will be released on a recently 
completed route survey for the 
State’s proposed north-south 
turnpike until “certain data and 
other information is evaluated” by 
a@ group of investment bankers. 


Craig said construction costs 
must be correlated with the condi- 
tion of the bond market and the 
“effect of the new Federal highway 
law.” 


He then took a slap at the 
Federal program, saying it is 
“inadequate for this or any other 
state’s highway demands. We need 
roads now, not 10 years from now.” 


He said if the “evaluation” proves 
favorable, the pike bonds could be 
sold before the end of his adminis- 
tration. 

The Pennsylvania Turnpike 
hassle continued as a State Senate 
committee assailed proposed toll in- 
creases as “completely without jus- 
tification” and “a gross error in| 
judgment.” | 

The committee blasted a con- 
tention that raising tolls on the | 
entire system would help the new | 
eastern section (Valley Forge to | 
the New Jersey line) where reve- | 
nues are lagging. It was pointed | 
out that no revenues from the | 
main system can be diverted until | 
all main-system bonds have been 
retired. 

The committee said the Federal | 
highway program and possible re-| 
financing of the turnpike system 
need further study. It plans to sub-| 
mit a final report to the Legislature 
in January. 


Hertz Wins Fight 
To Serve Airport 


WASHINGTON. The long 
battle of Hertz, Inc., for rights 
to place its rental cars on the 
National Airport here has ended. 
It commenced operations last week. 

A ruling by the U. S. Depart- 
ment of Commerce ended the ex- 
clusive agreement held by Avis 
Rent-A-Car System. However, Avis 
has signed a new, five-year non- 
exclusive agreement with the air- 
port. Hertz also signed a five- 
year pact and said its contract 
calls for a guaranteed minimum 
of $240,000 to be paid to the air- 
port in the five years. 








U. S. Tire Display— 


Many avto dealers are using this showroom display to demonstrate the strength 
of U.S, Royal Master tires on their automobiles. There are 16 railroad spikes beneath 


each wheel. 


Testing Free-Piston Engine— 





Engineer Peter Kalli sets controls to start the free-piston engine being studied by 
Texas Co. at its Beacon (N.Y.) research center. The starting push usually is given by 
compressed air in an accumulator tank filled during a previous run of the engine. 
The company is studying the engine to determine fuel and lubricant needs. 


* * * 


Texaco Studies Fuel Needs .. . 


Free-Piston 


NEW YORK. — The free-piston | 
engine is destined for greater use | 
in the United States, Dr. Wayne | 
E. Kuhn, general manager of | 
Texas Co.’s research and technical 
department, said last week in dis- 
closing that Texaco has begun a 
program to study the unit’s fuel 
and lubricant needs. 

“In a few years,” Kuhn said, 
“much progress will be made in 
marine, industrial, automotive, 
railway and other uses for this 
efficient engine.” 

He said these engines now are 
in use in Europe in electric gen- 
erators, naval vessels, locomotives, 
air compressors and other instal- 
lations, 

“Current interest in free-piston 
engines in the U. S.,” he said, 
“ranges from use in the family 
car to the installation of a 6,000-| 
horsepower powerplant in a 
Liberty ship.” 

Kuhn said Texaco engineers at 
the company’s main research cen- | 
ter in Beacon, N. Y., now are 
studying a single-cylinder, 60- 
horsepower SIGMA free-piston 
engine imported from France. It 
is being operated as an air com-| 
pressor and its output is fed into 
the laboratory's air lines to add 
to the normal supply of com-| 
pressed air. 

Kuhn explained that the free- 
piston engine is basically differ- 
ent from the engine that runs 
today’s family car. 

“The ‘free’ pistons operate oppo- 
site each other in a_ horizontal 
cylinder,” he said. “A mixture of 
air and fuel is fired between them. 
This drives them apart.” 

“As they move apart, they com- 
press the air at the ends of the 


Canadian Court 
Voids Tax Relief 


On Special Tires 


OTTAWA.—Canada’s Supreme) 
Court has set aside a ruling that 
large retailers are not liable for a 
10 percent excise tax and a 10 per- 
cent sales tax on auto tires made 
especially for them under thier own 
brand names. 

However, the court offered no 
opinion on whether retailers should 
pay taxes as a manufacturer on 
such sales, 

The ruling favoring the retailers 
had been handed down by the Tariff 
Board of Canada and the Exchequer 








Court in upholding a decision by | 


the Department of National 
Revenue. The high court ruled that 
neither body had jurisdiction to 
hear the case. i 

The case was taken to the 
Supreme Court by Goodyear Tire 
& Rubber Co. of Canada, Ltd.; Fire- 


Canada, Ltd. 


Boom Seen 





cylinder, and the compressed air 
bounces the pistons back toward 
the ‘dead center,’ as it is called. 

“The pistons compress the air 
between them as they move in- 
ward. The air heats up and vapor- 
ized fuel enters the combustion 
section of the cylinder. 

“The fuel and air mixture ig- 
nites and again the pistons are 
driven apart,” he continued. 

“In our automobile engines, the 
exhaust gases pass out through the 
exhaust pipe, but the compressed 
gases from the combustion in a 
free-piston engine are put to use. 

“In many free-piston engines 
these hot, compressed gases are 
fed to a turbine. They drive the 
turbine which in turn powers the 
automobile, generator or whatever 
rotating machinery is to be driven 
by the engine,” Kuhn added. 

“The combined free-piston engine 


|}and turbine has a definite advan- 


tage over the gas-turbine engine 
now being widely developed for 
use in future automobiles,” he 
contended. 

“The gases from the free- 
piston engine are much cooler, 
therefore the turbine blades 
driven by these gases can be 
made from much _ cheaper 
materials which are not in criti- 
cal supply. 

“Experience abroad has shown 
that the free-piston engine is a 
more efficient powerplant than our 
present automobile _ gasoline 
engines,” Kuhn said. “It comes 
close to the diesel engine in its 
efficiency.” 


Canada Scraps 
Million Since °45 
Counts 3,861,261 
Cars, Trucks in Use 


TORONTO.—Car-truck scrappage 
in Canada has totalled nearly one 
million since 1945 and almost ‘hree 
times as many vehicles have been 
produced in Canada since World 
War II as there were altogether in 
1945, according to the Canadian 
Automobile Chamber of Commerce 
here. 

The chamber reported that 784,- 
000 cars and 212,000 trucks have 
been scrapped since the war’s 
end and 2,500,000 cars and one 
million trucks have been pro- 
duced in the same time. There are 
now 2,917,439 cars, 932,722 trucks 
and buses or a total of 3,361,261 
vehicles on the road. 


There were 1,200,000 vehicles reg- 
istered in Canada at war’s end, the 
chamber said. “Relatively few vehi- 
cles for civilian use were produced 
during the war,” said James G. 
Dykes, general manager, CACC. 

Thus, he said, Canadians had to 
“make do” with their vehicles, no 
matter how old they were and many 
kept doing so when they were in 
short supply after the war. 

Dykes said the chamber estimated 
that in 1946 only 6,800 vehicles 
went to the scrap heap but that 
the number increased rapidly since 
cars and trucks became available. 

“Last year,” he said, “some 152,100 
cars and 16,700 trucks were 
scrapped. That means about 37 per- 
cent of all cars and trucks pro- 
duced in Canada in 1955 were 
needed to replace scrappage.” 

Dykes said the relative increase 
in vehicle population in Canada 
since the war has been faster than 
in any other country in the world. 

It was estimated that there is a 
motor vehicle for each four persons 
in Canada, a passenger car for each 
5.3 persons. “Back in 1945,” said 
Dykes, “there was one vehicle for 
each 8.1 persons and a car for each 
10.4 residents in Canada.” 


NASCAR Slates 
°07 Speedweeks 


DAYTONA BEACH, Fla. — The 
eighth annual NASCAR Interna- 
tional Safety and Speed Trials and 
Stock Car Races will be held here 
Feb. 3-17. 

The two-week program will in- 
clude speed trials open to the gen- 
eral public and stock-car races over 
the 4.1-mile beach and road course. 


Plans for the new $3 million Day- 
tona Beach Motor Speedway, a 2%- 
mile paved, banked, triangular 
course, are progressing. The Circuit 
Court has approved issuance of rev- 
enue bonds to pay for the speed- 
way. When Supreme Court valida- 
tion is given, construction bids will 
be requested. It is expected that the 
speedway will be ready for competi- 
tion in February, 1958. 
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Rebuilt After Fire Disaster— 


Fredericks Motor Co. (Chevrolet-Oldsmobile), McMinville, Ore., 
stone Tire & Rubber Co. of Canada,| General Motors for its outstandin 
Ltd., and B. F. Goodrich Co. of| built after a disastrous fire last y 
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has been cited by 
g sales record. Operating from headquarters re- 
ear, the firm credits aggressive newspaper and TV 
advertising for its sales achievement. 
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Labor Expert Offers Tips for Dealers. . . 





Meeting the Union Challenge 


(Continued from Page 3) 


majority of the workers. The | 
word ‘unfair’ is permissive.” | 


Fritz said the strike log should 
contain the number of pickets, who 
they are and what they say. He 
added that a movie camera or a 
speed graphic camera could be | 
very helpful in “keeping the) 
pickets honest.” 

Switching to the matter of 
whether an _ injunction against 
picketing should be sought, Fritz 
said it often depends on whether | 
it is an organizing strike or a} 
contract-renewal strike. 

* * * 
_ A contract-renewal strike,” 
he explained, “it might be ad- 
visable to avoid an _ injunction 
because the ill feeling aroused by 
an injunction fight could be very 
harmful to future labor relations. 

“However, in an organizing 
drive, a temporary court injunc- 
tion against picketing can really 
knock the life out of a union's 
drive. But you have to prove that 
the picketing is either unpeaceful 
or untruthful.” 

Fritz said it might be very 
worthwhile to get an injunction 
against mass picketing, if the 
unions are using 30 or 40 pickets. 

He continued, “Quite a lot of 
commotion is needed in Wayne 
County (Detroit) to get an in- 
junction. Other states and counties 
have more receptive courts. The 


Bosch, Thompson 
Combine to Push 
Fuel Injection 


(Continued from Page 2) 


fuel injection offers a means of 
increasing the horsepower of the 
gasoline engine while helping to 
eliminate conditions which cause 
smog. 

A major contributor to smog, he 
said, is unburned hydrocarbon fuel 
coming from engine exhausts dur- 
ing deceleration. Proper design of 
a fuel-injection system can greatly 
alleviate this condition, Colwell 
declared. 

Other advantages claimed are 
smoother performance, improved 
cold-weather starting and a re- 
duction of the vapor-lock prob- 
lem. 

A Bosch spokesman said his} 
company’s fuel-injection system is 
not an adaption of a diesel injec- 
tion system but is an entirely new 
type. 

It consists of a small fuel- 
metering and injection pump, a 
fuel-air-ratio control with auto- 
matic choke and electrically driven 
fuel-supply pump, injection dis- 
charge lines, atomizing nozzles and 
a fuel filter. 

Automotive stylists are among} 
the greatest boosters of fuel injec- | 
tion. Elimination of the carbure-| 
tor would enable them to lower)! 
the hood lines by as much as six) 
inches. | 





granting of an injunction against | 


| picketing is strictly up to the judge | just as the Big Steel companies 


—it depends on the locality. | 
“The first thing we do here is| 


He gets all the injunction cases.” | 
* * * | 


‘Why Are You Striking?’ 


RITZ urges dealers to ask their 
striking employes why they are | 
striking because this helps to elim- 
inate any confusion about the 
strike and encourages the em- 
ployes to think the situation over. 


At the same time, Fritz said, 
“The dealer should contact all the 
striking employes individually and 
explain his position thoroughly — 
call them at home, if necessary. 
And keep contacting them. Be 
honest, but let them know that 
you'll have to hire other men, if 
you intend doing so. 


“The big question at this point 
is, ‘Who’s the best salesman?’ 
The auto dealer is supposed to 
be one of the top salesmen in 
his community, so he ought to be 
able to sell his own workmen. 
The dealer should agree to take 
care of any _ inconveniences 
occurring because the men re- 
turn to work.” 


He then cited the case of Ralph 
Ellsworth, a Detroit-area Ford 
dealer, who talked 55 men into 
coming back into the shop and 
participating in an unofficial elec- 
tion under the supervision of the 
local clergy. He said Ellsworth 
hasn't been bothered by the union 
since the workers turned down the 
union. 

* * 
— said that just about the 
most important thing for a 
dealer to do during a strike is to 
tell his story to the public, because 
in this way he can overcome the 
public’s prejudice against him 
which is the principal objective of 
the union's picket line. 


He said that a dealer can tell 

his story by talking to news- 

papermen, by putting signs in 

the window and by buying ad- | 
vertising space, if necessary. 
Fritz said, “A dealer shouldn't | 
hesitate to tell his story to a news- 
paperman. And if a dealer doesn’t 
have a story that reflects favor- 
ably on himself, he better take 
another look at his situation. 


“Also very effective are press| 
releases or window signs urging 
‘Let's do it the democratic way — 
Let’s have an election,’ if the 
union doesn’t have a majority of 


the workers.” 
* 


* 


* ” 


Advertising Helps 
H® ADDED that the big theme 
that must be publicized is that 
“We're open for business.” Fritz 
said that in a strike for wages 
it often is very effective to take 
this stand: “The customér has to 
pay enough for service as it is. 
We're driving them to the alley 
garages.” 
Fritz continued, “The dealers in- 
volved in a strike might get to- 


gether and buy newspaper space, 





have been doing. Most often, the | 
public is hearing the union’s side | 


| find out who the presiding judge is.|°f the argument. Tell your story. | 


The public is fair-minded and it | 
will bring business in.” 

Fritz said it is useless to ask 
the factories to intervene be- 
cause, although they probably 
are sympathetic, they have to be 
neutral. 


“Sometimes,” 





he declared, “it’s | 


| possible to exploit the enmity that | 
| still exists between AFL and CIO} 


unions. For instance, the CIO 
unions sometimes are willing. to 
ignore a picket line if the dealers 
can show they have reasons why 
they should not be picketed. Being 
a younger union, the CIO occas- 
sionally gets hopped up on prin- 
ciple.” 
* * * 

ECLARING that a lost election 

takes most of the merit out 
of a union fight, Fritz strongly 
urges dealers tod seek an election | 
if they don’t think the union has 
a majority. 

He said, “Most dealers of any 
size outside Michigan come under 
the jurisdiction of the National 
Labor Relations Board and they 
can ask for an election without 
consulting the union. 


“The only thing required is 
that some union must be asking 
for recognition or it must indi- 
cate a desire for recognition. 
Dealers not under NLRB juris- 
diction, can ask their state labor 
boards to conduct elections. 
“Sometimes a union can head off 
a representation election by filing 
a disclaimer of interest, but the 


‘Chain Bird Dogs’ | 
Mushroom in | 
Midwest Cities 


(Continued from Page 3) 


| bird dogs beget bird dogs in chain 


style. 

C. Ervin Nofer, Ohio registrar 
of automobiles, said his office 
“stalled” for two weeks before 
issuing licenses to the “bird dog” 
salesmen after the attorney gen- 
eral ruled it was not a violation 
of the law. 

Several hundred salesmen’s li- 
censes have been issued in Cincin- 
nati and 140 in Dayton, Nofer said. 

W. A. Brandenburg (Chevrolet), 
Mansfield, O., chairman of the deal- 
ers’ and salesmen’s licensing board, 
warned that the plan might be ruin- 
ous to dealer and public alike. 

It was reported that the dealer 
profits about $250 on each sale, 
his amateur salesmen get a maxi- 
mum of $150 and the promotional 
firm gets $175. The telephone 
solicitors are paid $250 per month. 

Brandenburg predicted that a 
great many repossessions will take 
place through the scheme and that 
“creates ill will for the entire in- 
dustry.” 








New Commercial Car Registrations, 


Nine States for June, 1956-1955 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 
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“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
Polk & Co. cannot assume any liability by reason of imaccuracies or omissions.""—R. L. ; 
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175 Don’t Neglect Mediation 


| together,” 


ito call a meeting and settle the | 


| union 
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| although the dealer must exercise 
, considerable caution. 

“It all depends on the situa- 
he declared. “It can be 
very dangerous. The dealer must 
condition the meeting on the 
premise that the unionist is only 
representing the people he has 
signed up. And the dealer always 
should have an experienced labor 

counselor with him at such a 
session.” 

Concluding, Fritz said, “A strike 
boils down to the ability of a union 
to keep the men out versus the 
ability of a dealer to keep the 
men in, or at least keep the busi- 
ness going. 








“Why can’t you other salesmen 
be like Virgil? That’s the tenth 
demonstration ride he’s had to 
give this customer, but ole Virgie 
doesn't give up.” 





“It’s vitally important that the 
|dealership remain open. Usually, 
|the situation will improve week 
by week. If a dealer closes, he 
'has edmitted that the picketing 
has succeeded in its primary ob- 
| jective.” 

(Next week’s article will dis- 


the victory 

to the dealer. 

“Generally speaking, the United | 
Auto Workers who are doing} 
some dealership organizing will 
go for an election and abide by its 
results. The UAW and other CIO| 
unions seldom picket without a | 
majority. The AFL unions — the 
Teamsters and Machinists — very 
often will not go for an election. 
When they refuse an election, it’s 
usually because they don’t have a 
majority.” 


at least temporarily | 


* * * 


When to Ask Election 


_—- emphasized that if the 
dealer loses the election the 
union is certified for a year and} 
the dealer has to sit down and 
talk to the union representatives. 


“Many dealers don’t know,” he 
explained, “that they can ask for 
another election if their contract 
has expired and if a year has 
elapsed since the previous election. | 
Some dealers do this year after | 
year. But a dealer shouldn't ask 
for an election unless he thinks 
he can win, because he'll just be/| 
riling the union unnecessarily. 


“Also, there is a ‘contract bar | 
rule’ which prohibits an election 
while a contract is in effect.” 


He said that during a strike a) 
dealer should keep every employe 
on the payroll who is willing to 
work, adding that generally the 
unions will not try to stop manage- 
ment and office personnel, although 
the pickets will try to keep out the 
salesmen in a shop dispute. How- 
ever, he added that some layoffs 
might be dictated by a precarious 
financial situation. 

* = 
“Trane some of the organiz- 
ing strikes in 1946-1950,” he 
continued, “it was sometimes 
recommended that dealers subcon- | 
tract their service so they could) 
keep their sales going. But this 
advice isn’t applicable today, 
because service is much more an 
element of profit these days. 


“In this connection, it is very 
important that any benefits won 
by unionists during a strike be 
immediately made available to 
other employes. For example, Ford 
and GM nonunion workers get | 
these benefits automatically. 


“Proportionate direct wages in- 
creases should be calculated and) 
paid to office workers. And they} 
should get identical pensions, vaca- | 
tions, insurance plans and holidays. 
Also, it’s very important that a 
dealer call a meeting and tell these 
people of the benefits he’s ex- 
tending to them.” 

Fritz said that one of the first | 
things to do after a strike has 
been called is to notify the local 
police and ask them to ride by 
every once in a while. He added 
that police protection might be 
extremely necessary after two or 
three weeks because “things tend | 
to get rough about this time.” 

* * * 





* 


E SAID it is also wise to 
notify the Federal and state 
mediation services, 
“Often both sides are just too) 
proud and stubborn to get 
he explained. “Some- | 
times the mediators may be able! 


thing. Face-saving plays a big part 
in this business.” 

Fritz said that a dealer generally 
should be willing to talk to the} 
leaders during a strike, 





|George L. Bowerman has 


cuss the six principal motivations 
that lead dealership employes to 
join a union.) 


Dodge Appoints 
Collins, Shifts 6 
In Oregon Region 


PORTLAND, Ore.—Dodge has ap- 
pointed Kenneth F. Collins as Port- 
land region sales manager and an- 
nounced five other personnel shifts 
in this area. 

W. A. Davenport has been named 
Eugene (Ore.) district manager and 
been 
shifted to Walla Walla, Wash., as 
district manager. 

Clair Crawford, regional truck 
representative, replaces Davenport 
as regional parts and service super- 
visor and I. P. Hill, regional used- 
car and truck merchandising mana- 
ger, succeeds Bowerman as regional 
new-car sales manager. J. E. Galey, 
Portland district manager, replaces 


| Hill. 


Collins, before this appointment, 


|was western zone used-car and 
|'truck merchandising manager in 


San Francisco. He formerly was 
an automobile dealer in Michigan. 


eit 
Buick's XYZ 
‘Alphabet’ Design Ups 
Horsepower 


FLINT. — “Alphabetical” de- 
signing added at least eight horse- 
power to Buick engines this year, 
according to V. P. Mathews, chief 
engineer. 

The alphabet entered the engine 
in the form of a double “Y” ex- 
haust manifold system, Mathews 
explained. The new design was 
a big factor in the increase of 
Buick engines to their 255 horse- 
power. 

The name double “Y” evolved 
from the arrangement of the 
branches of each manifold, so laid 
out as to keep exhaust gases of 
one cylinder from interfering with 
those from another cylinder on the 
same bank of the V-8 engine. 

“This ‘header’ type construction 
differs from the usual exhaust 
manifold arrangement in which 
exhaust ports from the cylinder of 
each bank empty into one common 
manifold passage,” Mathews said. 
“The double ‘Y’ design results in 
more thorough scavenging of the 
burned gases, thus making room 
for additional air-fuel mixture on 
each cycle, with consequent higer 
power output. The system added 
about eight horsepower to our 
engines.” 





Chicago Discusses 
‘Sunday Closing 


CHICAGO. — Approximately 300 
spectators, about 10 percent of 
whom were automobile dealers, at- 
tended City Hall hearings on a bill 
which proposed a Sunday closing 
law for Chicago. 

After testimony of 30 proponents 
of the bill, including four auto deal- 
ers, and one opponent, the bill was 
referred to the committee. 


Among those seeking passage of 
the Sunday closing bill are the Chi- 
cago Auto Trade Assn. and the 
Greater Chicago Used Car Dealers 
Assn. 
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A Challenge in Marketing or 


Baltimore Dealers Apply Hypo 


BALTIMORE. Automobile 
dealers here, taking the view that 


the coming year will present a real 
| “We'll increase the total adver- | 
tising,” he said, “by doing more of | 


challenge in marketing, are plan- 
ning active programs to stimulate 
business. 

A roundup of plans of six 
dealers, as told by representatives 
of the firms, are given below: 

Watter H. Hicxs (Lincoln- 
Mercury): “We will be doing more 
advertising this year — more than 
other years,” 
sales manager. “It will be radio 
mostly. It’s been pretty good for 
us. I don’t know why. We will 
use personal contact, telephone 
and direct mail. We have used cir- 
culars, but dropped them because 
the law hampered our activities in 
that direction.” 

JaRMAN MoToRS 


the situation, we don’t have any 
pet formula that we follow here 
except good, old-fashioned funda- 
mentals,” said Mark Chenowith, a 
former president of the Automo- 
bile Trade Assn. of Maryland. 


Chenowith believes that the in- 
dustry is in a “period of stabili- 
zation.” He said his firm was try- 
ing to do everything that it can 
and was working as hard as possi- 
ble. 

“It is just a matter of living 
with salesmen,” he said. “Help- 
ing them to handle their prob- 
lems and trying to keep them 
informed. We will serve the 
best way we can.” 

Chenowith said that some of the 
problems facing the industry are 
the result of overproduction. “We 
will have to correct the things 
we did to force a market in 1955,” 
he said. 

He believes that there always is 
going to be a strong market for 
autos and is very optimistic about 
the future. “There is nothing 
wrong in this industry today that 
the people in the industry cannot 
correct,” said Chenowith. 

Miter Morors (Buick): “For the 
remainder of this year and the first 
six months of 1957,” said Ken 
Fischer, sales manager, “we have 
stepped up our advertising about 
30 percent, generally in newspaper 
and radio and supplemented by 
direct mail.” 

Fischer said that one of the 
firm’s men passes out circulars 


Latest Mergers 
And Acquisitions 
Listed by Firms 

Kelsey Hayes-Utica Forge 

Kelsey-Hayes Wheel Co., Detroit, 
has announced that it has entered 
into an agreement to buy for cash 
all outstanding stock of Utica Drop 
Forge & Tool Corp., Utica, N. Y. 
Executives of the firms said the 
agreement was reached between 
Kelsey-Hayes and holders of a ma- 
jority of Utica shares. 


7 7 
Humphryes - Borg-Warner 
The board of directors of Humph- 
ryes Mfg. Co., Mansfield, O. has 
voted to recommend to its stock- 
holders that the 74-year-old firm be 
with Borg-Warner Corp. 

Humphryes will be o as 
Ingersoll-Humphryes division if the 
plan is approved and would be ef- 
— through an exchange of 


Ohio to Appeal Ruling 
In Upset of Dealer Law 
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said Harold Stull, | 


(Dodge-| 
Plymouth): “Frankly, as I look at} 


door-to-door, thus saving post- 
age and giving Miller a more 
personal approach as well, 


the same advertising. We are go- 
| ing to continue with approximately 
| the same number of salesmen. We 
are setting up our training pro- 
| gram to include: Daily sales meet- 
ings, instructions, pep talks, talks 
}on sales techniques, morale build- 


among the salesmen.” 
Ortote Motors (Nash): “We have 


quite a bit,” said Dayle Trusheim, 
|} sales manager. “We've increased 
|our used-car advertising. We don’t 
feel as though we're getting 
enough volume on new cars.” 

He said the used-car advertis- 
ing campaign mainly will be 
| carried in the classified sections 
of newspapers. However, Trush- 
eim said, Oriole will diversify 
that with some use of radio. 
| “We'll spend the same amount 
on advertising, except a larger 
amount will go for used cars,” he 
said. “For the balance of the 
1956 model year, we're going to 
concentrate on used cars of all 
makes. 

“We'll be doing direct mail, post- 
cards, telephone contacts. We 
bonus our salesmen on automobiles 
both new and used. They get 
$25, $50 and $75 extra per car on 
sales. We meet every morning 
for an exchange of ideas, that is, 
the salesmen and the sales mana- 
ger,” said Trusheim. 

Tatsotr Morors (Ford): “Well, 
it’s just a lot of hard work. Every 


Pair Suing GM, 
Dealer, Aide for 
$456,000 in Crash 


TULSA, Okla. — General Motors, 
Stone Brothers Buick and Robert L. 
Studebaker, a dealership employe, 
have been sued for $456,000 in two 
damage suits arising from a traffic 
accident March 25. 

Mr. and Mrs. Roscoe Sutterfield 
allege the accident was caused by 
faulty brakes on Studebaker’s 1956 
Buick. They charge he was acting 
as an employe of the dealership at 
the time of the crash. 

The plaintiffs alleged they suf- 
fered “painful and permanent in- 
juries.” Sutterfield asked $203,696.30 
damages and his wife asked $252,350. 

They charged General Motors 
with manufacturing an inferior 
product, contending that the brakes 
were faulty and were inclined to 


cause the front wheels to lock or 
bind. 









|D. Warner, sales manager. 
|are having special meetings for 


ing, competitive selling for prizes | 
and to stimulate competitive spirit | 


at | 
cut down on new-car advertising | 





minute keeping at it,” said Milton 
“We 


discussions. There will be some 
increase in advertising, mostly 
just a concentration on our old 
accounts.” 


He said the advertising would 
be increased in newspapers and 
a little in radio but no plans 
at present for television. How- 
ever, Talbott has used television 
in the past and “more than 
likely” it will be used in 1957. 
The firm holds daily sales meet- 
ings. 

Weiss Moror (Ford): “We're go- 
ing to sell more cars and make 
more profit per car and reduce all 
unnecessary overhead where we 
can,” said Max Weiss. 

“We'll be selling more cars by 
advertising, personal contact via 
salesmen,” he added. “Also radio, 
television and direct mail. Gener- 


to see 


more and reach more 
people.” 








More Tires For Western Moforists— 


New tire presses being installed at B. F. Goodrich Tire Co.'s Los Angeles plant 
ally we'll use the same approach | will boost tire production by 50 percent. 
only we will be working harder | throughout 11 western states. 
tires, as well as conventional tires, suitable for both 14 and 15-inch wheels. 
installation is part of a $6 million expansion program now under way at the plant. 


The new presses are designed to produce tubeless 





Tires made at the plant are marketed 


The 





BBB Gets 75,000 Complaints on Dealers 


OCEAN CITY, Md.—The nation’s 
Better Business Bureaus have re- 
ceived more than 75,000 complaints 
and inquiries “reflecting public irri- 
tation, confusion, disbelief and 
growing rebellion against high-| 
flying claims, gimmicks and double- | 
dealing sales tactics,” Anselm So-| 
daro, state’s attorney for Baltimore, | 
declared last week. 

Sodaro, addressing a meeting of | 
the Automobile Trade Assn. of | 
Maryland, said the continued 
growth of dishonest advertising 
and selling in the auto industry | 
in Maryland and throughout the 
country was a source of great 
concern to his office, the Nation’s 
BBBs, Federal and state law- 
makers and all responsible auto 
men. 


Declaring that he was against 
government interference, he said, 
“The State has a paramount duty 
to protect the public and its indus- 
tries. Unregulated and unhampered 
advertising will destroy our com- 
petitive system and will continue 
to become a deceptive burden upon 
the helpless public. 

“Through your organization, you 
should be able to police your own 
industry; you should not make it 
necessary to enforce existing laws 

. or to enact new legislation.” 

Sedaro noted that the Balti- 
more Better Business Bureau 
alone received 11,135 reports re- 
garding the sale of cars and auto 


found that, if he could make a one- 
third downpayment and if his credit 
was good, he could buy the car for 
monthly payments of $3.25 the first 
year. But after that year, the pay- 
ments would jump to $86 a month. 

2. The use of “bushing” or 
“would-you-takes.” 

He said, “These are almost fab- 
ulous tradein allowances, but 





Station Wagons 
‘Go West’ in ’56 
Chevrolet Poll 


DETROIT. — Pace-setting role 
in the station wagon boom, once 
held by the Atlantic seaboard, has 
shifted westward to the Pacific 
Coast. Further popularity gains are 
evident in Midwest and Southwest, 
according to W. E. Fish, Chevrolet 
general sales manager. 

While station wagon sales con- 
tinue to soar all over the country, 
western buyers set the hottest 
pace, accounting for one of every 
| five of these models manufactured 
by Chevrolet, Fish said. Just two 
years ago, the East held the top 
| spot with about the same one-of- 
five ratio, he added. 

“As added evidence of popular- 
ity,” he said, “Chevrolet dealers 
delivered 19 percent more station 
wagons in the first five months of 








1. The use of questionable terms. 
Sodaro recalled the case of one 
Baltimore dealer who advertised a 
1956 car for $3.25 a week. A shopper 








Dodge Truck Sets Speed Record— 


A stock class record of 98.03 m.p.h. was set by a Dodge half-ton pickup truck! Buick, 


| this year than for the entire year 

of 1954. Our five-month sales of 
| this model are now running at 2% 
| times the 1954 rate and 7% times 
| greater than the 1952 rate.” 

As recently as four years ago, 
Fish said, station wagons 
accounted for only 1.6 percent of 
Chevrolet’s total passenger car 
sales. For the first five months of 
this year the percentage rose to 
more than 12 percent, with pros- 
pects of going higher. 


Plymouth ‘Blues’ 
Hum in St. Louis 


ST. LOUIS. — The “St. Louis 
Blue” sale, originally confined to 
the special model, has been 
widened to all body styles for 
three days, according to an adver- 
tisement sponsored by Plymouth 
dealers. 

The ad said that special cars 
were sold out shortly after the 
reduced-price offer was made. The 
factory, according to the ad, told 
the dealers they could widen the 
sale for the period. The ad also 
stated that St. Louis residents buy 
more Plymouths per capita than 
any other city. 


Rudd Buick Moves 


SAN FRANCISCO. 
serving the 


Rudd 
suburban 


from a standing start on a quarter-mile run on the San Fernando (Calif.) Drag | Burlingame-San Mateo area, has 
Strip. This is nearly 9 m.p.h. faster than the previous acceleration record set by | moved to new premises at 50 Cali- 
@ stock car. Ann Carter, movie starlet, presents Norman Thatcher, right, Van Nuys, | fornia Drive, Burlingame, acquired 
Calif., with the championship trophy, while E. L. Harding, official starter, looks on. 


at a price of more than $250,000. 





when the car owner gets into the 
salesroom he is apt to find the 
tradein allowance is greatly di- 
minished and that he is subject 
to extremely high-pressure sell- 
ing.” 

3. Advertising of cars not avail- 
able. 


Sodaro elaborated, “They (the 
prospects) all too often have been 
told that the car has been sold... 
or thé ad was just a ‘come-on.’ De- 
spite statements such as this, the 
identical ad frequently runs in 
local newspapers on the following 
day.” 

4. The use of terms such as “no 
downpayment.” 


“In virtually every instance,” he 
said, “If the prospective purchaser 
does not have a sufficient down- 
payment, which in most cases 
amounts to $300, arrangements are 
made with a small loan company 
for the purchaser to borrow the 
downpayment. 


“If the purchaser is in fact re- 
quired to obtain money from 
some source to pay the dealer 
before he can obtain delivery, I 
fail to see how the payment from 
one source or another can re- 
move the payment from the cate- 
gory of a downpayment. 
Concluding that false and bait 

advertising and selling remain the 
biggest problems of the day, Sodaro 
said, that in spite of the BBB and 
other agencies, this t of adver- 
tising has extended into the TV 
service, furniture, appliance and 
storm window fields. 


Business Is Good 
In Utah Outlets, 
Dealer Chief Says 


SALT LAKE CITY. — Utah auto 
dealers are having an excellent year 
volumewise and they hope that bus- 
iness in the future will be as good 
as it has been in the last six 
months, according to Elias J. 
Strong, executive vice-president of 
the Utah Automobile Dealers Assn. 


Strong said that evidently the 
downward trend in new-car sales 
hit bottom in April and May, since 
June registrations were consider- 
ably higher. 


He said that the used-car business 
in Utah was exceptionally brisk, 
with 31,755 units being sold in the 
first half for an alltime record. The 
best previous six-month period was 
in 1955 when 28,401 used cars were 
sold. 


New-car registrations for the first 
half of 1956 amounted to 15,447, 
compared with 16,445 units during 
the comparable period in 1955, the 
highest year on record. 

Strong said Utah dealers are ap- 
parently pushing for volume, judg- 
ing from the fact that only 36 per- 
cent of the new-car sales in June, 
1956, were with no lien, compared 
to .! percent no-lien sales in June, 
1955. 
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Week’s Car Total Hits 3-Month High... 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 





Week Week dan. 1 Jan. 1 
Ended Same Ended duly, To To 
July 21, Week, duly 14, 1956, July 23, July 21, | 
1956 1955** 1956* To Date 1955** 1956 
AMERICAN MOTORS.._ 1,450 3,464 1,286 3,751 114,782 64,112 
SEEEUUEE - nereeenveverssevecnstones 300 898 246 Wil 36,543 18,498 
SII Se hiuiterios vickivcenuvuosevetees 1,150 2,566 1,040 3,040 718,239 45,614 
CHRYSLER CORP. .... 17,997 27,344 18,078 50,315 866,336 524,224 
ne 2,850 4,585 2,775 7,842 123,512 712,595 
SEED ‘nxcacovssvessi seveseektaen 1,900 2,241 2,041 5,462 86,324 62,532 
EEE dhscesseese seseossscscvenses 4,000 5,706 4,224 11,646 192,513 120,191 
Plymouth ...................... 9,247 14,812 9,038 25,365 463,987 268,906 
FORD MOTOR. ............ 35,915 44,759 35,800 95,927 1,284,167 964,775 
Continental .................. ae.  caanens 15 36 deigions 1,065 
Ford ..... ce. 28,750 36,196 28,719 76,663 1,002,586 778,164 
Lincoln . a 1,067 3,154 21,676 30,591 
a 8,563 5,999 16,074 259,905 154,955 
GENERAL MOTORS .. 56,995 91,040 56,079 140,716 2,363,691 1,870,078 
EE capevissscvvscadessnsteauceaps 9,669 17,883 9,876 23,440 479,529 345,711 
ED iccwvncebscindiccsnvieesss 3,200 3,221 3,218 7,445 91,806 91,821 
GChovretet ...................... 30,300 42,707 29,358 76,277 1,068,818 955,169 
Oldsmobile .................. . 8,126 15,037 7,975 19,932 374,489 272,173 
Pontiac .......................... 5,700 12,192 5,652 13,622 349,049 205,204 
fo nn 2,489 1,122 3,363 123,866 63,003 
Packard 1,463 47,605 13,289 
Studebaker 1,240 1,026 1,122 3,363 76,261 49,714 


Total Cars, U. S...........113,597 112,365 294,072 4,759,503 3,486,192 


*Revised 
**Totals for 1955 include Kaiser-Willys production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 














Week Week dan. 1 Jan. 1 
Ended Same Ended duly, To To 
duly 21, Week, July 14, 1956, duly 23, July 21, 
1956 1955* 1956* To Date 1955* 1956 
CHEVROLET ................ 7,000 9,618 7,126 16,051 226,916 212,354 
SEE TE ccicconctiniieiee 110 117 110 303 2,976 2,845 
SIE. « cesbcicbniévadiondbshinestn 80 ae 80 2,068 2,259 
SEE ~ assoierenninannuainie 2,000 2,388 1,821 5,397 60,701 51,096 
A EE evesesesees 6,100 6,463 6,168 16,177 214,670 176,982 
SUID ‘sssusenendetaiuanaieuniuasabassuagee 1,600 2,382 1,552 3,768 57,014 54,721 
INTERNATIONAL 2,335 3,043 2,136 6,133 79,410 79,489 
SII ehdeciirasicsigniionniiniieisiiued 380 337 307 906 7,857 10,660 
ST tlk daclinicetbeidintinndsateainibeinss 80 120 76 188 3,027 2,135 
STUDEBAKER. ............ 312 271 268 872 11,572 74,217 
Ee 45 34 322 677 8,516 10,321 
WILLYS ..... iste 1,375 2,029 1,361 3,587 45,110 35,290 
MISCELLANEOUS*** 48 66 48 126 2,083 1,346 
Total Trucks, U. S..... 21,465 26,948 21,295 54,265 721,920 646,715 
Total Cars, Trucks 
De IN sh seucindinetidassaonemi 135,062 196,044 133,660 348,337 5,481,423 4,132,907 
Total Cars, Trucks 
RII Zcdesacecnkinsbidhoese 12,195 11,979 12,387 34,146 318,125 309,519 
Grand Total, 


Cars and Trucks, 
U. S. and Canada....147,257 208,023 146,047 382,483 5,799,548 4,442,426 
*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 
Drive, Federal, etc. 
N.B.: All U. 8S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White Totals. 


Taxes, Weight and Safety... 





Road Studies Outlined 





WASHINGTON. — Five studies; highways, and (3) any direct or 
authorized under the new Federal-! indirect benefits accruing to any 
Aid Highway and Highway Reve-| class which derives benefits from 
nue Acts have been outlined by | Federal-aid highways. 
the National Highway Users Con-| §jzes anp WEIGHTS: The secre- 
ference. tary also was directed to expedite 

The conference said this was (tests now planned or being con- 
done to “assist highway users in (ducted by the Highway Research 
their many ‘follow-through’ | Board ... to determine the maxi- 
activities so necessary now that |mum desirable dimensions and 
the Nation is about to embark | weights operated on highways. 
on an expanded . . . highway REIMBURSEMENT: Congress 


oo, : | directed that is should be deter- 
e studies are: mined if the government should 


EquiraBLe Tax ALLocaTION: The} 
Secretary of Commerce has been 
directed to investigate (1) effects 
of the use of various vehicles on 
design, construction and mainte- 
nance of highways; (2) propor- 
tionate share of costs attributable 
to each class of persons using 





Plastone Wins Suits 


In Fair Trade Actions 
CHICAGO. — Plastone Co. here| 
has announced two victories in Fair | 
Trade legal actions over “price cuts” 
in the sale of the firm’s wax auto 
polish. 
In New York, E. J. Korvette Co., 


reimburse any state for a toll or 
free highway completed after Aug. 
2, 1947, or under construction by 
contract awarded not later than 
June 30, 1957, if the highway meets 
the standards. 


Highway Safety: The Secre- 


tary of Commerce is directed to 


make a “full and complete in- 
vestigation” to determine what 
action can be taken by the gov- 
ernment to increase highway 
safety. 

Revisep Neeps: Funds during the 
last 10 years of the program are 
to be apportioned on the basis 
of cost which will be determined 


Inc., was restrained from selling) by the Secretary of Commerce in 
under the Fair Trade price in a| cooperation with the state highway 
Supreme Court decision and in| departments. These will be sub- 
Worchester, Mass., The Fair, Inc.,; mitted to Congress in 1958, 1962, 
was similarly restrained. 1967 and 1968. 














4-Millionth 


Unit Built 


As Output Picks Up 


(Continued from Page 1) 


producing approximately 453,000 
ears this month. If that figure is 
attained, it would mark a 5.3 per- 
cent improvement over June’s out- 
put of 430,141 cars. However, it 
would be 31.3 percent below the 
659,761 cars built in July, 1955. 

Increased output schedules at 
three of the Ford Motor Co. divi- | 
sions upped that firm’s corporate | 
totals to 35,915 units last week, a 
gain of 115 units over the previ- | 
ous five days. 

Ford division hiked its schedules | 
from 28,719 cars a week earlier to 
an estimated 28,750 units last week; | 
Lincoln climbed from 1,067 to 1,100; | 
Mercury jumped from 5,999 to 6,050, | 
and Continental remained steady at | 
15 units a week. 

* * * 
ENERAL MOTORS CORP. in-| 
creased its car output from | 
56,079 units a week earlier to 56,995 | 
units last week, as Chevrolet, Pon- 
tiac and Oldsmobile scheduled pro-| 
duction boosts. 

Chevrolet produced an esti- 
mated 30,300 cars last week, com- 
pared with 29,358 a week earlier; 
Pontiac jumped from 5,652 to | 
5,700 units, and Oldsmobile hiked 
its schedules from 7,975 to 8,126. 
Cadillac dropped slightly from 
3,218 to 3,200, and Buick slipped 
from 9,876 to 9,669 units. 

Both the small makers also sched- 

uled output increases last week. 

American Motors Corp., which} 
has completed its 56 model run of 
“big cars,” turned out 1,450 Nash 
and Hudson Ramblers last week for 
a 164-unit improvement over the 
previous week’s 1,286 cars. Nash 
built 1,150 Ramblers last week, com- 
pared with 1,040 a week earlier, and 
Hudson upped its schedules from 
246 to 300 units. 

Studebaker assembled 1,240 units 





Obituaries 


William Bradford Peirce 
PITTSBURGH.—William Bradford Peirce, 
78, past president of the American Society 

of Tool Engineers, died here July 4. 
Mr. Peirce retired as vice-president of 
research and development, Flannery Bolt 





Co., Bridgeville, Pa., in 1947. He was a 

member of ASTE since 1938 and was chair- 

man of the Pittsburgh Chapter in 1940-41. 
* . * 


Ross Coles 
CHICAGO. — Ross Coles, 55, president, 
Ross Coles & Co., Inc., died July 14. Mr. 
Coles began his career as a newspaperman 
and formed his own sales incentive firm 
10 years ago. 
* * 


* 
Marion R. Swaney 

FORT DODGE, Ia.—Marion R. Swaney, | 
52, a Buick dealer, died July 13 when his} 


last week to record a 118-unit in- 
crease over the previous week’s 
1,122 cars. The Packard line is 
down indefinitely, having completed 
its model run. 
+ * * 
Pigeon rene CORP. was the only 
manufacturer to ease up on pro- 
duction last week. Slight decreases 
at DeSoto and Dodge gave the cor- 
poration a total of 17,997 units last 
week, compared with 18,078 assem- 
blies during the previous week. 
Plymouth built an estimated 
9,247 cars last week, compared 
with 9,038 a week earlier; Chrys- 
ler division jumped from 2,775 to 
2,850 units; DeSoto dropped from 
2,041 to 1,900, and Dodge dipped 
from 4,224 to 4,000 units. 
Truck manufacturers turned out 





= 


an estimated 21,465 units last week 
to show a slight improvement over 
the previous week’s 21,295 units. 
Both White and Freightliner were 
down for vacations last week. 

A week-long shutdown at Stude- 
baker-Packard Corp. of Canada 
helped hold vehicle output in that 
country to 12,195 units last week. 
The previous week saw the Cana- 
dian manufacturers produce 12,387 


cars and trucks. 
* 


GM of Canada Sets 


Quarterly Output Mark 

OTTAWA, — General Motors of: 
Canada assembled 78,153 vehicles 
in April, May and June to estab- 
lish an alltime record for quar- 
terly production. The new high ex- 
ceeds the previous high established 
during the same period of i953 by 
7,830 units. 

The output of a record 25,417 
vehicles in June marked the third 
consecutive month the firm has 
built more than 25,000 units. The 
previous high for the month was 
set in 1953, when GM turned out 
23,771 vehicles. 


Loan ‘Kickback’ to Dealers 


CHARLESTON, W. Va. — Nell 
W. Walker, state banking com- 
missioner, has conducted an inves- 
tigation into the practice of small 
loan companies’ buying notes from 
auto dealers. 

She said no action has been 
taken pending further advice 
from the _  attorney-general’s 
office. 


Angus Peyton, assistant attorney- 
general, who assisted Mrs. Walker, 
said she can: Stop such discount- 
ing if the inquiry shows it to be 
illegal; authorize it, or authorize 
the practice subject to such regu- 
lations that she might promulgate. 


It was brought out that fewer 
than half the 179 small loan firms 
in the state buy such installment 
payment notes, 

An attorney-general’s opinion 
has held that, under certain cir- 
cumstances, it is legal for a small 
loan company to purchase an in- 
stallment note from a dealer. 

“What Mrs. Walker has to 
decide,” observed Peyton, “is 

whether the lenders are, in 
effect, loaning money to the con- 
sumer and not merely discount- 
ing the note.” 

If that is the case, he said, then 
the “dealer is acting as an agent 
for the small loan company and 
not independently.” 

Some firms, according to Peyton, 
have been paying dealers a 2 per- 


private plane crashed and burned. He was | cent “kickback.” Others have been 


the son of W. B. Swaney, pioneer Fort | 
Dodge auto dealer. A brother, Milton, is/ 
general manager of Swaney Motor Car Co. | 
(Chevrolet-Cadillac), here, and another) 
brother, Lyle, is an auto dealer in Corona, | 
Calif. | 
* * * | 

J. Huber Brinton Sr. 
LOUISVILLE.—J. Huber Brinton sr., 55, 
a manufacturers representative here, died | 
July 13. He represented several automobile | 
parts and accessory makers. 
* * * 


L. R. Evans 
DALLAS.—L. R. Evans, 73, one of the! 
first auto dealers in Dallas County, died 
July 9. 
7 ” 2 


Howard W. Ramser 
EVANSTON, Ill. — Howard W. Ramser, | 
57, retired owner of the North Town Chev- 
rolet Sales Co., 6131 N. Western Ave., Chi- 
cago, died July 17 in his summer home in 
Shawano, Wis. 

* * * 


Joseph K. Dorn Sr. 

MIAMI. — Joseph Killian Dorn sr., 79, 
automobile dealer and civic leader, often 
referred to as Miami's ‘‘greatest pioneer,’’ 
died July 9. Mr. Dorn had been here longer 
than Miami. At 19, he came here when 
Miami was still a trading post called Fort 
Dallas, It was incorporated later that year. 
He was in the auto business 38 years and 
sold Ford, Studebaker, Packard and Pierce- 
Arrow. He built several hotels and business 
blocks and opened the first auto showroom. 
Mr. Dorn organized the first Exchange Club 
in Florida, was local president four times, 
its first state president and was the first 
Floridan on the National board of control. 

+ * ~ 


Joseph A, Cunningham Sr. 
MEMPHIS.—Joseph A. Cunningham sr., 
63, owner of J. A. Cunningham Motor Co. 
here, died July 9. He first entered the used- 
car business here 30 years ago. 
* * * 


Luther McKinley Everett 
DALLAS.—Luther McKinley Everett, 62, 
chairman of the board of Better Monkey 
Grip Co. here, died July 4. Mr. 


began his career with Diamond Rubber Co. | 


while still in his teens. In 1926 he joined 
Hood Rubber Co. and in 1938 bought Bet- 
ter Monkey Grip. He was a former member 
of the Automotive Boosters Club, South- 


| west No. 4. 


soliciting and filling out applica- 
tions for insurance without having 
a licensed agent in the office, he 
said. 

It was said that some of the 
loan firms were converting in- 
stallment payment notes to small 
loans. For instance, a customer 





Bared in West Virginia 


owing $150 in payments might 
ask, or be offered, a small loan 
of $250 — enough to enable him 
to pay off the note and have 
$100 cash in his pocket. 

Under West Virginia law, dis- 
count houses, which specialize in 
purchasing such notes and con- 
tracts, have no supervision. 


Car Sales Zones 
Of Nash, Hudson 
Merged in Oregon 


PORTLAND, Ore. — Nash and 
Hudson zone offices have been 
merged here as part of American 
Motors’ field reorganization an- 
nounced last month. R. M, Stephen- 
son is manager of the combined 
zone office. 


Before the AMC merger, Nash 
headquarters were in Seattle and 
Hudson’s were here. After the 
formation of AMC, Nash moved to 
Portland but operated as a sep- 
arate division. 

Stephenson will supervise both 
Hudson and Nash sales as well 
as Rambler and Metropolitan, it 
was announced. Thomas J. 
Hutchins, former Hudson zone 
manager, has been transferred to 
Los Angeles. 


Robert Jones will head Nash 
sales under Stephenson, former 


Nash zone manager here, and E. T. 
Jewett, former Nash assistant zone 
manager, will head Nash sales. 


The local office will be known 
as American Motors Sales Corp. 
The building also will serve as a 
parts depot. 


Everett | 





DeSoto Dealers Entertain WAFs— 


Six Michigan girls who joined the Women's Air Force during the WAF's eighth 
anniversary week were the guests of Detroit DeSoto dealers at a luncheon. Shown 
| with the girls and their escort prior to leaving for the WAF training center at Lack- 
land Air Force Base, San Antonio, Tex., is Ken Sarason of Bill Henderson Motors 
| (DeSoto-Plymouth), Van Dyke, Mich. 
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in Heart Remain Undaunted .. . 





Auto Salesman Sees 


Unlimited Future 


(Continued from Page 6) 


“People change, too. Look, the|print. If you don’t want it, give 
younger lads that needed _ co- 
signers last year can sign alone| “Who knows,” he laughe d, 


this year. Yes, you've got to keep 
thinking all the time. I figure I’m 


an independent businessman and if | 


I don’t sell the merchandise, I 
don’t get any money. But if I sell 


“maybe that guy is going through 


| 
it to some one else.’ 
| 
| 
| 


his pockets and throwing his stuff | 


away and he comes to that card. 


| What happens? He remembers me 


a lot, I make a lot. No limit, 
see?” 

aa e ” } 

N DANYLUK’s closing office 


there is a sign, the lettering is 


different but perfectly readable. It} 


is situated where the eye cannot 
escape it and reads: “Your sales- 
man, Joe Danyluk. Ford.” On his 


desk is another sign with his name | 
in larger letters printed from type. | 


Some person, perhaps in a 
moment of whimsy, scrawled 
beneath Danyluk’s name the in- 
scription: “The Canadian Flash.” 


He grinned. “Let ’em think that. 
It doesn’t do me any harm. As a 
matter of fact I'm kinda proud of 
it. And that sign,” he turned to 
the one on the wall, “that’s just 
to let them (customers) know who 
I am. We get to talking a lot 
about prices and other things and 
maybe they don’t pay too much 
attention to my name. That’s right 
there so they'll never forget it.” 


Danyluk pulled out the bottom 
drawer of his desk. “Look here,” 
he dipped his large paw into the 
drawer and came up with a stack 
of cards neatly bound with a 
rubber band. “Here’s my ‘would 
you takes,’ here’s 200 postcards all 
addressed and ready to go to- 
morrow. Here’s my ‘hot prospect’ 
list for tomorrow, here’s my phone 
list. I get all these things done 
and ready. I organize my time 
because I don’t have enough of it 
as it is.” 


* * 7 
Hew does he operate? “I do 
everything,” Danyluk said, “I 


check license plates, I go house-to- 
house. The best prospect is the 
one you talk to outside. He hasn't 
shopped 10 or 12 deals. I leave 
them a card and tell them: ‘Don’t 
throw it away. It costs money to 


AAA Slams Door 
On Sanctioning 


Of Auto Races 


DETROIT. — The contest board 
of the American Automobile Assn. 


will never again participate in U.} 


S. auto racing, as such, Board 
Chairman J. Edward Schipper said 
last week. 


The board was recently reconsti- 
tuted after withdrawing from 
auto-racing activity in 1955. 


The new board, Schipper said, 
will certify results of performance 
tests, acceleration runs, endur- 
ance and speed events when these 
are conducted by one car “against 
the clock,” he said. 


“We are willing to observe any- 
thing except closed-course racing,” 
Schipper said. 


Schipper spoke at a meeting here 
announcing results of one of the 
first automotive tests observed and 
certified by the reconstituted AAA 
contest board, which pictures it- 
self as a liaison between the in- 
dustry and the motorist. 

At issue was a “miles-per-dollar” 
test conducted by Sun Oil Co. 
under observance of the AAA con- 
test board. 

Under the test, various makes 
of American cars were driven over 
routes around six cities — Phila- 
delphia, Boston, Pittsburgh, 
Columbus, O., New York and De- 
troit. 

The cars were driven as far as 
they could go on $3 worth of Sun- 
oco gasoline, then the course was 
reversed on $3 worth of competi- 
tive premium-grade fuel. 

According to the AAA-certified 
results, the Sunoco advantage was 
21.5 extra miles on $3 worth of 
fuel, or 3.66 cents per gallon. On 
the average, testers said, Sunoco 
performed 14.5 percent better than 
other gasolines on a _ dollar-per- 
mile basis. 


| the guy slow down his car and stop 
|to look in the showroom. He was 











telling him not to throw it away. 
“You can’t be bashful in this 
game,” said Danyluk seriously. 
“If you speak your piece, the 
customer will, too. Plant a 
thought, place something for 
them to remember. It sticks.” 


What was his first deal? 
“I hit him outside the 


room,” 
over there on that couch and I saw 


driving a '53. I went out and in- 
troduced myself to him. He had 
his family, wife and two kids 
along. I hit him cold. 


* * sl 
“ I 


show- | 
said Danyluk. “I was sitting | 


tell me he was tickled pink with 
the service we gave him.” 

Service, to Danyluk, is a great 
word. “Just the other day a bus- 
inessman came in here. He was in 
the tool shop business,” he said. | 
“The guy was a shopper. He had 


sold him on the idea that he was 
getting $100 in service from us for 
that $50. It worked, 


“To him, service is important. 


A businessman can lose money 
when his car is tied up.” 

He carried the same idea over} 
into a salesman’s demo. (Dany- 
luk said the North salesmen buy 
their own. “It’s a good plan, they 
make it as easy as the bank will | 


|let them.”) 





TOOK him and the family for 

a ride in my demo. He was a} 
one-armed guy. I talked the point | 
of how easy the 


new Ford was | 
to drive. About an hour after I 
went out and hit him, he had 
signed a deal. He came in here| 
tonight, just a little while ago, to} 


Chrysler Opens | 
Training Center; 


Dealer Plans Told | 


(Continued from Page 6) 





nance operations, export training 
workshop and classroom, degreas- | 


ing chamber and other instruc- 
tional and equipment areas. 


“Your demo is your office,” he} 
said. “You've got everything you} 


|need in it. It’s just your office on | 


wheels. You got to take care of it} 
so you don’t have it tied up and so| 
it looks its best at all times and 
so that you can get top dollar for 
it when you sell it.” 


* * * 


HAT about shoppers? “Look, | 

a shopper is the same as} 
a qualified salesman,” said Dany- 
luk. “He doesn’t consider his car} 
as a tradein. He’s trying to sell | 
you his car. You just can’t let 
him control the sale. You got to} 
outsell him or you'll lose the sale. 
You’ve got to control the sale at 
all times. 

“When I’m on the floor,” he 
said, “I try to get all this work” 
—he waved his hand toward the 
drawer with the postcards 
“done during dull times. But I 
keep an eye and an ear open 
while I'm doing it. I don’t let 
people wander. I get to them. | 
Some of the fellows may say: 
‘He looks like a shopper.’ How 
do they know? He may have the 
cash right here in his pocket.” 
He whacked his thigh for | 
emphasis. 

How many cars has Danyluk 
sold in the four weeks? “Golly,” 
he laughed. “I don’t know right 





|;now. I'd have to figure it up. But 


Hopkins said classes will be |™y absolute minimum is three cars 


kept small as in the past. “We 
will limit them to an average of 
eight men so that every trainee 
will receive maximum personal 
instruction and make possible 
for each man to perform for 
himself each service and main- 
tenance job,” he said. 

Hopkins said latest techniques | 
for presenting information will be | 
used including film, visual cast, | 
charts and actual demonstrations | 
on cars and units. Students, he| 


| said, will engage in full partici-| 


pation in every phase of training. 

He added that the various schools | 
will vary in both subject matter 
and length of time in order to 
benefit dealers, depending on what | 
dealers desire. 

On the second floor are the| 
offices of the director and super- 


visors, conference rooms, projec- | 
tion room, library and art files 
room. 


Packard Sales Record— 


A. R. Marzelli, right, Packard Eestera | 
regional manager, presents Packard cita- 
tion watch to Frank A. Kienle, general 
manager, Packard Retail Sales in Man-| Main St., Newark, N. J., has opened| 
hattan. The watch was awarded in recog-| aS a Lincoln-Mercury dealership.) 
nition of a six-month sales record for| Owners are Thomas F. Lawrie and | 


New York retail operations. 


|a week. 
| many, that’s only 12 a month and I 
|don’'t think of anything less. SO —————————eees CAR WHOLESALERS, INC. 


|}me and I don’t think of anything 
| else. 


| tool shop after I saw an old Dues- 


| John F. Murray. 


I've got to have that 


far I've hit it. I sold my first car 
on my third day. 
“Every prospect is a buyer to 
Sure I've been disappointed, 
but I don’t let it get me down. I 
keep telling the general manager 
that I’m going to get his job,” he 
laughed. These words may seem a 
bit brash in cold type, but when 
Danyluk says them somehow they 
don't. 
* * * 
HAT methods does he use off 
the floor? 
“I just talk to people,” he said. 
“The other day I walked into a 


enberg sitting inside. I went in and 
talked to the people in there about 
old cars and new ones — Fords. I 
gave them all a card. 

“I was in a restaurant the other 
day and got talking with the wait- 
ress. She was looking for another 


BBB Probes Bogus Tax Levy 


CHICAGO. — A foreign-car pur- 


chaser has complained to the Chi-| 
cago Better Business Bureau that! 


an “English excise tax” allegedly 


| ly Ww : | was used as an excuse to raise the 
| figures in his hand. Our price was | 


|$50 more than his lowest price. I 


advertised price of the car he pur- 
chased. 

According to the BBB, the cus- 
tomer responded to a classified ad 
by Car City, 6545 S. Cicero Ave., 
which offered a 1953 MG at $1,395. 


|The complainant agreed to 


pur- 
chase the car at the advertised price 
and was allowed $550 in trade on q 
1952 Chrysler. When he went to 
pick up the MG, the BBB said he 
noted the price had been rais:d to 


$1,670. 

The complainant alleges the sales. 
man claimed the $275 increase was 
necessitated by an “English excise 
tax” on the imported car. 
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HELP WANTED 
SERVICE MANAGER FOR an old estab- 
lished Chevrolet dealership in western 
Massachusetts, doing $3,500 per month 


labor sales. Successful applicant must be 
able to improve labor sales as well as 
quality of repair jobs, have a thorough 
knowledge of Chevrolet products and be 
able to train and handle men. Salary and 
percentage of profit in line with ability 
to produce results. Send complete resume 
of experience and background as well as 
salary desired with application. All re- 
plies strictly confidential. Address Box 
6320, c/o Automotive News, Detroit 26. 


SALESMAN 





AGGRESSIVE and capable 
of operating Chevrolet new and used 
truck sales department. Selling 
fleet accounts and individuals in a city 
of 120,000 with 15 towns in a trading 
area of 20 mile radius. Open market for 
proper man on a sharing plan basis. Must 
know how to accomplish sales. Enclose 
photograph with letter, giving complete 
past experience and references. All re- 
plies confidential. No inquiries will be 
made until position accepted. Box 6321, 
c/o Automotive News, Detroit 26 

ACCOUNTANT-OFFICE MANAGER with 
full knowledge of all phases of opera- 
tion. We prefer a high caliber man be- 
tween 30-45 years of age. Excellent 
opportunity for right man. Write or call 

giving full details of experience. All 
inquiries confidential, if requested. Karp 
Motors, Dodge-Plymouth, 430 Mont- 
gomery St., Savannah, Ga. 


Assistant Sales Manager 
Car Air Conditioners 


A real opportunity for sales executive, 
age 35-40, to associate with one of 
nation's largest producers of air con- 
ditioning equipment. Will be responsi- 
ble for establishing national distribu- 
tion of automobile air conditioners. 
Must have well-rounded experience in 
selling direct and through distributor 
and dealer organizations. A general 
background in air conditioning appli- 
cation essential. Located in a central 
state. Position will pay in excess of 
$12,000. All inquiries will be handled 
promptly and confidentially. Send brief 
to Box 6324, 


News, Detroit 26. 


resume c/o Automotive 





TEN DAYS IN ADVANCE OF PUBLICATION DATE. 


fet Tibia 1a 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, 


pie 





volume, | 


job. I told here I got about a lot es | 


| SALES MANAGER. Nationwide clientele of 


and met a lot of people and that I 
might be able to help her. ‘Why 
not help me, too, why not help me 
sell a car?’ I asked her.” 
Danyluk said that he owed a 
lot to the people he had met 
since he joined North. “The 
people at the school from the 
factory helped me. There’s a 
good crew here,” he said. “I got 
lots of help from the guys here 
— they didn’t ask anything for | 
t. 
“We work together well. For| 
instance, if I'm talking to a ‘walk | 
in’ and another customer of mine} 
comes in, I call over one of the| 
other salesmen and introduce him | 
to the customer as ‘my friend who} 
works with me here. He will 
help you.’ You notice I don’t say| 
salesman, I say friend. It makes| 
for a better feeling with the cus- | 
tomer and the fellow really is my! 
friend. We work together.” 
A voice paged Danyluk over the) 
speaker. “Excuse me,” he said. 
“By the way, what do you drive? 
Look, I’ve got to go, but here’s my | 
card. Don’t throw it away....” | 





Lawrie Opens with L-M 
Tom Lawrie Motors, Inc., 164 E.| 





DISTRICT SALES 
MANAGER 


National Manufacturer of Heavy - Duty 


Trucks has opening for experienced truck 
salesman with administrative ability and 
capacity for leadership. This is a genuine 


opportunity, with adequate compensation, 
which will appeal to the aggressive man 
who is also looking to the future. Please 
supply resume of truck sales experience, 
age, present position and other qualifica- 
tions. All correspondence confidential. Our 
orgahization knows of this advertisement. 
Write Box 6325, c/o Automotive News, 
Detroit 26. 





HELP WANTED 


SERVICE MANAGER—-Good pay, commis- 
sion. Nash experience preferred. Refer- 
ences. Landay Motors, 812-36 S. Paca 
St., Baltimore 30, Md 











NEW CAR SALES MANAGER. Top man 
only for expanding Ford dealership 
Booming area growth means exceptional 
opportunity on excellent salary and profit 
sharing arrangement. First class working 
and living conditions in *, million metro- 
politan market and mountain vacation 
paradise. If you want to move west and 
up, send photo and resume to Robert G. 
Stovall, Jr., Stovall Motor Co., 290 South 
Broadway, Denver, Colo. 

AVE GOOD JOB WAITING for GM me- 
chanic shop foreman who wants to work 


Prefer Buick and Pontiac experience. 
References picture salary expected. 
Box 6322, c’o Automotive News, Detroit 


26 





BUYERS (2) EXPERIENCED 
USED CARS 


2 Territories Open 
New Jersey 
New York Area (Brewster, Kingston) 
All applications will be held in strictest 
confidence. 


Apply to 


1555 Jerome Avenue 
Phone TR 2-8200 


Bronx 52, N. Y. 








GENERAL 
18 years’ 
office, 
ments plus 
one employer. 


MANAGER—Age 38, 
GM experience—parts, 
sales. Have managed all depart- 
general manager. 13 years 
Can furnish excellent re- 
ferences. Prefer west of Mississippi. Box 
6294, c/o Automotive News, Detroit 26. 


married, 
service, 


FOREIGN ASSIGNMENT WANTED. Young 
man with excellent background in foreign 
sales, service and assembly problems of 
passenger, commercial and military 
vehicles. Asiatic experience. Will consider 
management of foreign distributorship. 
Box 6295, c/o Automotive News, Detroit 
26 





auto deaiers. Successful background sales 
promotion and publicity. Heavy experi- 
ence hiring and training sales personnel, 
wholesale and retail. 38 years old, mar- 
ried. Now in Detroit area—will relocate. 
Box 6296, c/o Automotive News, Detroit 
26 


TRUCK SALESMAN or sales manager—20 
years’ experience retail, wholesale, dealer 
and factory representative. Prefer heavy 
trucks. Will locate anywhere that poten- 
tial is good and deal is right. M. G. 
Dermody, 1820 Nassau Blvd., Charlotte, 
N. C. Phone ED 3-8183. 


SERVICE MANAGER—Twenty years’ ex- 
perience. All phases, parts, sales and 
service—Ford, Packard and Buick. Was 
once franchised dealer—now employed. 
Would like to locate in Florida. Will fur- 
nish any reference necessary. Box 6291, 
c/o Automotive News, Detroit 26. 


HELP WANTED 


AUTO PARTS MERCHANDISING 
MANAGER WANTED 


Here is an opportunity for a young man with enthusiasm and imagination to 
build a fine position with one of America’s largest producers of automotive 


Parts and accessories,as head of promotion and merchandising activities. Some 
knowledge of the parts business and methods of distribution are necessary but 


the chief requisites are creative and organizing abilities. If you have done pro- 
motional work for an automobile or truck company or for a distributor or jobber 
in this field, you may be just the man we want. Write, giving full details of 
experience. 


Address Box 6306, c/o Automotive News, Detroit 26. 
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POSITION WANTED 


- 
GM ACCOUNTANT - Business Manager. 
Top flight administrator. Minimum 
galary requirements—$600 per month. 
Box 6309, c/o Automotive News, De- 
troit 26. 


————— 
TROUBLE SHOOTER. 90 days open— 
August 1st to October 31. If you are in 
the red, ready to give up, let me set 
up 2 _complete new and used car sales 
operation, step up service absorption, 
etc. | am not a young college graduate 
—age 42 with 22 years of actual experi- 
ence in good and rough times. If not 
completely satisfied at the end of 60 
days, I will cut my rate by one-half. 
Write Box 6310, c/o Automotive News, 
Detroit 26 or call Automotive News for 
my telephone number. Will go anywhere 
to first dealership accepting terms. 


YOUNG MAN, 35, SINGLE, experienced, 
desires opportunity with manufacturer 
of truck, automotive equipment or re- 
lated fields. as_ representative to 
strengthen relations between factory and 
distributor in sales, service or promo- 
tional activity. Can originate and de- 
yelop new ideas to increase sales, build 
good will and profits. Can travel. Avail- 
able immediately. Personal interview 
desired. Box 6311, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER—Age 34, family, 
college, seven years’ experience all 
phases dealership operation from retail 
level and as_ representative one of 
“Big 2.’’ Best references. Prefer West 
Coast. Ford or GM. Box 6312, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER—Married, young 
and energetic. Have experience in all 
phases of dealership operation, super- 


vising and training of credit, sales per- 
sonnel, daily control, analyzing depart- 
ment operations. Also district manager 
with Chrysler Corporation. Honest, neat 
and not afraid of hard work or long 
hours, References. Must be ‘‘Big 3'’ (pre- 
fer Chrysler), located in northeastern 
N. J., Pa., N. Y¥. Will consider other lo- 
cations. Box 6314, c/o Automotive News, 
Detroit 26. 


CONTROLLER - BUSINESS manager. 
Mature, aggressive, top flight adminis- 
trator with 25 years experience at man- 
agement level. ‘‘Big 2’’ background. 
Heavy in finances, accounting, cost con- 
trol, planning, profit building, etc. Ac- 
customed to producing results, Pennsyl- 
vania or vicinity preferred but willing to 
relocate. Box 6313, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER—Chevrolet. Experi- 
enced in every department. Best of ref- 
erences. Connection desired with medium 
size southern dealership. Salary plus 
bonus. Box 6299, c/o Automotive News, 


Detroit 26 


MIDDLE-AGED, MARRIED man, 
years’ experience all phases automotive 
retail dealership, wants permanent con- 
nection with medium-sized new car deal- 
ership as sales or general manager. If 
you have sales or operational problems,’ I 
will solve them for you and increase your 
profits to the limit of the potential in 
your area. Good references. Write Box 
6305, c/o Automotive News, Detroit 26. 


TWENTY YEARS’ SUCCESSFUL automo- 
tive and manufacturers’ representative 
experience offered company interested in 
executive type manager. Excellent refer- 
ences. Willing to relocate. Box 6323, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 





FOR SALE—200 CAR dealership. Handling 


one of the ‘‘Big Two.’’ 25 mile radius of 
Kansas City, Mo., on major highway. 
Will sell or lease real estate. Must sell. 
_ 6315, c/o Automotive News, Detroit 
6. 


DEALERSHIP, HANDLING Chrysler- 


Plymouth, available—located on U. 8. 
Highway, 25 miles from Richmond, Va. 
25 acres land, fish pond and log cabin 
included with new, modern building. Buy 
complete deal or tools and equipment and 
lease building. Box 6316, c/o Automotive 
News, Detroit 26. 


HANDLING BUICK—Near San Francisco. 


Modern, compact setup. Newest equip- 
ment, low overhead. No obsolete parts. 
For a quick sale, will sacrifice fixed as- 
sets for $24,000 which is near the "56 net, 
to date. No pioneering, a proven money 
maker, act fast. Box 6317, c/o Automo- 
tive News, Detroit 26. 


HANDLING 3 GM LINES. Cool, colorful 
Colorado! 127 units, grossing $625,000. 
Service absorption 85%. Net profit $35,000 
last year. Long establishtd. Finest facili- 
ties. Will sacrifice. Owner. Box 6318, c/o 
Automotive News, Detroit 26. 


YOU WANT A DEALERSHIP? Then get 
on record with us. Just write in for form 
to be completed and filed with us. We 
offer our nationwide confidential assist- 
ance without charge or obligation. Auto- 
ae Enterprises, 10600 Puritan, De- 
troit 38. 


PROFITABLE COMPACT dealership han- 
dling four, fast moving automobiles in- 
cluding Jeep. 200 car potential. Owner 
established since 1948. Excellent reputa- 
tion. No blue sky. No used cars. No re- 
ceivables. This wonderful opportunity will 
stand a most rigid examination. Reason 
for selling—owner taking larger deal. Lo- 
cated on Florida’s fabulous east coast. 
_ 6286, c/o Automotive News, Detroit 


DEALERSHIP AVAILABLE handling Pon- 
tiac in central Ohio county seat. Popula- 
tion about 18,000. Manufacturing and 
wealthy agricultural area. Approximately 
200 new car sales in 1955. Net profit in 
1955—$40,000 after taxes. Completely 
modern, excellent facilities. May be pur- 
chased or leased at reasonable figure. 
Dealer selling to devote full time to 
larger dealership. No used cars or receiv- 
ables to be purchased. Box 6301, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING Chrysler-Plym- 
outh. Parts and equipment only. Best 
location and facilities in town. Good 
lease, fast growing market — northern 
Ohio. Opportunity to get in easy. Box 
6302, c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling 
Dodge, Plymouth, Dodge trucks. Same 
owner 21 years. Prosperous county seat 
includes very clean inventory parts, 
cessories, completely modern shop equip- 
ment, tools, wrecker, signs, etc. 150 new 
unit potential, no used cars, no receiv- 
ables. Worth $30,000. May be bought for 
$15,000. Hub Purdy 
Caro, Mich. Phone 270. 
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429 S. Western Ave. 


DEALERSHIPS AVAILABLE 


DEALERSHIP FOR SALE, handling Ford, 


in college town in northeast Texas. Popu- 
lation, 6,000 plus 3,000 college popula- 
tion. Handled approximately 200 new 
units last year. Health, reason for selling. 
Box 6327, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING one of ‘‘Big 3’’ 


plus jeep in area where large nuclear 
plant and pulp mill are to be constructed 
soon. Best location in town on junction 
of highways in western Colorado. Modern 
building goes with the deal. Box 6319, 
c/o Automotive News, Detroit 26. 


DEALERSHIPS WANTED 


IF YOU WANT TO SELL OUT, then get 


on file with us. No obligation unless you 
make a deal with a Certified Buyer, rec- 
ommended by us. You are not tied up 
with exclusive agreements. Sell to your 
own or factory buyer without obligation 
to us. Turn our buyer over to your fac- 
tory for handling if you like, or every- 
thing in very strict confidence from em- 
ployes, customers, and factory if you pre- 
fer. Write for complete information stat- 
ing whether or not confidential handling 
is desired. Automotive Enterprises, 10600 
Puritan, Detroit 38. 


GM-FORD DEAL, below 200 cars, in Tenn., 
Georgia, Florida. Cash ready. Box 6282, 
c/o Automotive News, Detroit 26. 


WANT 100-150 UNIT Dodge, Truck, Plym- 
outh or Chrysler-Plymouth dealership on 
cash plus buyout basis. Prefer Michigan 
or western New York, Factory approval 
assured. Box 6326, c/o Automotive News, 
Detroit 26. 


DEALER SERVICES 


MR. DEALER, HOW DO you like to do 
business, on a get what you can while 
you can basis, or in an ethical up-and-up 
manner? In his article ‘‘I Believe’’ James 
Service shows you the latter method and 
the way to consistent volume and profit 
year around, and year after year. Clip 
this ad and forward with your letterhead 
enclosing $5. It will be sent to you post- 
paid. 5 will get you thousands. Available 
only through Automotive Enterprises, 
10600 Puritan, Detroit 38, Michigan. 





INVENTORY SERVICE 


Parts and Accessories 

® CERTIFIED REPORTS 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ Inventory investment Evaluated 
@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 

Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 
Western Dealers Attention 


Du 9-5095 





BUSINESS OPPORTUNITIES 


Make $75.00 A Day 


Regroove tires for automobile dealers, 
fleet operators, and trucking companies. 


The portable HONEYCUTT Automatic 
TIRE REGROOVER grooves all standard 
make treads . . does a uniformly perfect 


job. Pays for itself in just three months. 


MAKES YOU A GREATER NET PROFIT 
WITH LESS CAPITAL OUTLAY THAN 
ANY OTHER EQUIPMENT. No previous 
experience necessary, yet you can clear 
better than $10,000 the first year. 


Write or call HERMAN SMITH DISTRIB- 
UTING CO., 315 Austin, Houston, Texas, 
Phone CApitol 7-9545. 


Finance Plan Available 





DECAL TRANSFERS 


TRUCK DECALS. No charge for sketch. 
More brilliant; unusually durable; easily 
applied. Samples on request. Write Allied 
Decals, Inc., 8456 Hough Ave., 
3, Ohio. 


CARS WANTED 


SHARP 1952's-1956's. All 
body styles. Chrysler, DeSoto eight pas- 
senger sedians only. Prices gladly quoted. 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. 


CADILLAC 





PONTIAC—4-DOOR convertible sedan. 1937 
or 1938 with good body. John Lyons, 
Thomaston, Conn. 


. = 
° 





WANTED TO BUY 


Large Number of Late Model Fleet | 


or Leasing Cars for Export Purposes. 
Write full description, quality, quantity 
available, date available and price in first 
letter. 


Reply to 
P. O. Box 8752 University Park Station 
Denver 10, Colorado 








CROSSROADS 


They meet at the dealer auctions and | 


on the pages of Automotive News. 


! 


Los Angeles 5, Calif. | 


Cleveland | 





. where buyers and sellers meet . . .| 





CARS FOR SALE 





ROBINSON AUTO RENTAL 
FLEET LEASED CARS 
1954 - 1955 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 


Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee Cincin- 
nati, Louisville, St. Louis, Kansas City, Lin- 
coln, Neb., Oklahoma City, Fort Worth, Dal- 
las, New Orleans, Atlanta. 


ROBINSON AUTO RENTAL 


DIVISION 
218 S. Wabash Ave. 


Chicago 4, lil. 
|. E. Spatig, Used Car Mgr. 


Webster 9-2144 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
| Excelent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 








PARTS FOR SALE 


PACKARD PARTS $15,000 inventory, 
dealer cost, 1946 to 1953 models. Will sell 
entire stock for $3,000 and throw in ap- 
proximately $2,500 worth of prewar parts 
or will trade for-what have you. 
Clifton Motors, Inc., formerly Packard 
Miami Co., 1700 N. E. 2nd Ave., Miami, 
Fla. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S$. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





PARTS WANTED 





ENGINES WANTED 

FOR SOUTH AFRICA 
Ford models—i949 upwards, unreconditioned 
sub assemblies suitable for reconditioning. 
Allowing for wear, these sub assemblies must 
be of standard sizes. Engines already recon- 
ditioned are not requir For further infor- 


MIKE APPEL MOTOR CO., LTD. 
P. O. Box 3648 Johannesburg, S. 


| mation reply to 


Africa 








WANTED 
Complete Brand New 
Chevrolet Block Assemblies 
No. 607874 and No. 607876 


MOTOR EXPORT SALES CO. 
New 


11 Broadway 








BUSES FOR SALE 


CONN., MASS., R.I, dealers. Blue Bird | 
bodies—supreme in quality. Quickest de- 
livery. Penn Yan, N. Y¥. assembly. Pete 
Cousins, Hartford, Conn. Jackson 9-3100. | 


SCHOOL BUSES 





WARNING! STEEL MAY BE IN SHORT | 


SUPPLY THIS SUMMER 
ORDER NOW 
IMMEDIATE DELIVERY 


6 Ford 60 passenger 
15 Chevrolet 54 passenger 
5 Internationals 60 passenger 
3 Ford 54 passenger 
TRANSIT SALES & SERVICE, INC. 


23 South St. Danbury, Conn. 
Call Frank T. Mee, Jr. 








BUSES WANTED 
WILL BUY USED school buses 


36 to 66 | 


passengers. One or twenty. also airpor- | 
ters. Dealer, Box 6275, c/o Automotive | 
Detroit 26 


News. 


SHOP EQUIPMENT WANTED | 


| GENERATOR AND REGULATOR tester. 


Wood Motors, Inc., 
Columbus 15, Ohio. ' 


611 E. Broad St., 


E. O.| 


York 4, N. Y.| 


| 





| 





FOR SALE — PAINT BOOTH. 


| 4041 Fenkell 


TRUCKS WANTED 


DODGE POWER WAGON equipped as 
wrecker. Trinity Motors, Trinity St., New- 
ton, N. J. 


SHOP EQUIPMENT FOR SALE 


CHRYSLER CORPORATION late model 
special service tools. $500 value—$150. 
Hugh Salway, Jonesville, Mich. 


(1) Binks 
metal dry type auto paint booth. Model 
DA 330T, size 14x30 including Binks reg- 
ulator, lights, fans and Binks canopy for 
roof. Can be used as bake oven. Will sac- 
rifice for half price $1,250. Harry 
Cramer, Olds Sales and Service, 154-178 
S. Front St., Steelton, Pa. 


DYNAMOMETER—ALMOST new. Specifi- 


cation top floor mounting. Portable in- 
strument stand with built-in auxiliary 
vehicle cooling system. Enertia flywheel 


and ramps. Imperial Motors, Inc., 307 E. 
Grove St., Bloomington, II1. 
ACCESSORIES FOR SALE 





REAR SEAT SPEAKER 
KITS — $2.95 


6x9 speaker — Heavy grille 


Lots of 
10 min. 


3-way switch — Chrome hardware 


Can be adapted to any car by your 
service department. 


Hudson surplus kits. 
Boxed F.O.B. Detroit. 


MOZEL AUTO RADIO 


SALES—SERVICE 
UN. 1-0350 


Detroit 38, Mich. 








MISCELLANEOUS 
LIQUIDATION SALE — Complete line of 
Dodge and Plymouth parts, tools, ma- 
chinery and equipment. 1952 Dodge 
Holmes wrecker. 1955 Dodge service truck. 
Many used cars. Tremendous savings to | 
interested parties. Carthage Motor Sales, 
Inc., Carthage, Ill. Phone 188 or 279J. 





Automatic Braking 
Is the Cheapest 


INSURANCE 
You Can Buy 


ONLY. . $4.00 iii: 


a 
WITH BRAKE HOOK-UP 


ONLY.. $5445: 


LEss 
GUIDE 
CABLES 


Meets 1.C.C. Strength Requirements 


1.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 


sae 


BRAKE HOOK-UP. 
Meets ALL 1.C.C. Requirements! 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 NITES: DO 3-8373 
We pay 


Call Collect “s pu, oss 
40 So. Clinton St., Chicage 6, Ill. 








MISCELLANEOUS 


“ AUTO FRANCHISE 
LIQUIDATORS 


Want to convert your 
holdings to cash????? 


We'll pay cash for 
Realty, Parts, Equipment 
and rolling stock 


Write - Phone - Wire 
KAYE KARS, INC. 


1000 Central Avenue Albany, N. Y. 
2-4413 


The NEW 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 


FED. TAX ' 
INCLUDED 


$5235 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


THE FAMOUS 
MOTO-MATIC 


TOW «+ GUIDE 


Four Clamp Unit 
SPECIAL (F.0.8. Factory Net) 


$ 44° FED. TAX 


INCLUDED 


Meets 1.C.C. Requirements 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 
599 Yonge St. 
TORONTO 10, ONTARIO 
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New Subscription Order 


Send Automotive News to Address Below 


U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, 


Car Dealer (] 


Jobber (] insurance ((] 


Make of Car 


PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [) 


Manutacturer [1] 


Financial [) Supplier (] 





The surest way to bring customers into your service department, now 
and for months to come, is to offer a popular service which is 
exclusively yours—yours to build into important profits—yours to keep! 


Today, many car owners are taking their cars to independent 
garages and filling stations. Here, owners can obtain practically any 
other kind of appearance job. But not Porcelainize. 


Porcelainize is the one service which can’t be obtained at 
these places. National advertising and customer satisfaction create 
and maintain the demand. You alone can satisfy it. 


Pull customers into your shop for a Porcelainize job and you have the 
opportunity to sell them other services. Certainly, the greater the 
traffic into your dealership, the greater the profits in all departments. 


The top quality of Porcelainize builds steady customers. 


Trade a “wishing well” for action. See your “Mr. Porcelainize” or write direct for 
a tested, inexpensive way to bring car owners back into your dealership now. 


“ » ® 
/ ! | FREEMAN 
mm 
| FREEMAN, 
f. INC., 
2 5 Denver 3, 


| 
: 
| 


Ce le ee ee 





